





LAST January we of- 

fered a free sample tool 

to every hardware dealer in 

America to prove that new Eye 

Appeal and Longer Life made 

UNION Tools the most “salable” line 
on the market. 


Today we offer you final proof of the 

puddin’— the signed statements and ac- 

tual sales records of dealers who, since Jan- 

uary, have sold far more UNION Tools than 

they did in even the most prosperous pre-de- 
pression years. 


If you want tool sales in your store to jump, and 
profits to climb higher than ever before, ask your 
jobber for this amazing proof and for the details of 
our new Profit Plan for Dealers offered free with the 

MOST SALABLE LINE OF FARM AND GARDEN 
TOOLS IN AMERICA. 
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Makers of Quality Steel Goods for Over 40 Years — COLUMBUS, OHIO — JACKSON, MISS. — FRANKFORT, N. Y. 
Representatives: H. J. McCarty, 11 Park Place, N. Y. City; John T. Rowntree, Inc., Los Angeles; Henry Keidel & Co., Baltimore 








Ne. BE73 TRUE TEMPER —— 
BRAND COAL SHOVEL. Has 
ribbed, heat treated A 
hollow back blade. Designed 
to give maximum capacity 
with least effort. Suggested 
retail price $1.80° 





No. 510 TRUE TEMPER 
ENSILAGE FORK. Long 
polished oval tines 
penetrate easily. Light 
in weight but designed 





TRUE TEMPE 


FORKS 
HOES 
RAKES 
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CULTIVATORS 
SEEDERS 
REPAIR 
WANDLES 
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| Got SHAFTS 


TRUE TEMPER) 


SHOVELS 
AXES 
HAMMERS 
HATCHETS 
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aND LURES 
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with extra large capa- 
city to speed up feed- 
ing. Suggested retail 
price $3.35*. 


KELLY PERFECT TRUE 
TEMPER AXE. A perfect 
chopping tool with head 
so shaped that it does not 
bind in the wood. Sug- 








gested retail price—Single 
Bit Axe $2.20*. Double 
Bit Axe 82.75*. 


/ We also make the famous 
/ Paul Bunyan Brand Axes. 
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@ Cold weather brings its demand for many profitable 
TRUE TEMPER Tools. Barn forks and axes for the farm 
—hatchets and hammers for the home workshop, shovels 
for the barn and furnace room. 











Feature these popular tools shown above, together with 
other TRUE TEMPER models popular in your community. 
Extra sales that add extra profits will result. Write for 


free store advertising material. 


THE AMERICAN FORK & HOE COMPANY 


Makers of Essential Tools CLEVELAND, OHIO 


*Prices slightly higher west of Denver 
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* “Gus attention-compelling advertisement will be seen 
by millions of families in the November 7th issue of 
The Saturday Evening Post. 
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HAT more effective cooperation could we extend to hardware merchants 


than to invest substantial sums in advertising designed to send customers 


* into your stores? We are doing it—forcefully and consistently. You know, 
of course, that anyone who visits your store to buy a YALE Padlock, Auxiliary Lock 
or Door Closer is a potential customer for any other product you sell. Take advantage 
of our advertising, then, by keeping YALE PRODUCTS displayed in your windows and 
on your counters. Such cooperation will prove definitely profitable to you. 


THE YALE & TOWNE MFG. CO. 


STAMFORD, CONNECTICUT, U.S. A. 
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PRESENTS - A NEW LINE - 


CLAMP BASE VISES 


EQUIPPED 
WITH 
PIPE JAWS 


No. 93 
3 INCH JAWS 


No. 92 No. 92'; « % 
2 INCH JAWS 2', INCH JAWS 


These New Clamp Base Vises are introduced to complete 
the Columbian Line of Home shop, Garage and Household 
Vises. In design, quality and finish these New Models 
are comparable with the well known standards set by the 


Larger Columbian Vises. 


Smooth flowing lines and balanced 
design create that ‘‘eye appeal’’ 
which leads to quick sales. 


The attractive red enamel finish adds 
to the display value and attracts the 
customer's attention. The reasonable 
prices make sales easy. 


Three standardized sizes—2 inch, 2144 
inch and 3 inch jaws—enable dealers 
to meet all demands for Clamp Base 
Vises with a simplified stock. 


All three sizes are equipped with pipe 
jaws (at no extra cost). All three sizes 
are packed in individual cartons. 


Like other Columbian Vises this New Line will be sold exclusively 
through wholesalers. Include some of these New Columbian Clamp 


Base Vises in your next order to your jobber. 


THE COLUMBIAN VISE & MFG. CO., 9015 Bessemer Ave., CLEVELAND, OHIO 
THE WORLD’S LARGEST MAKERS OF VISES 
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Modern Packages 


2. Cellophane Wrapped 
and Sealed 





3. A product of one of 
the oldest tape makers 


4. Every quality good 


tapes should possess 
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A brand new fence... new in name... new in principle... 
backed by a fair and square jobber-dealer policy that creates 
a new profit opportunity and justifies vigorous selling effort. 


It has 27 zinc coatings! 


Some years ago Republic determined to 
enter the farm market only when it could 
do so with a superior product. 


Today, Republic announces the most amaz- 
ing development in farm fencing that scien- 
tific research, engineering skill and advanced 
production methods make possible. 


In creating this new fence, Republic has cast 
aside all thought of applying the zinc in a 
molten state. It has turned to the revolu- 
tionary and modern process of applying the 
zinc electrically. Thus it has produced a new 
product that represents as great an advance 
in farm fencing as is the modern automobile 


over the old horse and buggy. 


The Republic electro-galvanizing process 
actually applies to a fence wire 27 zinc coat- 
ings, where only one coating was applied be- 
fore. Each of these coatings is knitted to the 
other, gradually building up electrically, atom 
by atom, asuper-coating. It lends to Republic 
Fence a new and hitherto unknown ability 
to resist the ravages of weather and time. 


Radio and Farm Paper Advertising 
To the farmer, this new fence means many 
added years of fence service at much lower 
cost per year. To keen merchandisers, it 
offers the advantage of outstanding sales 


appeal—fence whose surpassing merit builds 
customer good will and dealer profits. 


Back of this new fence is a spectacular 
advertising campaign. Sixty-five radio sta- 
tions...leading farm and trade papers...and 
thousands of mailed announcements are 
broadcasting the stirring story of Republic’s 
new fence. In addition, a comprehensive 
merchandising program helps the dealer 
“cash in” to the limit. 


Read in detail the advantages of this new 
fencing achievement outlined for you at the 
left. Write for attractive dealer proposition. 





THE REPUBLIC JOBBER-DEALER POLICY —The 
new Republic Farm Fence will be distributed 
through jobbers and properly equipped dealers. 












REPUBLIC STEEL CORPORATION 
(WIRE DIVISION) 

7850 South Chicago Ave., Chicago, Illinois 

General Offices: Cleveland, Ohio 

















TUNE IN your favorite radio station for REPUBLIC’S MUSICAL ALMANAC. An 
unusual daytime radio program, broadcast twice weekly for your enjoyment. 
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It Locks the Joints logether Permanently 


The RW 
LOCK JOINT 


TROLLEY TRACK 


ww 


LOCK JOINT TRACK 


Regardless of its length, your tightly that hangers operate 
trolley track can now be made smoothly and trouble-free. 


practically a one-piece track, by The R-W Lock Joint can be ob 
using the R-W Lock Joint. tained only with trolley track 


A perfected product of Richards- earryving the R-W trade mar 
Wileox, it locks the joints so Ask for it by name 


Richards-Wilcox Mfg. Co. 





1880 - 1936 
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Soll the Gace THAT RIDES AND SWIMS AND 





WORKS WITH THE BUYING PUBLIC» 


W TJHEREVER you go—what- 

ever you do—U.S. is always 
in the picture. Constantly bringing 
the U. S. Rubber name before the 
public in all lines of rubber mer- 
chandise creates immediate con- 
sumer acceptance, and eliminates 
sales resistance, for each U.S. 
Rubber product. 

Thus, the thousands of U. S. 
Rubber advertisements are help- 


ing to sell rolls of U. S. Security 
Friction Tape. “SECURITY” is a 
one-word story of friction tape 
leadership ... achieved by giving 
greater life, uniformly high tensile 
strength, and strong adhesion... 
at competitive prices. 

The name sells the product — 
the product lives up to the name. 

Sell “Security”’—roll up Friction 
Tape profit. 





ere 
3 United States Rubber Company 


United Stotes Rubber Products, Inc.. New York. N. Y. 
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be sure of this. . STERLING 
POULTRY NETTING MEETS 
THE INSTANT APPROVAL OF 
ALL NETTING BUYERS. . they instantly 
recognize its fop notch value and superior features, 
for traditional Sterling Quality is quickly apparent 
in these products. * Now is the time to plan for a 
real volume of profitable Sterling Netting sales. Ask 
your jobber about the Sterling Complete Line, 
or write to Department 10. for full details. 


NORTHWESTERN BARB WIRE CO. 
Since 1879 
STERLING, ILLINOIS 
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Portrait of a Fine Hammer 


@ We knew that we had a fine 
looking tool when we presented the 
new Plumb Streamlined Hammer. 


We knew that in performance it 
was the most efficient hammer we 
had ever made. 


NOW—the rest of the evidence 
is in: After a year’s experience, we 
know that it is the fastest-selling 
quality nail hammer in America. 


Think what this means to you. 
For $1.15 you can offer your cus- 
tomers a hammer more beautiful 
and more useful than ever before. 
A modern Plumb Hammer with its 
streamlined claws which will grip 
the slimmest brad; with its slender 
throat to absorb striking shocks; 
with its comfortably shaped grip. 


— a hammer that is guaranteed, 
and is so stamped right on its head. 


—a hammer which can replace a 
lot of the “orphans” now in stock. 


The Plumb Hatchet, too, has been 
modernized witha streamlined han- 
dle, with a shaped grip for greater 
hand comfort, and a flared end for 
greater security. Toughened head 
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will not crack or chip. Plumb No. 2962 is 
rapidly becoming the standard hatchet 
of the country. 





When a machinist or garage mechanic 
wants a good ball pein hammer he means 
a Plumb. Its off-center head adds power 
to his blows. Its broad face, with chamf- 
ered edge does not chip or crack. Its 
cone-shaped pein spreads rivets. 





The Advertised Line. Plumb not only 
gives you fine tools to sell, but helps you 
constantly to sell them. This year again, 
millions of householders, home craftsmen, 





mechanics, farmers, and boy scouts will be 
reading Plumb advertisements. 

Get their trade. Identify your store as 
Headquarters for Plumb Tools by window 
and store displays. 


A Protected Market. Every box of 
Plumb Tools carries the label of the 
American Institute of Fair Competition, 
pledging that Plumb sells no tools to cata- 
log houses or chain stores. 


by Licensee to pur- 
chaser,allsales under 


piraranty 


We do not sell anything under any name, directly 


to Chain Stores or Mail Order 
FAYETTE R. PLUMB, 


Hammers, Sledges, Hatchets, Axes, Files 


or indirectly, 


Catalog Houses. Inc. 


Mokers of PLUMB TOOLS 


Fayette R. Plumb, Inc., Phila., U.S. A. 


PLUMB 


DOUBLE we | 


Hammers Hatchets 
‘b files Wedges Axes 














Minnesota Quality Brands 
of Sandpaper and Emery Cloth 
WILL BUILD UP A STEADY VOLUME OF REPEAT 
SALES FOR YOU AT A PLEASING PROFIT 


These scientifically made sandpapers have an extra sharpness, 
a sturdy non-curling backing and an extreme flexibility that 
completely satisfies the needs of your most critical customers. 


The attractive, compact Slide-Drawer Boxes keep every 
sheet clean, sharp, flat and salable. 


Sandy Smooth Household Sandpaper 


aw ao Vet a 





A Sandy Smooth Household Package 
containing 20 sheets of quality sand- 
paper in assorted grits is a handy item 
to have about the house. Suggest the 
purchase of a package with every 
sale of paints, tools, etc. 


ano don't forget 


... the Three-M Free Selling Aid Service that is yours for the 
asking. Thousands of retail hardware dealers have already 
used this Service successfully to increase their sales of sand- 
paper and related items. Ask your jobber. 


MADE BY 
MINNESOTA MINING & MFG.CO. 
SAINT PAUL <a MINNESOTA 
Baeder Adamson Co. HY 
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Since 1828 





B-A BRAND 
Flint Paper 
9"x 11" 


STAR BRAND 
Flint Paper 
834" x 101," 


B-A EMERY 
Cloth 
9" x 11" 





Since 1906 





THREE-M 
BRAND 
Flint Paper 


9" x 11" 


IMPERIAL 
BRAND 


Flint Paper 
83,4" x 101," 


CRYSTAL BAY 
Emery Cloth 
9"x 11" 





Since 1907 








PIONEER 
BRAND 
Flint Paper 
834" x 1014" 


WAUSAU 
Emery Cloth 


9"x 11" 
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: Maximum flexibility, maximum handling and wearing qualities under all condi- 


tions of use—these characteristics have earned nation-wide preference for 
Plymouth Ship Brand Manila Rope. Such qualities result only from the most 


scrupulous care at each step of manufacture: 


Plymouth Rope is made of the better grades of Manila 
fiber—more carefully cleaned—lighter in color, finer in 
texture and higher in lustre, stronger and more flexible. 


© One secret of fine rope making lies in the scientific ma- 
chine operations employed in preparing the fiber for 
—, and in the spinning process itself. The 
lymouth method, combined with expert workmanship 
and constant watchfulness, produces yarns of maximum 
uniformity in size and twist. 





Now the yarns are formed into a strand, 
which When completed is smooth, round and 
uniform in size, the twist being in the opposite 
direction to the twist in the yarn. 


Finally, the strands are laid into the finished 
rope of perfect balance, known strength and 
dentate — rope that gives longer, more 
economical service because of its uniform, 
controlled quality. 


When you sell Plymouth Ship Brand Manila Rope you assure your customers 
of complete satisfaction and service from a quality product... and you enjoy 
the advantages of doing business with a company noted for 112 years of fair 
dealing and active cooperation with the trade. 


PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MASS. AND WELLAND, CANADA 
Sales Branches: New Y ork, Boston, Baltimore, Philadelphia, Cleveland, Chicago, New Orleans,San Francisco 


PLYMOUTH - 


the 


YOu Cat. TRUST 
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MODELS 
Coleman 


PRESSURE 7Zzuée LAMPS 


Kerosene and Gasoline 





MODEL 129 
Kerosene Burning, 
air-pressure 
mantle limp. 


MODEL 134G 
Exactly like 
134 P but without 
parchment shade. 


MODEL 134P 


Gasoline Burning 
air-pressure 
mantle lamp. 


Again Coleman offers for Fall and Winter 
selling, the finest, most complete line of 
liquid fuel burning lamps in the field! 
With the new kerosene and gasoline models 
you can meet and beat competition. All 
models produce 300 candlepower of the 
famous Coleman “live” air-pressure light 
that protects the sight—the nearest like day- 
light of any artificial light. 


Indian Bronze and Silvertone finishes, 
combined with decorative parchment shades 
harmonize with practically any home fur- 
nishings. Genuine pyrex glass globe mantle 
protectors are exclusive Coleman features. 
Improved, long-service generators last from 
two to four times longer than ordinary 
generators. 


This is the best constructed, finest quality, 
lowest priced line of Coleman Lamps ever offered. 


Team-up with this line-up for the fastest 
selling stock of lamps you’ve ever carried. 


BETTER QUALITY 
LONGER SERVICE 
LOWER PRICES 






MODEL No. 132A 
ey 4-10) 81 19///777/40 Nilo 


Instant lighting. Two mantles 
produce 300 candlepower of 
pure-white, “live” air-pressure 
light. 


tects mantle. Beautiful Indian 


Pyrex glass globe pro- 
MODEL 129G 


The same kerosene 
burning lamp as 
129 without shade 





Bronze finish and Parchment 


Shade. 


i 
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MODEL No. 220B MODEL No. 2288 


...and of course COLEMAN LANTERNS 


are known to dealers and users everywhere as the 
finest, most complete line of lanterns obtainable. 
Wind, rain or storm can’t put them out. Give up 
to 300 candlepower of “live” air-pressure light. 
There’s a Coleman for every purpose. 





@ Ask your jobber for prices and complete details. 
Place your order now, get our attractive sales lit- 
erature and other dealer helps. Be assured of 
delivery for the “lighting-up” season. 


THE COLEMAN LAMP AND STOVE COMPANY 
General Offices: Wichita, Kansas 





* Branches: Philadelphia, Chicano, Los Angeles, Toronto (QD51) 
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Best to SELL 


because 


It’s best to BUY 


Answers the PRICE question with a fair and 
square proof of VALUE that no farmer can 
ignore. Answers the demand for QUALITY 
with every worth-while feature known to 
fence manufacturers. 


Extra heavy ‘“‘Galvannealed’’ zinc coating, 
fused to 20 to 30 pt. copper-bearing steel. Full 
gauge. Deep tension crimps. Non-slip knots. 
Steel of right hardness for greatest strength 
and toughness. Accurate spacing .. . You sell 
ALL these good qualities when you sell RED 
BRAND. It lasts years longer . . . sells for no 
more than standard grade fences. 


The most dominant, hard-hitting fence ad- 
vertising campaign in years is driving home 
the famous RED BRAND marking to your 
customers. Tie up with Keystone. A card or 
letter will bring full details. 


KEYSTONE STEEL & WIRE CO. 


Dept. P PEORIA, ILLINOIS 


As 
RED BRAND 


GALVANNEALED F | > NG | > RED TOP and Aluminum Stripe 
COPPER BEARING STEEL POSTS 
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September 21st started the MID-STATES 
RADIO Contest (3 times each week— 
each station). 15 radio stations will broad- 
cast the Contest; the merchandise; the 
MID-STATES dealers’ names. 


Fence buyers will know more than ever 
about the superb quality of patented ‘‘Gal- 
vannealed” wire; the advantages of cop- 
per-bearing steel. They'll also learn that 
this good fence is NOT priced any higher 
than standard fences. 


Here’s an opportunity for you to sell more 
fence and make more money; an opportun- 





ity for us to work closely with you at 
point-of-sale. Between us we can make 
your trade want MIDSTATES fence— 
and want to buy it from you. 


How about writing us? You'll be inter- 
ested in the Radio Contest and dealer 
tie-in idea. 


MID-STATES STEEL & WIRE CO. 


Dept. M-32 Crawfordsville, Indiana 


Stiff-stay and hinge-joint field and poultry fence, poultry net- 
ting, industrial fence, corn cribbing, wire, barbed wire, nails, 
staples, bale ties, fence stays, steel posts, gates, fence stretch- 
ers, ornamental fabrics, roofing and sheet metal. 
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AMERICAN WIRE 
FABRICS CORP. 


Subsidiary of 
WICKWIRE SPENCER 
STEEL COMPANY 


i , ‘ 
vew York « Unica 
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SELL WAXOFF 


Every woman knows that fresh wax 
applied on top of old wax or polish 
-will not produce a brilliant, lasting 
lustre. That’s why all the old wax, 
‘floor oil, polish, etc. should be re- 


moved with Waxoff before applying, 


‘new wax. Moreover, you can recom- 


mend Waxoff with a lot more safety 


and satisfaction [and a lot more 


profit] than benzine or gasoline. Be- 


cause Waxoff can't explode! Put up 
in a new knock- down basket that's 
_ @ knock-out; a dozen 104 self-sellers 





















very lime you sell vamntshe 


SELL WAXOFF 


Here’s the way to say good-bye, 
once and for all, to that chronic com- 
plaint: “The varnish didn’t dry!” 
How? Every time you sell a can of 
varnish sell Waxoff with it. For Wax- 
off will remove all the old wax, floor 
oil, polish, etc. and then the varnish 
will surely dry. This is why grateful 
merchants are calling Waxoff Amer- 
ica’s Great Life Insurance Policy. For 
every package they sell is not only 
a profit-package but a package of 
protection! Made by Schalk Chemical 


Company, Los Angeles and Chicago. 
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“YANKEE, 


Handyman Spirals 


For you to sell at 
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“YANKEE” 


\ 


— 


YANKEE” Qua 
i 
‘YANKEE” 


\ 








Tag on 

each driver 

tells its uses 
and helps you sell. 


Packed: Six to each 
Merchandising Package. 
Weight 31 Ibs., Price. . 220 


NOW FOR THE FIRST TIME AT A DOLLAR AAD 


All of the time-saving, labor-saving ingenuity of the 

Famous “Yankee” Spiral Ratchet Driver, built into 

this Handyman for everybody’s home and shop and 

at everybody’s price! Display it—and boost your 

tool sales! 

TO BORE HOLES around the home, sell “Yankee” Chuck and .. 

3 Drills for Handyman No. 33-H. Set, 39c. PACKED: Three eS all dad Bal 


. 
Sets, Chuck and 3 Drills each, in containers, mounted —1 += Ee Fr 
on eye-winning Counter Display Card. Price, per card. ...++++- 
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oy NEW SALES... NEW PROFITS 
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These . YAN KE E Spirals 


Are in Demand 
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“YANKEE” NO. 35 | Screw Drivers 
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“YANKEE” NO. 135°) quick RETURN 
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“YANKEE” NO. 30-A Yankee” Chuck 


S——$—<<<_—$ | and Drills 
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“YANKEE” NO.130-A_ quick RETURN 





“Yankee’”’ 
Countersink 














RYAN KEE’ * 
~~ 





— 











, 
——_ | -—— . 
- 


i . — 





“YANKEE” NO. 131-A_ quick RETURN 


““Yankee’’ 


p. 33-H: Handyman 


river and 1 Blade. 
“YANKEE” Handyman etail Price. . .$1.00 


NO. 33-H Vankee” Chuck and 
— | J rills, for No. 33-H. 
ee Fa "YAN KEE” tail Price ... .39e 


—t- ’ L ” 
Yankee” Counter - 
YANK 5 | 
eT oat sand nk, for No. 33-H. 
-_—_——s “YANKEE” CHUCK <e med | tail Price ....25e 
YANKEE” DRILL 7/64 YANKEE” BLADE xtra Blade, for No. 


a“ — FOR SMALL SCREWS H, forsmall screws. 


= ~“ 


“YANKEE” DRILL9/64 YANKEE” COUNTERSINK pail Price ... . 18s 
North Bros. Mfg. Co, > 
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LOOK FOR THE f& 
IN GROUPS OF 


Throughout fiction, history and in the stern 
realities of industry you’ll find that leaders come 
in groups of three. 


To-day, three famous brands of files—Nicholson, 
Black Diamond and McCaffrey—are winning success 
with their ability to cut away metal, their almost 


phenomenal capacity to last far longer than ordinary 
files. 


Back of Nicholson, Black Diamond and McCaffrey 
Files are this company’s unlimited resources for 
producing quality files; our experts’ tireless capacity 
for rigid testing; for perfecting new processes for 
improving files. 

Keep a complete stock of Nicholson, Black 
Diamond or McCaffrey Files in your store. Let them 
make sales and profits for you. 


At hardware wholesalers. Nicholson File Com- 
pany, Providence, R. I., U. S. A. 


A FILE FOR EVERY PURPOSE 
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2-Br sar MAE enon < Braid 
Our largest sé ‘i — : low-priced 
of 2-braid gz real value. 


D supply the 
d for a popu- 
riced hose of 
bd quality that 
1 give satisfactory 


High enough 
to be consideréd 
a high grade h 
low enough in p 
command a large 
ume sale and a heav¥ service. 


repeat business. 
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The Boston Nozz 7 s been one of the 
hoze nozzle for g e . merican market 
made of fine ké Es 7 n years. Hard- 
packed in anf t n. ealers use it 
The %4-inc its obvious 
to a disple ea attractive 
display c , fl 12 ina 
shipping id mailing 
weight pe fen in ship- 
72 lbs. ¢ ss weight 

Base—66 Ibs. 


AND RUBBER COMPANY 


MASS. 
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REASONS 


WHY PROFITS ARE INCREASED WITH 
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Py — SHAPED ... accurately balanced... 
and easy to handle ... Osborn Steel Wire 
























Scratch Brushes invite your customers to Stop... 
Look ...and BUY! For cleaning, removing, brush- 
ing and scores of other uses, Osborn 
Wire Scratch Brushes challenge 
comparison. And best of all... 
Osborn Brushes are UNIFORM 
in quality! That fact helps secure 
profitable REPEAT business! 


Tw£ OSBORN MANUFACTURING COMPANY 
5401 HAMILTON AVE. ¢ CLEVELAND, OHIO 
Sales Offices: 


New York * Detroit * Chicago ® San Francisco 
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No. 1777 Osborn Steel 
Wire Scratch Brush is 
illustrated. The com- 
plete line includes all 
popular types and sizes. 
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Install a window that appeals to the home craftsman 






Now is the season when the home craftsman is busiest in his 
shop—most interested in edged tools and the products that keep 
them sharp. Install a window that hits him where he lives. And 
what appeals to him is of interest to every carpenter and 
mechanic. Pair up and increase sales. 

Then send us a photograph of this window by November 15th. 
Every window that inc aes the Display Piece shown on this page 
is eligible for one of 28 cash prizes totalling $800. Read ae 


simple contest rules below. Schedule that window now. 


EVERY ENTRY GETS $1.00 


One dollar for a photograph! That is what we will pay for every 
entry that conforms to the rules. Clip the coupon now for Assort- 
ment No. 767 and the FREE Display Piece —or order from your 
jobber today. 


READ THESE SIMPLE RULES 


1. There are norestrictions as to the amount 
and quality of the merchandise displayed in 
* the window except that: (A) It must display 
edged and allied tools and shop equipment 
used by the home workshop craftsman, the 
carpenter and mechanic. (B) Each window 
must contain The Carborundum Company’s 
standard display piece No. 767. 2. Submit 
entry in the form of a photograph. The con- 
test will be judged on the basis of the dis- 
play and not on the basis of photography. 
3. The name, complete address and whether 
store is in town of over or under 10,000 pop- 
ulation must be printed on back of photo- 


THE CARBORUNDUM COMPANY 


NIAGARA FALLS, N.Y. 


(Carborundum is a registered trade-mark of The Carborundum Company) 


OCTOBER 22, 1936 


graph. 4. Contest closes November 15th. 
Window can be installed any time previous. 
5. In the case of ties duplicate awards will 
be made. Decisions of the judges will be 
final. 6. No photographs will be returned. 
They become the property of 
The Carborundum Company. 
7. The contest rules and prizes 
cover dealers both in the United 
States and Canada. 8. Mail all 
entries by November 15th to 
Contest Editor, Advertising De- 
partment, The Carborundum 
Company, Niagara Falls, N. Y. 


~—¥ 
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FOR 28 BEST WINDOWS 


Name 






‘(im 


HARPEN 
/ 






HERE ARE THE 
PRIZES 


$150 each 


ee 


2 First Prizes . 
2Second “ . 75 
joe * SU US 
2¥fourth*“ . 2 “* 
20 Prizes of $10 each 
One of each of the above prizes will be awarded 
to merchants in towns of 10,000 and over, 
und one each to merchants in towns 
under 10,000 population in the 
United States and Canada. 


HOW TO ENTER THE CONTEST AND 
GET THIS DISPLAY FREE 


Buy the No. 767 Assortment of Carborundum items fea- 
tured with the display card. They are timely, sure sell- 
ing, and extensively advertised. One each of these items 
is compactly mounted on the full color attractive display 
which is free with the purchase of the No. 767 Assort- 
ment. Include this Display Piece in your window along 
with your display of edged tools, send us photograph of 
your window, and you become eligible for one of the 28 
cash prizes in owr Edged Tool Window Display Contest. 
Mail coupon now! ’ 


SPECIAL NO. 767 ASSORTMENT 





Address 


Your cost $7.67 Your profit $4.13 


The items mounted on the display are included 
to make up the abore totals 


Bill through: 


(Print name of jobber here) 


+ 


ity State 
POE EERE EE EEE EE EEE EEE EEE EEE EEE EEE EET EEE 


2 No. 109 Combination Stones retail value $2.50 
2 No. 111 Combination Stones, - ” 2.00 
2 No. 118 Straight Grit, Fine. . . 2.70 
2 No. 124 Straight Grit, Fine. . . ~ ae 1.90 
2 No. 142 Straight Grit, Fine. . . 7 -¥s 1.40 
2 No. 177 Slip Stone, Fine. . .. sal ” 1.30 


CLIP AND MAIL TODAY! 


THE CARBORUNDUM COMPANY, NIAGARA FALLs, N. Y. 


Please send me your No. 767 Assortment, including Sharpening 
Stone Dispiay Card. 


10-A 
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Dealers buying toys at our 4th Annual Fall Fair. All merchandise on display until Christmas. 


Why Worrnincron’s for Toys? 


1. A 100% Complete Line, with special emphasis on the better 
grade, more profitable items. All new stock, the pick of hundreds 
of manufacturer's lines. 


2. Your Toy Buying Simplified. | 
One source of supply for your entire needs, fully illustrated and 
described in the most complete Toy Catalog ever issued. 


3. A Permanent Toy Display. 
Visit this magnificent display. See and examine the actual 
merchandise. Pick out your toy line easily and conveniently— 
at one time and in one place. 











Wr GEO. WORTHINGTON CO. 


1825 re 2 Ml ae eg bt Sh aman 1936 
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BEFORE 


“DOUBLE-BARRELED 


ADVANTAGES 


ae | 


RED 


SPECIFYING SCREEN 


CLOTH, INVESTIGATE 


OF 


oe ee 


EDGE OFFERS OLD TIME QUALITY 


WITH NEW TIME SELLING ADVANTAGES 


And the good, old PROFITS are outstand- 
ing for the dealer... Don’t specify ANY 
screen cloth for your trade until you in- 
vestigate Red Edge ...Its advantages of 
quality, good looks and long service 
bring customers and their friends back for 
more...Its self-measuring feature gives a 
conspicuous, permanent trademark that you 
can bank on for a growing trade... Live 


met Y oe ih eS 


OTA ON . 
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cooperation is offered by a plant of ultra- 
modern facilities guided by a determination 
to keep Red Edge Screen Cloth in the lead 
for both customer and dealer preference... 
Ask your jobber for the attractive, sales- 
maker window display for Red Edge Screen 
Cloth, and for our sales helps and prices. 


Sold to and Distributed by Recognized Jobbers Only 


on © ap 


WIRE 


>” . ome 


BRANDS 


SUN-RED EDGE 
SUN-RED EDGE 


SUN-RED EDGE 








When customers are waiting, Red Edge 
time-saving advantages are appreciated 
by both customer and dealer. 
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EVERY PAINT IS BETTER} 
FOR BEING REDUCED WITH 
POL-MER-IK LINSEED OIL 





In Factory Sealed tamper-proof contain- 
ers, POL-MER-IK Raw and POL-MER-IK 
Boiled bring to the Master Painter a 
100% pure linseed oil of guaranteed 
quality and uniformity. 





Osi house paints acquire definite values when 
reduced with a pure linseed oil containing a portion of pure “kettle- 
cooked” linseed oil. POL-MER-IK is a 100% pure linseed oil, 10% of 
which has been polymerized, actually kettle-cooked to a varnish body. 
Two types of POL-MER-IK are offered the master painter... POL-MER-IK 
Raw and POL-MER-IK Boiled. He can use whichever type best suits his 
needs. They are as light in color as regular | eres oil. 


Where POL-MER-IK is used paints level better, producing a film of 
uniform thickness which dries with increased gloss and luster...a film 
that's tougher, more elastic, more durable. The Paint Job, which is the 
merchantable unit that you and your dealer and the master painter sell, 


becomes of greater worth to the building owner. 


ARCHER DANIELS MIDLAND COMPANY 


MINNEAPOLIS MINNESOTA 


Kec O14 nop POL-MER-IK 


GET THE VALUE OF COOKED OIL IN THE PAINTS YOU SELL 
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DEALERS 
Who Sell 











Ever find it slow to figure the selling price of a hundred feet of rope when you sell it by 
the pound? That is one of the things the Columbian Automatic Chart instantly does for 
you. It has the added advantage of figuring mark-up on any article you sell. And it also 
gives you a complete strength and weight chart for Columbian Rope. 


CALCULATES SELLING PRICE FOR ALL SIZES FROM 3/16” TO 142” 


Let us say you have a call for 100 feet of %” Columbian Tape-Marked Pure Manila Rope 
and your selling price is 28c a pound. Turn the disc until 28 appears in the slot at the top 
of the chart and glance down the column opposite %”. The price to the customer is $1.15. 
For 1” rope it is $7.56. It's as simple as that. No figuring necessary. 


FIGURES ANY DESIRED MARK-UP— 
PROVIDES WEIGHT AND STRENGTH CHART : 
On the reverse side of the Columbian Automatic Chart is a scale which makes it easy to 
figure mark-up. Turn the disc to the cost price in bdttom slot, then look opposite percentage 


of mark-up desired on top scale and you have the correct selling price. On the back also 
you will find a weight and strength chart for Columbian Rope that is certain to be useful. 


You can get this handy chart without cost—provided you handle Columbian 
Rope—by merely writing us and giving your jobber’s name. Ask for the 
C .} hi Aut 43 Chart. 
COLUMBIAN ROPE COMPANY 
352-80 Genesee St. 
Auburn, “The Cordage City,” N. Y. 
Branches: New York Chicago Boston New Orleans 












LUMBIAN suc ROPE 
PURE MANILA 
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let the fee 


of Their 
STEEL 


—and you will see why men 
who work with them prefer 


INGERSOLL SHOVELS 


The finest tillage steel goes into these shovels. They 
are made by the world’s largest manufacturers of 
dises for plows, harrows and grain drills. When 
you purchase Ingersoll Shovels, you get the benefit 
of all that a half a century of experience has taught 
us about tillage steels. In these shovels we use 
exclusively a newly developed steel which adds 
greatly to the efficiency and life of every Ingersoll 
Shovel. We call this new development— 


EM, CROSS: 


INGERSOLL PROCESS STEEL 


It has an interlocking mesh-grain structure, which makes 
splitting of the blade almost impossible. It is also surpris- 
ingly tough, light in weight, free-scouring and holds its cutting 
edge unusually well. 

Get the feel of the steel and you will see the extra value every 
,Ingersoll Shovel offers. 

Write for Catalog and further information. Address Dept. HA. 








Ingersoll Shovels are available in 


all types and grades, for every pur- 

a foe ee ae aoe INGERSOLL STEEL & DISC DIVISION 

competition Round or square Borg-Warner Corporation 

point shapes, black or polished NEW CASTLE, INDIANA 

finish Th iin A dB New York Representatives: Southern Representative: 

nishes. (The oy, an Dunn & Bryan, G. M. Baird & Co., 
¥ 44 Murray St., New York, N.Y. 564 Randolph Bidg., Memphis, Tenn. 
j grades, heat-treated). New England Representative: Pacific Coast Representative: 

C. Tracy Smelzer, John F. Kegley & Son, 
110 State St., Boston, Mass. 737 Terminal St., Los Angeles, Calif. 
Midwestern Representative: Maryland Representative: 
C. E. Bullock, K. L. Wilson, 
Box 358, Galesburg, III. 512 N. Eutaw St., Baltimore, Md. 


at yO a ee oe 
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Identified 
by a Label 
that CLICKS 


BETHLEHEM Bolts and Nuts are now identified 
by a striking label—one that will linger in the 
memory of the customer and bring him back 
when he wants more good bolts and nuts. 

For a long time Bethlehem Bolts and Nuts 
have been quietly building up a reputation as 
quality products without carrying a prominent 
identification that would link them definitely 
with the dealer’s line. Now they sing out 


“That’s the kind 


I wantx 







that they are Bethlehem Bolts and Nuts, pro- 
claiming their membership in a family of steel 
products known for quality wherever steel is 
used. 

These Bethlehem Bolts and Nuts are pack- 
aged in a way that conveys an impression of 
quality—and they have the quality to back 
up the irnpression. They are a business-building 
line of merchandise. 


BETHLEHEM STEEL COMPANY, General Offices: Bethlehem, Pa. District Offices: Albany, Atlanta, Baltimore, 
Boston, Bridgeport, Buffalo, Chicago, Cincinnati, Cleveland, Dalias, Detroit, Hartford, Honolulu, Houston, Indianapolis, 


Kansas City, Los A 





New York, Philadelphia, Pittsburgh, Portland, Ore., Salt Lake City, San Antonio, 


Mil kee, 
San Francisco, St. Louis, St. Paul, Seattle, Syracuse, Washington, Wilkes-Barre, York. Export Distributor: Bethlehem Steel 
Export Corporation, New York. 


BETHLEHEM STEEL COMPANY 
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NEW! 


A Quick Seller! 





J & L Barbed Wire 
on the New Safety- 
Grip S$ l is easy 
to handle and saves 
hands and clothes. 


rial 
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ey 








For Quick Profits, 
You Can’t Beat 
J&L WIRE PRODUCTS 





Tk 


sue 


Quick turnover, satisfied customers, repeat business and good profits— 
these are advantages you can count on when you handle the J & L line of 


wire fencing, staples and nails. 

You get these advantages because of the high quality built into these 
J&L Wire Products at the mill—quality that your customers are quick 
to appreciate. This uniform high quality, in turn, is the direct result of 
three factors: 


1. The use of only the finest quality steel. 

2. Careful manufacturing under strict metallurgical control, and 

3. A rigid inspection system that permits nothing but the highest 

quality wire products to reach the shipping platform. 

Progressive dealers handle J & L Wire Products because they are easier 
to sell and bring quick turnover. You, too, will find added sales value, 
added customer-satisfaction, and extra profits in handling J&L Wire 
Products. Order from your jobber—now. 


J&L PRODUCTS FOR THE HARDWARE TRADE 


Standard Woven Wire Fence ... Barbed Wire ... Bright, Annealed and 
Galvanized Wire ... Netting Staples and Fence Staples . . . and a complete 
line of Wire Nails and Spikes. 





JONES & LAUGHLIN STEEL CORPORATION 


CAN IRON AND 
JONES & LAUGHLIN BUILDING. PITTSBURGH, PENNSYLVANIA 
Sales Offices Atlanta Besten Buffalo Chicage Cincinnati Cleveland Dalles Denver Detreit Erie Meusten Lee Angeles 
Memphis Milweukes Minnespolis New Orleans New York Philedelphie Pittsburgh Secttle St. Lovie San Francisce Tulss 
Warehouses CHICAGO CINCINNATI DETROIT MEMPHIS NEW ORLEANS NEW YORK —- Islend Cty)” PITTSBUROCH 
Operated by Notional Bridge Works Division of Jones & Laughlin Stee! Ine. 
Canadian Reprocntatives: JONES & LAUOHLIN STECL PRODUCTS COMPANY. Pittsburgh. Pa. U. S. A. and Toronto, Ont. Canada 
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«you CAN rely on 


GLIDDEN to Bring in Customers!” 


e Don’t think that I don’t know what _ Sure, they’ve got a line of unquestioned 
you’re up against in the paint business. quality. A line that has proved itself 
for nearly 70 years. They’ve got a repu- 
tation you can’t beat. And they can 
prove to you that they can,increase your 
sales and profits! 


When I said “Let’s Go!” to the Glidden 
man, I wrote my own ticket to success. 
I had heard a lot about the Glidden _It’s smooth sailing —making money 
deal, and finally made up my mind that every year—and what’s best of all, my 
an outfit their size ought to have some- Peed business is permanently estab- 
thing genuine to offer. One day I told ished in my neighborhood. 

the Glidden man to give me the whole Why not write your own ticket —write 
story, and man—what an eye opener! Glidden for the full facts today! 


I rassled around with all the problems 
you're up against for ten years, and then 
I broke loose. Decided that I was going 
to give myself a square deal, and really 
start something in my own business. 


THE GLIDDEN COMPANY « National Headquarters, Cleveland, Ohio 


Factories or Overnight 
Branches in Delivery 
Principal Service to 
Cities Your Door 
Paints g Lene Ev. ' Lacquers 
ish 42 or u on 3 
Varnishes namels 
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Bolts and nuts in all standard and 
special shapes, sizes, alloys and finishes. 
Standard and special rivets of all kinds. 
Wire rope clips. Turnbuckles. Automo- 
tive and railroad special items. Headed 
and threaded products for every use. 

Your specialties are our specialty. 


UPSON NUT DIVISION 


Republic Steel 


CORPORATION 


GENERAL OFFICES::-CLEVELAND, OHIO 


* 


VERY FOOT OF WIRE IS DRAWN 


EXACTLY TO UPSON STANDARDS 


Upson takes no chances—permits no minute detail to jeopardize Upson’s 
reputation for uniform high quality in headed and threaded products. 


To this end, Upson draws every foot of wire that will later become 
bolts, rivets or special headed or threaded items bearing the Upson name 
—draws it through a special type of die that does not vary more than 
a thousandth of an inch while drawing many, many tons of wire. 


In this way Upson establishes full control of wire diameter—can vary 
it to obtain close tolerances in special items— insures against variations 
that may result in over- or under-filled heads—eliminates one of the 
common troubles encountered in cold heading— provides accuracy in 
material that follows through subsequent steps of manufacture and 
evidences itself in high quality finished products. 


Drawing of wire is but one of the many little details to which Upson 
pays strict attention—one of the little things that make perfection in 
Upson products. 


Specify Upson on your next order for bolts, nuts, rivets or other 
headed and threaded products—and note the difference. 


When writing Republic Steel Corporation (or Steel & Tubes, Inc.) for further information, please address Department HA 
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“Analyzing my glass sales, I find 
that there are three fundamental 
reasons for the consistent, sub- 
stantial profit they show. 


“First, is the fact that I standardize 
on L-O-F Quality Glass. This glass 
is easier to sell because national 
advertising over many years has 
made its superiorities throughly 
familiar to the public. 

“Second, is the fact that L-O-F 
Quality Glass is a more profitable 
glass to handle. The more perfect 
annealing it receives in the longest 
lehrs used in the industry makes 


Li BE 


it less brittle and, therefore, easier 
to cut. Excessive breakage is a 
factor that has never eaten into 
my glass profits. 


“Third, is the fact that I maintain 
an attractive, permanent glass dis- 
play, have my jobber’s salesman 
help me keep an adequate, 
balanced stock, and instruct my 
clerks to talk about glass at every 
possible opportunity. 

“I think I sell glass intelligently. 
And when I sell glass, I invariably 
sell allied items along with it. So 
my glass "'_ not only 


‘Onn 


as 


SELLING GLASS cn 


makes money itself, but builds up 
additional profit in other depart- 
ments. Take a tip from me. Push 
glass, and you'll see an amazingly 
profitable turnover.” 
eee 

L-O-F Quality Glass has a lastingly 
brilliant finish, is always of uniform 
quality and thickness and has a surface 
considerably flatter than that of ordi- 
nary window glass. Itis so free from wave 
that you get a clearer, sharper image 
when you look through it. Superior 
quality, nationally advertised, has cre- 
ated a marked consumer preference for 
this superior product. Libbey + Owens > 
Ford Glass Company . . . Toledo, Ohio. 
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HOW ARE YOU SET FOR FALL MERCHANDISE, GEORGE ?” | 


“SITTING PRETTY! TAKE A LOOK AT SOME OF 
THE MERCHANDISE I JUST STOCKED” | 
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USS HARDWARE TRADE PRODUCTS 


AMERICAN STEEL & WIRE COMPANY COLUMBIA STEEL COMPANY 
Chicago, il. San Francisco, Calif. 


NATIONAL TUBE COMPANY TENNESSEE COAL, IRON & R. R. CO. 
Pittsburgh, Pa. Birmingham, Ala. 


CYCLONE FENCE COMPANY CARNEGIE-ILLINOIS STEEL CORP. 
Waukegan, Ill. with which has been consolidated 
American Sheet & Tin Plate Co., 
STANDARD FENCE COMPANY Pittsburgh, Pa. 


Oakland, Calif. 
Pacific Coast Division of UNITED STATES STEEL PRODUCTS Co. 


Cyclone Fence Co. New York, Export Distributors 


PNITED STATES STE 





“AMERICAN FENCE AND POSTS ; 
—THAT’S WHAT MY CUSTOMERS WANT!” 


aw ayer te 
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Sell Genuine American:-the fence that resists rust +.--t 
€ 


e A money-saver and a money-maker—that’s Ameri- hard copper bearing steel and the smooth heavy rec 
can Fence. It saves money for your customers by giving _ galvanizing coat resist this menace to fence life. Service th« 


the kind of service that only top quality fence can give. records of thirty years and more prove how efficient 
It makes money for the dealer for the same reason. 


kn 
' this American rust-protection is! it 
And remember that satisfaction in one product builds 


; ev 
business in your store on other products. Make your store headquarters for American Fence. 


American not only has the construction features Enjoy the profit and prestige of handling America’s 
your farm trade wants. /¢ resists rust. The medium biggest selling fence! 


USS AMERICAN FENCE AND POSTS 


eee Pc 


TENNESSEE COAL, tnon ee. eco. UNITED STATES STEEL © 


COLUMBIA STEEL COMPANY 





st #..the reason is “Quality’— plus sales power in the name “Cyclone” 


avy 


"? SELL. @ 


LOT OF HARDWARE CLOTH 


—-AND THERE’S A REASON!” 





@ It is pleasant as well as profitable to be able to 
recommend a hardware cloth with no misgivings. And 
thousands of dealers know from experience that Cyclone 
“Red Tag” Hardware Cloth never fails them. They 
know it is full gauge, firm and evenly woven—and that 
it stays even. They know that every roll is uniform— 
every roll is top quality. 

Cyclone’s exclusive manufacturing process assures 


this exceptional quality. And every foot is rigidly in- 
spected to. be sure it has the same firm, even mesh. That is 
why it can be handled so easily and stays so straight. 

Cyclone “Red Tag” Hardware Cloth comes in all 
standard widths.and meshes in 100 foot rolls. Phone 
your jobber for prices and full information—ask him 
also about Cyclone “Red Tag” Screen Cloth, Lawn 
Fence and Metal Baskets. 


US'S CYCLONE ‘Re¢jag” HARDWARE CLOTH 


MADE BY THE MAKERS OF CYCLONE FENCE 
Cyclone Fence Co., General Offices: Waukegan, IIl. 


Pacific Coast Division: 





United States Steel Products Company, New York 
Export Distributors 
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“HERE’S A ROOFING THAT REALLY STOPS LEAKS! 
IT’S GOT OTHER ROOFING BEAT A MILE 


ise ary. 


USS TENNESEAL ROOFING 


LEAK PROOF:--:-+ FIRE PROOF:---+ LIGHTNING PROOF: - > WEATHER PROOF 


e Without question, the sensation of the roofing trade! 
For here is a roofing with every feature found in other 
brands plus new exclusive features never offered before 
in any roofing. 

1. Triple Cross Crimp—Puts an end to common cause 
of roof leaks. The three crimps keep rain from being 


blown or drawn under end laps. 

2. The Pressure Lip— Depression in lower end of sheet 
insures close pressure contact between overlapping 
sheets at end laps. 


3. The New V-Drain—Prevents leaks at side laps. 


TENNESSEE COAL, TRON & R. R. COMPANY 

CARNEGIE:ILLINOIS STEEL CORPORATION 

AMERICAN STEEL & WIRE COMPANY 
COLUMBIA STEEL COMPANY 


Rain, blown or drawn under lap, is caught in V-Drain 
and drained. 

4. The Tension Curve—Makes every sheet fit snugly 
and cling closely to roof decking. 


Only good steel sheets give /asting satisfaction—the © 


kind that makes satisfied customers. Handle the dest 
sheets. In addition to Tenneseal we offer American, 
Tennessee, or Columbia. They’re full gauge—with full 
weight galvanizing—assuring long life and preventing 
kick backs. All styles—corrugated,V-crimped or flat— 


in Standard Open Hearth or rust-resisting Copper Steel. | 
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convenience—and it’s making a hit with 
dealers and customers everywhere. 


@ From tacks to gates—there’s always 
a steady: profitable turnover on miscel- 


laneous wire products. 

Handle top quality only. It pays. Sell 
nails that are packed in the new, im- 
proved E-Z Open Safety Keg. 


It’s a 
big advancement in nail keg safety and 


Ask also about American Hex-Cel 
Poultry Netting—an amazing new 
netting that stays straight and true... 
sells on sight when shown in compari- 
son with other netting. 


NAILS - TACKS - STAPLES - BARBED WIRE - BALE TIES 


POULTRY FENCE 


USS 


- SU WRICLN STEEL & WIRE COMPANY 
P ] TENNESSEE COAL, IRON. & RB. Re CO. 
q COLUMBIA STEEL COMPANY 


POULTRY NETTING - 
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BRAND 
ABRASIVE 


PAPERS AND CLOTHS 





Specially Packaged 
for the 


HARDWARE 


Trade— 











Jewelox Ready Rolls 








Jewelox Abrasive Cloth 


The Jewel Box Line Provides the Dealer With a 
Complete Assortment of Sandpapers and Cloths 








put up in attention-compelling display pack- 
ages, clearly labeled and so compact that they 
are easy to handle and store. Their attrac- 
tive appearance is a credit to your counters 
and shelves. 


The Popular JEW 


JEWELOX ABRASIVE CLOTH—Brown back. Pure aluminum 
(Reg. U. 8. Pat. Off.) oxide grains; strong, specially 
woven cloth backings, combined with strong cattle hide glues. 
For cutting, finishing and polishing hard metals. Sheets 9” x 11”. 
In 11 grits. Boxes of 50 or 25 sheets, according to size of grit. 
Also in standard reams of 480 sheets and in 50-yard rolls—all 
widths up to 28”. Endless belts, discs, cones and bands. 
NEW PROCESS—Aluminum Oxide abrasive paper, cloth and 
combination for woodworking. In various weight backings for 
hand work, also heavy weights for use on belt and drum sanders. 
JEWEL BRAND EMERY CLOTH—Blue back. Genuine Turkish 
emery. For metal polishing. In 9 grits. Boxes of 50 or 25 
sheets. Also in 60-yard rolls—any width up to 28”. Standard 
reams of 480 sheets. 


The JEWEL Package Is Easy 
To Handle and Store. 








of Abrasive Papers and Cloths. 





ABRASIVE PRODUCTS, INc. 
SOUTH BRAINTREE 


These striking Jewel packages act as con- 
stant reminders to customers of their many 
needs in the Abrasive line. Their splendid 
quality makes them steady, profitable, re- 
= sellers. Note the various brands listed 
elow. 


E L Line Includes 


JEWEL BRAND FLINT PAPER—9” x 11” sheets in one ream 
cartons. Also on special heavy “E’”’ weight (130 Ib.) backing in 
50-yard rolls. 

JEWEL GARNET PAPER in sheets and rolls, for woodworking. 
JEWEL GARNET FINISHING PAPER. NEW PROCESS PA- 
PER and CLOTH—for woodworking. Works faster—lasts longer. 
Costs a little more than garnet. JEWELITE PAPER, CLOTH 
and COMBINATION for leather working. Pure silicon carbide 
grains on tough backings. 

JEWEL POUNCING PAPER for hat finishing. 

JEWEL AUTO BODY SANDING PAPER. 


ENDLESS BELTS, Discs, Moulded Rolls, Cones, Bands, Special 
Shapes and Sizes. 


Send for New Catalog and Trade 


Price List on our Complete Line 











New York Sales Office 
27 Park Place 


and 
Chicago Office 
Guaranteed and Warehouse 
by— 302 North Sheldon St. 


Los Angeles Office 
and Warehouse 
558 South San Pedro St. 





MASS. 
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FOR OVER A CENTURY ATLAS HAS BEEN THE DEPENDABLE SUP- 
PORTER OF DISTRIBUTION THROUGH THE HARDWARE JOBBER 


-A WORTHY POLICY WHICH INVITES YOUR INCREASED BUSINESS. 


ATLAS TACK CORPORATION, FAIRHAVEN, MASSACHUSETTS 
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Occupying entirely thirteen and one-half acres of manufacturing 


facilities. Producing 24,000 different items at your disposal. 
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DEALERS 


Ask your jobber. If he cannot 
immediately supply this fast 
moving welded fabric, write us 


and we will tell you the near- 
est Wickwire Brothers source, 
and send catalog promptly. 


WIRE « WIRE CLOTH ¢ POULTRY NETTING « HARDWARE CLOTH « WIRE NAILS 


WICKWIRE BROTHERS 


Oem eee 


afi: ite 


SO LINEAL FT, PATENTED 


24 im wide 
'@ GAUGE WIRE 


























SPECIAL MATERIALS... made from our copper 
alloy low sulphur, rust-resisting steel, Gray Diamond 
begins with a basically stronger, tougher wire, devel- 
oped in the Wickwire Brothers, Cortland mills. 


WELDED JOINTS... hold the more uniform mesh so 
stiff that when unrolled, this patented fabric stands erect 
like sheet iron. Stronger, tougher, this perfected Gray 
Diamond is more rigid than twisted netting. 


UNROLLS FLAT... and goes easily and smoothly into 
use withowt sagging or bulging. Requires only minimum 
of stakes and often reduces installation to a one-man 
job. Our exclusive non-extendible selvage edge adds 
to strength, long life and fine appearance. 


TWO SIZES AND WEIGHTS... Heavy —150-ft. 
bales; 2, 3 and 4 ft. wide, 18-gauge wire, 1-in. mesh. 
Light — 150-ft. bales, 20-gauge wire, l-in. mesh. Also 
2-in. mesh in same widths, 18-gauge. Hot galvanized 
or green painted. 
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| Sell“ PénnUeRNON™.not just “window glass’ 


A SHEET OF PAPER...A SHEET ni, 
OF GLASS ... and then another te ca ge ol chieeee tikenee- 
. ufacture of Pennvernon Window Glass. To get 
7 of paper! Zee rt light your free copy of this interesting book, sign 
of Pennvernon ass and the next, — en 
this Pennvernon Craftsman places a sheet PITTSBURGH 
of soft, absorbent paper. Thus Penn- PLATE GLASS COMPANY 
vernon’s original excellence is preserved ena aatmembe Treacle 
during shipment and storage . . . protected 
against moisture, chemicals, scratching. 


Name 
Address 
City 
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PIPE WRENCH CHAMPIONS | 


The RIGAUD Regular . . . 
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RiFaID 
Regular Wrench 6” to 60” 
End Wrench 6” to 36” 
Meet U. S. Government 
and Navy Tests 





@ The spectacular rise of rman 
Wrenches to an extraordinary popular- 
ity is no miracle. 
Only an unusual 
tool could have won 
millions of enthusi- 
astic users in the 
few short years since 
Rizaip came on the 
market ... But the guaranteed unbreak- 
able housing, the comfortable handle, 
the replaceable non-slip non-lock jaws 
of chrome molybdenum alloy, the easy 
spin adjusting nut, the handy pipe 
scale on hook jaw—these and other 
features were what wrench users wel- 
comed. 








And now this older champion has 
been joined by a newer one—the Ridge 
Improved Stillson. It IS Improved. Be- 
sides being made powerfully, the jaws 
have the same instant take-hold let-go 
as the regular rime, with a handy pipe 
scale on the hook jaw and concealed 
spring —no old-style flat spring to 
break and injure the hand. 


If you’re not selling the economy and 
satisfaction of these wrenches, you 
ought to hurry and find out about them. 
Ask your Jobber — or write us for 
information. 


RILAID Tools are sold only through Jobbers 
THE RIDGE TOOL CO., ELYRIA, OHIO 


RikgaIb 


Reg. U.S. Patent Office 


PIPE TOOLS 


WRENCHES - VISES - CUTTERS 
THREADERS - EXTRACTORS 


The IMPROVED STILLSON 
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IMPROVED 
STILLSON 
Steel Handle 6” to 48” 
Wood Handle 6” to 14” 
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Dependability is above price! Rivets made to 
sell at a price make dissatisfied customers for 
us—and for the Jobber. Only the finest in 
materials, equipment and labor are used in the 
production of every T R & S Rivet. You may 
pay a little more for our rivets but that little 
is your guarantee of satisfied customers—and 


that’s the best insurance we know of for the 
The largest factory in the world 


: devoted to the manufacture of 
future of your business. Play safe—sell ee ee 


TR & S Rivets—quality pays dividends in 









good will. 


TUBULAR RIVET & STUD COMPANY 
BOSTON MASS. 
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ANY SPEED DESIRED 
STEADY... FULL POWER 
AT ALL SPEEDS... 


controlled by this 
single switch 


* BEATERS EASILY REMOVED 
IN ONE PIECE for Cleaning 


PORTABLE 
JUST SLIDE IT OFF! 
Nothing to release! 


BOWL CONTROL 


SHIFTS BOWL SO BEATERS ARE 
IN ANY POSITION DESIRED 


INSURES THOROUGH 
MIXING 


AN EXCLUSIVE FEATURE 


HAMILTON 





FOOD 
MIXER 


BEACH 


HAS ALL THESE SALES FEATURES 


Here it is—a food mixer with absolute speed control at 
any speed—not approximate, but the exact speed needed 
for each recipe—with steady, full power at every speed. 
Added to all the other Hamilton Beach features it gives 
a clinching closer against all competition—a new standard 
of mixer performance that creates mew mixer customers. 


Ask your prospect to lift the motor off the stand—let 
her get the feel of plentiful power under perfect control 
—ali speeds from “off” to high with the single-button 
control right under her thumb. 


Point out the other features—double guarded beaters in 
one unit; bowl control that assures thorough mixing; 
radio interference eliminator; juice extractor and many 
other practical labor-saving attachments. (The same at- 
tachments that were sold with Models “B” and “C” fit 


the new Model “D”.) Retailing for only $19.90 (Western 
$20.90) the Model “D” is an exceptional value that your 
customers wili appreciate. 


Hamilton Beach dealer helps are better than ever—new 
window and counter displays—effective folders for mail- 
ing or store distribution—mats for your local newspaper 
ads—all backed up by more than 27,000,000 advertise- 
ments in The Saturday Evening Post, Good Housekeep- 
ing, Better Homes & Gardens, American Home, Woman's 
Home Companion and American Magazine. 


Get behind the food mixer that gives you real selling 
features—effective sales helps—liberal discounts—and a 
profit-protecting policy. Order the new Model “D” from 
your Jobber’s Salesman—write us direct for free dealer 
helps and tie in with our National advertising. 


HAMILTON BEACH COMPANY, RACINE, WISCONSIN 
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Plan now for 
oft promotions 


Alert dealers are reaping nice profits right now on this amazing 
array of Griswold winners for everyday sales, wedding and shower 
gifts . . . and it looks like an even better bet for Christmas. 


GRISWOLD No. 7 SKILLETS AND MEAT TENDERERS 


No. 1 with every Griswold No.7 Cast at $1.69; and also in the Du-Chro 

Iron Skillet you get a Munising hard (Dull Chrome finish) at $1.29. 

wood Meat Tenderer. A fast-selling com- 

bination, $1.25 value, retailing at 89¢. No. 4 The Meat Tenderer also goes 
with the larger size No. 10 Steak Skillet 

No. 2-3 Same combination with the (top diameter 11%"). A useful large size 

No. 7 Skillet in Chrome finish retailing that fills dozens of needs. 


No. 5. A DOUBLE BARGAIN You practically double your unit gales when 
you sell this useful new Griswold Double Skillet. Pure cast iron in silverlike finish. FREE SALES HELPS Attractive business 
Really 5-in-1. Can be used as a Dutch oven or chicken fryer, deep fat fryer, or reply post cards, imprinted with your name 
separated and used as 2 separate utensils. Retails at $2.19. and postal permit number, ready for mailing. 


No. 6. BEAUTIFUL GIFT DISPLAY You'll doa beautiful business on this “!*° newePaper mats furnished on request. 
new Casserole. Pure Griswold cast iron Chromium finished insert holds heat. No Shecccncessecavdcccccecccoccccenccecccnceese 
burning or sticking. Solid brass holder, Chromium finished, smart modern design. : 
Lots of eye appeal. Lasts a lifetime. Sells at $5.75. 


ORDER NOW Be ready for the holiday demand with a sub- 
stantial stock by placing your order with your local jobber now. 
We're filling orders as fast as we can—and you'll want shipments 
in time to plan your Xmas displays. Don’t be a last minute buyer! 


RRR IRR et 


THE GRISWOLD MFG. CO., ERIE, PA. 


Please send me samples of the Free Sales Helps 
offered on the above Fall specials. Also more 
complete details on other Fall promotions of 
Griswold utensils. 


All above prices slightly higher west of Mississippi Name —_ 





A ddress.. 


GRISWOLD UTENSILS ee 
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In 
UNION 
There Is 


STRENGTH 





No. 130 

No. 8 For ap 5 ~ For Men 
Boys and —_ No. 130 L 
Cirls Girls For Women 












UP GRADE—DOWN GRADE and ON THE LEVEL— 


. eas: : 








UNION Hardware Roller Skates carry 
skaters up grade — down grade and on the 
level with a freedom and ease that wins 
skaters right over to them. 


UNION HARDWARE 


Ball-Bearing Extension Roller Skates 


are made strong to give lasting satisfaction— 
skaters may never require all the reserve 
strength built into them, but it’s there if they 
should. Equipped with high grade ball- 
bearings that make propulsion easy. Oscil- 
lating trucks with best rubber cushions per- 
mit skaters to turn in a three-foot circle. On 
all ball-bearing patterns a formed steel loop 
protects the sturdy grain leather straps and 
prevents their cutting or pulling out. Many 
other features that make sales for dealers. 


Ask Your Jobber to Supply You 











a HARDWARE COMPANY Sost se 
an rices 

To Suit aed aN 5 ast x Catalog 
Every Skater smOe-a-a1) em me), pemened, 1. E No. 15 


NEW YORK OFFICE IS|' CHAMBERS STREET 
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WOULDNT HAVE BELIEVED 


COULD SELL A ‘182 CAN OPE 


LOOK WHAT A 
DAZEY DISPLAY 
DID FOR ONE 
SMALL STORE 


Hardware Company 


“Hardware for the Home” 
1920 Greenville Avenue 
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May 9 1936 


Dazey Churn & Mfg. Co. 
4307 Warne Avend 
St Louis, Missourt 


Gentlemen: = 
to your letter of feet) pene 

meen —* gern - received the 

r Opene: 

ck, our Can ; 

the 10¢ wariety to 50¢ top 





ASK FOR DEMONSTRATION | 


™ BY : 
ZEY CHURN & MIG. CO. ST.LOUIS-MO 


e had 

— put we have never Sia 
yur 
is Display Rack mounted =< Ayo > 
pete .~ it is plainly ay ea Jing 
por rp ~ oe sell $1-€9 Can - re wt thes 
pon wean these, we wouldn't have 
eae "4 setting the world ee ’ 
like this goe 

Lahey $12.00 to $15.00 per 
ctive to us. 


This FREE bisplay Stand will 
BOOST CAN-OPENER SALES IN 
YOUR STORE TOO! 


T° build up sales on any item to 5 or 6 times former volume without one 
penny of cost is something to shout about. It can be, done, however, and the 
letter above tells how. Not only was sales volume amazingly increased but the 
unit of sales was more than tripled. Approximately the same ratio of increase is 
possible for any store large or small that follows the Reed Store’s example. If 
you have a Baga —_ — keep ., a every customer is bound 
to see it. ou will soon find it paying far bigger returns for every square 

TWO MORE DAZEY RECORD BREAKERS FOR “else ae xpert 


inch of occupied space than anything else in your entire stock. The experience 


FASTER TURN-OVER BIGGER VOLUME of scores of dealers proves this to be true. 


Why be content with 10c. to 50c. can opener sales when you can make more 
end bigger sales with DAZEY Deluxe (formerly SPEEDO) at $1.69*—DAZEY 


ize that we "ain 
our volume oD 
43.00 per wee 
2 to © 
$2.00 it is very attra 
, 
very truly yours, 


REED. HARDWARE co. 


E. B. Reed 














Senior at $1.39* and DAZEY Junior at 69c.*? Get a free DAZEY Displa 
DAZEY SPEEDO $ * Stand for the three Can Openers by ordering only 2 of each from your jo we 
SUPER - JUICER 75 and sending us a copy of the order. Or, if you want to display only the DELUXE 
7 Can Opener with the Super-Juicer and Sharpit, ask for the SPECIAL STAND 
An amazing seller—excep- Retail which shows the names of those items on the stickers instead of the 3 Can 
tional performer. Juices Openers. (For those who already have a Stand and want to 
citrus fruits to the last drop. change it, we can furnish these stickers on request.) 
Automatically strains out seeds and pith. 
Easy to use—easy to clean, Really display the DAZEYS—Give them all the prominence 





you can in window and on counter and see how amazingly they 
build up volume, turnover and unit of sale. 





DAZEY SHARPIT 
Sharpens kitchen tools per- 

fectly — lightning fast — § * 
Patented grooved twin 150 
wheels make skill unneces- Retail 
Sary—insure long service. 





*Prices quoted are minimum cote prices—slightly higher west of 
ockies. 











aDAZEY CHURN & MFG. CO. <2. 
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G-E MOTORS 
pass ALL TESTS: 





a G-E Capacitor-Motor 
for Domestic Water Systems 


meet present-day service demands, electric water ' 
systems must give long, dependable service—must 
be equipped with motors that operate unfailingly year 
after year with little or no servicing or attention. The 
G-E capacitor-motor has made just such an enviable 
service record on other domestic electric appliances 
and is now available in a form designed to meet the 
grueling load demands and duty cycle of domestic 
water systems. 


This trouble-free motor on the water system you sell will 
increase, by its dependable service, the number of your 
satisfied customers—will enhance your customer good 


will and build your sales in the future. These motors 
will also make your selling job easier, for the G-E 
monogram assures buyers—at a glance—that the 
electric equipment is of high quality. This, in turn, 
adds to the prestige of the system. G-E capacitor- 
motors will also reduce your complaint expense, for 
service records show that G-E capacitor-motors have 
saved thousands of dollars annually by reducing 
service costs. 


Let G-E capacitor-motors help you obtain your share 
of the available business. General —- Dept. 
6C—201, Schenectady, N. Y. 


BUILT BY MEN WHO KNOW MOTORS, FOR MEN WHO KNOW PUMPS 


GENERAL 


070-144 


ELECTRIC 
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HANDLES 90% OF SALES 


* SELF-SERVING DISPENSER 
* QUICK TURN-OVER ITEMS 
* SMALLER INVESTMENT 
* COMPACT 7 X 11 SPACE 


A sensational success overnight — this modern 
Display Stand for Casters. It sells packaged 
sets for you, instead of individual casters, with 


a quicker turnover on active investment. 


— _ ——_ Featuring the only 
—_s | Double Ball Bearing 
4 Household Caster 
Popularly 
Priced! 


Each display ; a “a <—e 4 ; 
contains new - Sy HY 
* S$ Ya No. §458—A de luxe 
an ot op —= ‘ Hi A? caster at a popular 
Uses"’ — simpli- <—S LO ‘ price. Two complete 
fies counter t —— af £9" rows of hardened ball- 
sales sho i7 bearings for free swivel- 
: = Z Sx ha ing 1%” Ruberex 
- (cushion tread) wheel 
for easy rolling. No 

FREE GOODS included wonder it's a big 

for limited time. A seller. 

complete assortment of 

floor protection equip- 

ment—every item a 

popular seller. 


FAULTLESS CASTERS 


FAULTLESS CASTER CORPORATION 


Dept. HA-10, Evansville, Indiana 
Branches in Principal Cities. Canadian Factory: Stratford, Ontario. 


BR 8 ee Nee haere eer ee 


IF YOU ACT QUICK --- ASK YOUR JOBBER NOW 


OCTOBER 22, 1936 








we 


a gh ae 





Thermometer 


Accuracy 





(Above at left) Front of New Guarantee Tag. (At right ) Reverse 
side of tag with the provisions of the New Taylor Guarantee. 








GUARANTEED 


ANNOUNCES A FIVE- 
YEAR GUARANTEE 


of Tested Accuracy with Every 
Household Instrument Retailing 
for $1.00 or more. 





you double your thermometer 
sales and profits! 

On this new Guarantee Tag is more 
evidence to the world of Taylor’s faith in 
its products—in the quality of its raw 
materials, the skill of its employees, the 
sureness of its rigid tests for accuracy 
during manufacture. 

This double guarantee is a final reason 
for customer preference for a Taylor 
Thermometer. Display these guaranteed 
instruments and give your customers 
this double assurance that a Taylor 
Thermometer is the finest of its type. 


| pe a double guarantee to help 


Tags for present stocks 

The Taylor Guarantee is attached to 
thermometers now being shipped. For 
instruments now on your shelves, you 
can obtain tags from your wholesaler or 
direct from Rochester. Be sure your 
thermometers carry the guarantee. 
National advertising is announcing and 
showing it to millions of people begin- 
ning in October. Turn this to your ad. 
vantage. Taylor Instrument Companies, 
Rochester, N. Y. 


No. 5928, BAKE THER- Wo. 5908, CANDY AND JELLY No. 5936, ROAST MEAT THEK 
THERMOMETER. MOMETER. 


OVEN 
MOMETER. At retail, $2. 
No. 5316, TEMPRITE OUTDOOR No. 5910, 
THERMOMETER. At retail, $1. MOMETER. 
No. 5126, INDOOR WALL THER- 
MOMETER. At retail, $1. 
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. At retail, $2. 
DEEP FRYING 
At retail, $2. 


. At retail, $1.80. 
‘a THERMOMETER SET. “At retail 
“Ss: INSTRUMENTS 
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PAINTERS’ 
BUSINESS. 





A Magnet 
For Painters’ Eyes 


Smart dealers find that one 
of the best devices for at- 
tracting painters’ business 
is a Datch Boy Department. : 
This concentration of the CS ae 


a 












complete line of Dutch Boy 
products in a prominent 
AS j RUCK 


section of your shelves is a 

sure way of telling them 

how well you are equipped 

to serve them. 
And the way to get 
a painter’s busi- 
ness is to sell him 
his white-lead! 











HE business of one painter is worth more to you 
than dozens of ordinary customers. For when paint- 
ers buy they buy in volume. 





NATIONAL LEAD COMPANY 


111 Broadway, New York; 116 Oak St., Buffalo; 900 W. 18th 
St., Chicago; 659 Freeman Ave., Cincinnati; 1213 West 


These big order customers patronize the stores 
where they get their white-lead. Wherever they buy 


Third St., Cleveland; 722 Chestnut St., St. Louis; 2240 24th this item they also buy the other supplies they need. 
St., San Francisco; National-Boston Lead Co., 800 Albany . 
St., Boston; National Lead & Oil Co. of Pa., Attract these profitable volume buyers by stock- 


316 sige Ave., Pittsburgh; John T. Lewis ing and pushing Dutch Boy White-Lead . . . the most 
& Bros. Co., Widener Bldg., Philadelphia. =. ught-after item in the painters’ line. Other Dutch 


Boy products that help to bring them in are: 

DUTCH BOY Dutch Boy Linseed Oil, Dutch Boy Lead Mixing Oil, 

Dutch Boy Colors-in-Oil, Dutch Boy Liquid 

p A 9 ° CT SN Drier, Dutch Boy Wall Primer and Dutch 
| NTE RS RO D U Boy Quick-Drying Red-Lead Primer. 
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FLASHLIGHTS 


AND 


BATTERIES 


RAY-O- VAC} 


(COPPERLITE) 


$00 Foot RANGE’ i), 
SOLID copper |) 






Pictured below, thes. 
new Ray-O-Vac 


The Copperlite retails at 
Counter Display Dis- 


$1.00 with cells. No. | 


penser that automatically Deal includes 6 Cop- 
. iplies lites, 48 Ray -O- 
eaulti flashlight battery P Vac Unit Cells and 
sales. Attractively designed free display. 
in blue, red and yellow. it cap- —- cost 


tures the buyer's eye and reminds 

him to renew his flashlight power. 
Dispenser contains 48 Unit Cells which 
retail at 10¢ each. Cost to dealer com- 
plete, $3.12. 
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The Rot tic Flashlight re- 





'\\ SPOTLIGHT 
a tals Cos Oot ond Be 







él a 
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‘the Baby Coppeddiie: ia owoaie 
member of the Ray-O-Vac fam- 
ily. retails at 89¢ cox S 
with cells. No. § Deal 
cludes 6 Baby Copperlites, 
24 Ray-O-Vac No. | Unit 
Dealer cost, $4.36. 








tails at $1.25 complete with 
cells. No. 2 ~— includes 
6 Rot hich? 
48 Ray-O- Yer Cells 
and free display. 
Dealer cost. $7.40. 








The Silverchrome Dualite re- 
tails at $1.25 complete with 
cells. No. 3 Deal includes 
6 Dualites, 48 Ray-O 
Vac Cells and free 
display. Dealer cost. 
$7.40. 


The Focusing Flashlight re- 
tails at 65¢ complete with 


The 


Biggest = “pbs ir 
Profit Line O.Vae Unit Cells and 
in Flashlights cost, $5.00. 


and Batteries! 
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RESIOLN TIAL 


INCREASED BUILDING LIKE THIS * 


I$ CAUSING YOUR BEST CUSTOMERS es 






TO REPLACE TOOLS LIKE THESE 
and BUY MANY NEW ONES ern. . 


Give Quality Hand Tools a prominent place in your store. 
The business belongs to you. It’s clean, profitable business. 
























Make Your Store | 


“HEADQUARTERS FOR GOOD TOOLS” 
Use The New 


SALES TESTED MERCHANDISING PROGRAM | 
| ON STANLEY TOOLS : 


Fant Pt nc, eR RR Nee Tat 
aie ce ick eae Eee es 








It’s the livest, most timely selling pro- 
gram for Good Tools you’ve ever seen. Best 


of all, it has been Sales Tested—it works— ae | % a { | 
and pays its way handsomely. | } Elo 5 | 
a i 


Act now! Your jobber is ready to supply 
all the material needed to make it a success. 
Send coupon for details. 


STANLEY TOOLS 


Conn., U.S. A. 


STANLEY TOOLS 
“xd Chewce of Stnlod “Wrrhers 





A. 1022 
Stanley Tools HLA. 3 


New Britain, Conn. 
We want to make our store ‘Headquarters for Good 
Tools.” Tell us about your Sales Tested Selling Program. 


Name 


Address 


New Britain, 
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CASH—SHORT AGAIN! 


Where did the money go? Was it due to one | 


mistake made in change—or several? Is it the 
result of a salesperson’s carelessness? 

Three salespeople used that cash drawer today. 
But which one is responsible for the shortage? Or 
are all of them? Have you any way of knowing? 
And are you in the unfortunate position of suspect- 
ing all of them of carelessness, mistakes, indiffer- 
ence, or something worse? 

There is only one sure way of knowing. And 
that is, with a National Cash Register System which 


provides an individual cash drawer and separate 
sales total for each salesperson. With such a system 
in your store, you always know who made a mistake, 
who is short, who is over, and how much. You make 
each salesperson individually responsible for all the 
money he handles and the-records he makes. 

With such a Multiple-Drawer National Cash 
Register System, you stop guessing and automati- 
cally stop leaks which may be occurring, without 
your knowledge, daily. 

Why not get complete details about such a system 
for your store from our representative today? 


DAYTON, O 


CASH REGISTERS 
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TYPEWRITING-BOOKKEEPING MACHINES 
CHECK-WRITING AND SIGNING MACHINES * ANALYSIS MACHINES + 


POSTING MACHINES BANK-BOOKKEEPING MACHINES 
POSTAGE METER MACHINES * CORRECT POSTURE CHAIRS 
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REPEAT BUSINESS AND PLENTY OFIT — 
IF YOU SELL ROGERS PURE FISH GLUE 

















THAT'S BECAUSE THEY USE ONLY 
YOUR SKIN BROTHER 










ly 





Only the finest fish skins are used in the 
manufacture of Rogers Liquid Glue. No 
fish heads, backbones, napes or other 
fish refuse are used hence Rogers Glue 
is clear and transparent. Rogers is all 
pure glue, free from cloudy impurities— 
clarity is a sign of strength and quality 
in fish glue. Compare Rogers with other 
brands and you will see why more and 
more customers are turning to Rogers. 


2 DEALS! 2 PROFITS! 


Your jobber will be glad to tell you about the Rogers Display 
Offer and the Dandy Deal, they mean double profits for you. FREE Counter Display 
and FREE Project Sheets for your customers. Ask your jobber about these profit-makers 





that bring repeat business with them. 


THE ROGERS ISINGLASS & GLUE CO. 


GLOUCESTER MASSACHUSETTS 
SOLD EXCLUSIVELY THROUGH THE HARDWARE TRADE 











MMYERSS 


QUALITY 
puUMP LEATHER, 


| Ap egainagrenye the very best of pump leathers wear out. That’s why 
it pays to sell Myers Quality Leathers. Made of specially selected 
oak tanned body leather, formed, sized and treated by the exclusive 
Myers process, they outwear and outlast cheap leathers which cost a bit 
less to purchase but are extremely costly in the long run. 

Stock Myers Quality Leathers in all standard sizes. Packed in attractive 
tube cartons for shelf or counter display, with quality apparent at a 
glance, they are easily sold, and the profit is satisfactory. 


THE F. E. MYERS & BRO. CO., Ashland, Ohio 


PUMPS-WATER SYSTEMS-HAY TOOLS -DOOR HANGERS 
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REG. u.s, pAT.OFF. 


BRING THEM IN 
WITH THESE BIG 


FIBRE-BRONZ 
ad BRONZ-LITE 


- HE gleaming beauty of genuine golden bronze—the snappy combina- 

tion of golden bronze with rich black—in three smart new numbers, 
rich in eye-appeal, priced for quick action. 

No. 990 BOND FIBRE-BRONZ DEAL 
No. 990 Deal consists of 6 No. 2299 Bond corrugated black and golden- 
bronze Fibre-Bronz 2-cell Focusing Spotlights packed in a colorful 
FREE DISPLAY and 48 No. 102 Bond Super-Service Mono-cells. No. 
2299 Spotlight priced to retail complete for only 99c. 
Retail value—$9.54 Cost to you—$6.36 Your Profit—$3.18 
No. 198 BOND FIBRE-BRONZ BABY SPOTLIGHT DEAL 
No. 198 Deal consists of 4 No. 2093 Bond corrugated black and golden- 
bronze Fibre-Bronz Baby 2-cell Focusing Spotlights packed in a FREE 
DISPLAY and 12 No. 101 Bond Super-Service Mono-cells. No. 2093 
Baby Spotlight priced to retail complete for only 98c. 
Retail value—$4.32 Cost to you—$2.88 Your Profit—$1.44 
No. 980 BOND BRONZ-LITE DEAL 

No. 980 Deal consists of 6 No. 2298 Bond 2-cell Focusing BRONZ- 
LITES (solid bronze) packed in a FREE DISPLAY and 48 No. 102 Bond 
Super-Service Mono-cells. No. 2298 Bronz-Lite priced to retail complete 
for only 99c. 
Retail value—$9.54 Cost to you—$6.36 Your Profit—$3.18 


Ask your Jobbars. Salesman for full details. 
BOND ELECTRIC CORPORATION 


New Haven, Conn. © Chicago, Ill. ¢ San Francisco, Calif. 
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“They Shall Not Pass!” 


Mr. Dealer, if this new Atkins 80th Anniversary Display is in your window, 
they just can’t pass it by. Color stops em .. . this display has four smart, 
sparkling colors. It will bring buying interest to anyone who sees it. It will 
bring customers into your store. And this is just the first of a series in Atkins 
new 1937 Program of .. . 


Sensible Buying ‘ , : ‘ . S ‘ , Minimum Stock 


Sound Merchandising ‘ ‘ ; ‘ ‘ ’ ‘ Quick Turnover 


Brilliant Display oe ae ee ae Cee ee ee Dealer Profit 


YOU, Mr. Dealer, get the profits. Order today from your jobber ... and be sure 
to ask about the other free displays. 


E. C. ATKINS AND COMPANY 
410 SOUTH ILLINOIS STREET ’ 
INDIANAPOLIS - INDIANA AT % | N S 


“aTuines atways Augean” 


ATKINS Siler Steel SAWS 


A FAMILY OF CHAMPIONS 


HARDWARE AGE 





the 
3 
44 


le de- 


ing experience. 


. fibre, 


wood, 


quickly. They are today’s outstanding Fi 


ties ...in sales... and in profits, NUCUT “Wavy-Teeth” Files 


“performance” for any Hardware Dealer. 











gives 
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sirable profit on EVERY File sale. 
or open stock, are available— plus atiention-getting Counter 


Display material. Ask your Jobber to see and inspect samples, or 


simply write to us direct. 


Teeth” are a combination of high and low cutting 


are sharper. They cut faster on metal 


“clear” themselves 
velopmeni—the result of Heller Brothers’ 100 years of File mak 


ity . . . and last longer. They sell, and resell, at attractive 


Files leave a smoother finish on any material . . . are free 


“Wavy. 


“Wavy-Teeth” 
vide a de 


Fast-selling Assortments, 


and Window 
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HELLER NUCUT WAVY TEETH” FILES 


In cutting qual 
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Me ies 


(BAKERSFIELD HARDWARE COMPANY'S SALES STAFF IN FRONT OF THEIR STORE IN BAKERSFIELD, CALIFORNIA) 


Wauen you have a well established and suc- 
cessful hardware business, with a staff of nearly forty people; operating nine trucks...and 
your 1936 paint sales are nearly double your 1935 paint sales... you’re really going 
places. That’s the record of the Bakersfield Hardware Company, who like others, 
recognize the added merchandising value of selling products having the consumer 
preference enjoyed by the world famous Sherwin-Williams Paints. For information 


relative to Dealer Franchises open at this time, get in touch with The Sherwin-WilliamsCo. 


— offices in all Principal Cities, or at headquarters, Cleveland, Ohio. Se 
y 


SHERWIN-WILLIAMS PAINTS 
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Just 
Among 


Ourselves 


By CHARLES J. HEALE 


Editor, Hardware Age 


Test Cases— 


The Federal Trade Commission 
has announced three test cases 
charging violation of the Robin- 
son-Patman Act. Two of these are 
in connection with quantity dis- 
counts available through two 
cheese producers but the third case 
is on floor coverings. This last 
case alleges that Bird & Son, Inc., 
and the Bird Floor Covering Sales 
Corp., a subsidiary, both of East 
Walpole, Mass., sell Montgomery 
Ward & Co. at better prices than 
are offered competing retailers in 
like quantities, etc. So this case 
is directly “down the alley” of 
the hardware trade’s vital interest 
in this legislation. Specifically 
the FTC bulletin on the Bird- 
Montgomery Ward case reads in 
part as follows: “The complaint 
sets out that in the case of a cer- 
tain floor rug, the article is sold 
to Montgomery Ward & Company 
in carload lots at $3.64 each, and 
in smaller quantities to retail 
stores of the respondent Mont- 
gomery Ward & Company at $3.82 
each, whereas competing retailers 
are charged for the same floor 
covering from $4.24 each, in quan- 
tities of 100 rolls or more, up to 
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$4.85 each, in quantities of 15 
rolls or less. The complaint also 
sets out that cheaper grades are 
sold at correspondingly discrimi- 
natory prices to the respondent 
Montgomery Ward & Company. 
This contract was entered into on 
June 10, 1936.” 


Montgomery Ward— 


Under the Robinson - Patman 
Act, a buyer as well as a seller is 
guilty of law violation if a dis- 
criminatory price has been made. 
As a result Montgomery Ward & 
Co., is also named in the com- 
plaint mentioned above and is 
charged, in the FTC bulletin as 
follows: “The complaint against 
Montgomery Ward & Co., Inc., is 
brought under Section 2 (f) of 
the Robinson-Patman amendment, 
and alleges that the respondent, 
Montgomery Ward & Co., Inc., 
knowingly received the discrimina- 
tion in price, which is unlawful 
under that section of the Robinson- 
Patman amendment to the Clayton 
Act.” 


Good Example— 


Every reader will agree that this 
Bird-Montgomery Ward case is 


precisely typical of the situation 
which hardware men hope to curb 
under the Robinson-Patman Act. 
The elements indicated in the com- 
plaint bulletin of the FTC run 
parallel to the complaints hard- 
ware merchants have properly 
made against a host of manufac- 
turers in our field. When the now 
famous Goodyear-Sears Roebuck 
contract was cancelled it was a 
partial victory for independent 
dealers, collectively. It predated 
the Robinson-Patman Act, yet in 
principles it represented a com- 
petitive problem that this new 
legislation seeks to eliminate. The 
Bird-Ward case should make his- 
tory in distribution circles. If, as 
charged, Montgomery Ward gets 
the better prices mentioned, for 
like quantities, this would seem to 
be a clear cut case of unwarranted 
price discrimination in favor of 
the mail order firm. If the Act 
stands up and is maintained there 
will be precedent for the hardware 
trade to use on hundreds of other 
items on which we can properly 
suspect mail order and chain 
stores get better prices. Watch 
the developments of this case as it 
is a true test case from the stand- 
point of the hardware man. 


Roman Holiday— 


The complexities and ambigui- 
ties of the Robinson-Patman Act 
have perplexed a great many busi- 
ness executives. To the legal pro- 
fession the law should provide a 
veritable Roman Holiday. Un- 
fortunately, too many prominent 
attorneys are devoting their talents 
te the search of possible technical 
loopholes which some manufac- 
turers are apparently very eager 
to grasp. Too few of the articu- 
late members of the legal profes- 
sion are sympathetic with the prin- 
ciple of fair trade and equal 
opportunity which this legislation 
seeks. It is not a law seeking to 
penalize chains, mail order and 
department stores to help smaller 
independents. It is a law seeking 
to lead, and force if necessary, an 
equitable basis for determining 
price differentials so that these 
larger distributors do not get a 
price which makes a loss that has 
to be offset by higher costs to in- 
dependent wholesalers and retail- 
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PLYMOUTH RUBBER COMPANY. Inc. 


CANTON, MASS 
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Sold only 








: through bonafide | 
wholesalers— | 
: 
| MANUFACTURED BY 
PLYMOUTH RUBBER COMPANY Inc. 
Manufacturers PLYMOUTH RUBBER COMPANY, Inc. 
| Since 1896 CANTON, » » MASSACHUSETTS 
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ers. Manufacturers, in the past, 
have sympathized with the com- 
petitive problem faced by whole- 
saler-retailer customers and de- 
plored their inability to curb the 
situation. They have said that as 
individuals they would be happy 
to stop the special prices but that 
other producers would merely step 
in and then the situation might get 
worse. This was always an un- 
satisfactory answer and becomes 
more so now with the Robinson- 
Patman Act as a bolster to elimi- 
nate discriminatory practices. The 
mad rush of some producers to 
find the loopholes in the law en- 
tirely contradicts their prior 
claims of sympathy and their de- 
sire to control the situation. The 
result of this Bird-Montgomery 
Ward case will surely make his- 
tory in our industry—if the Rob- 
inson-Patman Act is sustained. 


“Meet Mr. Smith’— 


Among the Pet Peeves of a cer- 
tain friend of mine is the strange 
quirk in some folks at a conven- 
tion who when introduced vir- 
tually say, “Why I know Mr. 
Smith and have been introduced 
to him, but he never knows me.” 
Smith of course is embarrassed, 
harassed and annoyed. No sane 
business man intentionally fails to 
greet a customer, a prospect or 
even a competitor to whom he has 
been introduced, or whom he 
knows from some previous con- 
tact. Relatively few have com- 
pletely faulty memories and even 
less are so ridiculously “snooty” 
that they attend a convention for 
the purpose of ignoring acquain- 
tances so—why invite the thought 
or suggest it? A possible ex- 
planation is that Smith, because 
he is fat and wears double 
breasted suits, or loud neckties, 
or is prominent, or is successful, 
or for some other reason is known 
by sight very generally. As a 
result a new face (to him) is 
presented and he accepts the in- 
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troduction in a courteous way 
only to be told that “We have 
met before.” The other fellow 
thought he had met him because 
he had seen him around for years 
and knew who he was. If Smith, 
even mildly assures his new friend 
that it was not so—there comes 
later the postmortems that Smith 
is high hat. Sometimes such inci- 
dents actually affect business re- 
lations. In review—it is silly, 
unfair, and adds nothing to the 
gayety or gain of the situation 
and would be a good practice to 
stop. In fact I offer the idea to 
the resolutions committee and add 
the suggestion that introductions 
be made with more care so that 
unusual names are distinctly 


heard. 


New Orleans— 


The next Southern Convention 
will be held at New Orleans, La., 
the week of April 18, 1937. This 
was announced during the Atlan- 
tic City Convention. At the re- 
quest of a group of manufacturers 
who plan attendance, HARDWARE 
AGE will sponsor a boat trip be- 
tween New York City and New 
Orleans with full details to be 
given in our next issue. “Sight 
unseen” more than a dozen reser- 
vations have been presented to 
us. The third annual success 
of the Harpware AGE SPECIAL 
train from Chicago, Cleveland, 
etc., to Atlantic City, prompts us 
to accept this invitation to spon- 
sor another boat trip to a South- 
ern Convention. At the Miami 
Convention two years ago, a group 
of hardware folks went by boat 
on a trip arranged by this publi- 
cation. Watch the next issue for 
details. Headquarters will be the 
Roosevelt Hotel. 


Coops Convention— 


The Consumers Cooperative or- 
ganizations have recently held a 
national convention in Columbus, 


Ohio. Outstanding among their 
objectives, as voiced at the conven- 
tion, is a plea that the Federal 
Government extend them further 
financial aid in the form of credit 
as has been extended to other 
corporate bodies. But of course 
the Coops want no governmental 
regulations or rules—just credit 
and other favors. Within my ob- 
servations, government aid always 
leads to government supervision, 
imposing hardship conditions, 
petty annoyances and high costs. 
The Coops, receiving tax exemp- 
tion advantages, government ap- 
proval and sanction, farm agent 
assistance and other helps, seek 
further government aid in the 
form of money credit. A large 
part of such money would neces- 
sarily come from the taxes col- 
lected from wholesalers and _ re- 
tailers, who are in business for a 
profit. If the Coops are suf- 
ficiently successful and drive 
profit-motive dealers out of trade 
where will buying power, tax 
monies, etc., come from to support 
the Coops? 


Sears Propaganda :— 


An interesting piece of propa- 
ganda has been mailed to me by a 
reader. He believes that com- 
panies making goods for distri- 
bution through Sears, Roebuck & 
Co. stores use this propaganda as 
pay envelope stuffers, presumably 
at the request of this mail order 
house. The slip reads as fol- 
lows: “You’re making good mer- 
chandise for Sears, Roebuck & 
Co.—at ‘least your company is— 
and we know it’s good merchan- 
dise. Now, Sears wants you to 
become better acquainted with 
all its merchandise. You will en- 
joy a visit to a Sears retail store 
or a trip through Sears Big Cata- 
log. Visit or write Sears, Roe- 
buck & Co. at your first oppor- 
tunity,” signed “Sears, Roebuck 
& Co.” 
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The Story of 


The Atlantic City Convention| 


REAKING all previous rec- 
ords for registration and 
attendance the 1936 Atlan- 

tic City convention was likewise 
the most optimistic joint manu- 
facturers and wholesalers gather- 
ing held in many years. On all 
sides were encouraging reports of 
increased profitable sales volume; 
reports of shortage of certain 
manufactured goods and a fairly 
general report that better grade 
merchandise was moving very 
rapidly. Official registration was 
more than 1600 with actual at- 
tendance well above the 2000 
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Held Jointly by the National Wholesale Hardware 
Association and the American Hardware Manufac- 
turers’ Association at the Marlborough-Blenheim 
Hotel, Atlantic City, N.‘J., October 19 to 22, 1936. 
Official Registration More Than 1600 with Atten- 
dance More Than 2000. Largest convention of record. 


mark. It was the forty-second an- 
nual convention of the National 
Wholesale Hardware Association 
and the seventy-third semi-annual 
convention of the American Hard- 
ware Manufacturers’ Association. 


Headquarters were again at the 
Marlborough-Blenheim Hotel in 
Atlantic City, N. J. The conven- 
tion opened Monday night, Oc- 
tober 19, and closed Thursday, 
October 22, 1936. 
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The wholesalers went on record 
in opposition to Federal Govern- 
ment’s activities in behalf of Con- 
sumer Cooperatives, protesting 
the financial aid and tax exemp- 
tion features particularly, point- 
ing out as has this publication on 
many occasions that such favors 
come from tax monies collected 
from legitimate distributors with 
whom coops necessarily compete. 

The wholesalers sessions were 


handled entirely by members of 
the wholesale hardware fraternity 
under the general theme of “Man- 
agement Clinic.” Prominent 
wholesale executives covered such 
subjects as office methods and ar- 
rangement; keeping of records, 
building sales quotas: handling 
sales management duties, etc., 
based in each instance on their 
own experiences. 

The manufacturers had talks 
on Consumer Cooperatives; the 
taxation situation; Robinson-Pat- 
man Act; Social Security legis- 
lation and two outstanding talks 
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on America’s present day political 
practices and outlook. The last 
two by John Raymond McCarl 
and H. W. Prentis, Jr., were mili- 
tant in their attacks on uneco- 
nomic policies of the present 
Washington Administration and 
were very generally received with 
approval and ringing applause. 

Shannon Crandall, president of 
the California Hardware Co., Los 
Angeles, Calif., was elected presi- 
dent of the National Wholesale 
Hardware Association, succeeding 
Leslie M. Stratton, president of 


Stratton-Warren Hardware Co., 
Memphis, Tenn. Other officers 
elected or reelected are listed else- 
where. The officers of the manu- 
facturers association also given 
elsewhere in this issue were 
largely reelections. 

Both groups thanked Harp- 
wARE AGE for sponsoring the 
HarRDWARE AGE SPECIAL train 
from Chicago to Atlantic City. 






On the pages which follow the major addresses are 
published, arranged by subjects for the convenience and 


information of our readers. 
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The Wholesale Hardware Business 
is on a Profitable Basis 


By LESLIE M. STRATTON 


President, Stratton-W arren Hardware Co., Memphis, Tenn., in 
His Address to the Jobbers Tuesday Morning as President of 
the National Wholesale Hardware Association Finds Whole- 
sale Hardware Conditions Greatly Improved. Says Trend Is 
Upward with Our Economic Structure Sound. Quotes from 
Accepted Indices to Prove Point. Says He Is More Concerned 
with Competition of Methods than with Competition of Price 


MERICAN business has passed 
through another epochal year 
in which our industry has 

steadily moved forward. Reports 
from all sections of the country in- 
dicate that the wholesale hardware 
dealer is enjoying at this time good 
business and that his operations are 
on a profitable basis, and that a 
feeling of optimism prevails among 
us. Not only is this true of the 
hardware industry, but all indices 
that are generally used by those who 
review business conditions, show the 
trend is upward and that our eco- 
nomic structure is sounc and that 
the forces that have brought about 
business improvement are real and 
no major set-back is to be expected 
any time soon. 

In proof of this statement, I refer 
you to Dun & Bradstreet’s monthly 
review for September. There are 
some very enlightening figures in 
its graphic reviews of major trends. 
Car-loadings by week show a heavy 
increase over those for the past sev- 
eral years; railroad revenues are 
rapidly approaching record figures; 
commercial failures for the month of 
August, 1936, both in number and 
amount, are the lowest of any year 
since 1920 and for the first time in 
fifty-five years we have passed 
through a full year without a single 
national bank failure in the United 
States. 

The reports of the Federal Re- 
serve Bank also confirm the upward 
trend in business. Bank surveys is- 
sued by some of the larger banking 
institutions of the country, call at- 
tention to the increase in security 
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prices. Bank debits and bank re- 
sources have reached a new high fig- 
ure. Steel activities are far above 
those of any recent year. Farm in- 
come his increased by many mil- 
lions of dollars; this latter fact has 
probably been the greatest contrib- 
uting factor to bringing the whole- 
sale hardware industry to a state 
where it is enjoying a measure of 
prosperity that it has seldom, if ever, 
before known. 

Export trade, which has lagged 
for a number of years, is increasing 
and it is believed that stabilization 
of the currencies of the world should 
result in a further increase in the 
exportation of American products 
to foreign countries. 


Growth of America 


The history of the growth and de- 
velopment of American business is 
a most interesting study and will 
intrigue any business man who will 
enter into it seriously. The instinct 
to trade is inherent in all people and 
there is a deep-rooted desire in every 
individual to make a profit on his 
trades. This was true of primitive 
peoples and is no less true of men 
of today. 

This desire was expressed by both 
the white man and the Indian when 
our forefathers first set foot on 
American soil. The early friendships 
formed by them were the results of 
their trades. The white man brought 
guns, jewelry and other trinkets 
from the Old World and traded 
them to the Indian for blankets, 
buffalo skins, dried buffalo meat, to- 
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bacco, et cetera, and as the result 
of these exchanges of merchandise 
a trade or business was soon de- 
veloped between them. 

In recent times we have heard 
much discussion of the horse and 
buggy days but the history of Amer- 
ican trade antedates those days. The 
ox cart, the covered wagon and 
packet boat were the means of trans- 
portation used by the first merchants 
of New York, Philadelphia and other 
eastern cities as they pressed for- 
ward into the great Western Empire 
for business. As the country de- 
veloped their activities resulted in 
the establishment of stores or trad- 
ing places. 

Perhaps the outstanding and most 
picturesque forerunners of this de- 
velopment of our trade were the ac- 
tivities carried on in covered wagons 
in the early days of our Republic, 
along the old Santa Fe Trail from 
Kansas City to Santa Fe, New Mex- 
ico, and the river trade which had 
its base in the city of New Orleans; 
moving north up the great Father of 
Waters into unexplored and un- 
known territories. The romance of 
the covered wagon and the show- 
boat is a heritage that has come to 
us from a former generation and 
historical novels and plays have 

(Continued on page 138) 
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It Is Well to 


Heed the Lessons of Experience 


By R. G. THOMPSON 


Vice-President, Lufkin Rule Co., Saginaw, Mich., in Annual 
Address as President of the American Hardware Manufactur- 
ers’ Association at Its Tuesday Morning Session Cautions 
Against Insecurity of Many Political Experiments Which He 
Senses as Disturbing the Country Despite Current Definite Busi- 
ness Improvements. Stresses Unemployment as Principal Fac- 
tor Retarding Permanent Recovery Basis 


XPERIENCE is the sum total 
H of education by study, ob- 

servation and contact. Ever 
it should be the prime factor in our 
conclusions. For beyond the fields 
of mechanical invention and chem- 
ical research, there is actually little 
unknown or untried, even in this 
present modernistic world, and me- 
chanical invention and chemical! re- 
search themselves are based upon 
established theories. Throughout 
the world experimentation goes on 
in government, but in no instance is 
the substituted system new, although 
novel to the unsuspecting. The prin- 
ciples of Bolshevism, Communism, 
Socialism and Fascism are centuries 
old. Obviously many political ex- 
periments now current in our own 
country had their genesis in one or 
the other of the foregoing. 

In the generations of American in- 
dustry, normal evolution of plan and 
method has generally proved con- 
structive. Revolutionary _ theories 
have frequently proved destructive. 
In our own mills and factories, how 
many alluring short-cuts have turned 
out to be mere fantasy, to be dis- 
carded and for the time forgotten. 
And in how many instances and with 
what sincere enthusiasm have the 
same or similar fantasies again been 
proposed by others in later days. 

It is therefore always well to heed 
the lessons of experience. Seldom 
in the history of our country, per- 
haps never, has necessity for clear 
thinking and sound judgment been 
more obvious, the relation of past 
accomplishment to future proposal 
more important. Upon every citizen 
rests a moral responsibility which 
can neither be avoided nor trans- 
ferred. 

Two weeks from today we shall 
be called upon to decide whether the 
policies and proposals of the present 
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national Administration shall be con- 
tinued or replaced by others. In a 
decision so momentous neither self- 
ishness nor sentiment should play a 
part. The extent to which improved 
conditions are the results of arti- 
ficial stimulation or natural eco- 
nomic forces, only the future will 
definitely determine. But here also 
the voice of experience gives a clue. 
As members of this organization 
I do not think we are among those 
who believe that our country has 
reached the end of economic prog- 
ress; that the future is devoid of 
opportunity. Rather, do we believe 
that after a period of hesitation and 
readjustment resultant from world 
confusion, the nation is now pre- 
pared for a new and prosperous ad- 
vance upon what has been called 
the Frontier of Science. 
Unemployment has been and is a 
principal factor against complete re- 
covery. A large section of the pub- 
lic has been educated to attribute 
all unemployment to industry —a 
conclusion not supported by fact. 


Employment 


The New York Sun in its issue of 
September 5th presented a final and 
complete report of its survey of em- 
ployment in the United States. The 
count of workers in the manufactur- 
ing and mechanical industries, in 
trade, in mining and in transporta- 
tion and communications had been 
conducted for the twenty-one weeks 
preceding. The tabulations of the 
entire survey, the figures for indi- 
vidual industries and the separate 
reports of the thousands of com- 
panies which contributed their em- 
ployment records, were published in 
full. In that survey, with a final 
count of mcre than 10 million of the 
workers of 1929 to be contrasted 
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with more than nine million for 
1935, The Sun estimated unemploy- 
ment in industry and trade at 3 mil- 
lion, 593 thousand. This gives con- 
sideration to the 1 million, 243 thou- 
sand new workers who have accrued 
to the industrial and trade fields 
since 1930. And “it should be re- 
membered that these figures are not 
for the year 1936. They represent 
the average for the year 1935. Since 
the autumn of 1935 to the present 
remarkable gains have been made 
in employment. The gains which 
have occurred since January 1, 1936. 
are reflected but minutely in the 
survey.”, 

To further quote The Sun: “The 
last official count of workers in the 
United States was made in the Cen- 
sus of 1930. In it, 48 million, 830 
thousand persons, 10 years of age 
and older, were listed as gainfully 
employed. The total population of 
the country was reported as 122 mil- 
lion, 775 thousand. Thus, only 39.8 
per cent of the population were the 
workers. Of these 48 million, 830 
thousand gainful workers, about 28 
million, or 57.3 per cent, were work- 
ers in mechanical and manufactur- 
ing industries, in trade, in mining, 
in transportation, in lumber and in 
public utilities. It is with these 28 
million, that this survey deals.” 

The year 1929 was chosen, not so 
much because it was an abnormal 
year in employment, but more be 
cause it permitted a contrast of em- 

(Continued on page 142) 
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JOHN RAYMOND McCARL 


HERE is no need to convince 

businessmen and women of*our 

country that all is not well with 
the United States of America—that, 
as a Nation, we are in trouble—or, 
that inasmuch as we are no stronger, 
as individuals, or as going concerns, 
than is the stability uf vur Govern- 
ment, that each of us is in trouble. 
You would not be leaders in one of 
our greatest industries, if there were 
need for me to so convince. 

Unfortunately, there are those who 
wish to avoid the facts, are either 
fearful to look them in the face or 
are so complacent, or downright in- 
dolent, that they just don’t give a 
cuss. There are others, however, 
who see in our condition a chance 
to get something for nothing—to live 
on other people’s efforts. And there 
are still others who see in it a 
chance to try their “cure-all” ex- 
periments—use us much as doctors 
do rats and guinea pigs. 

But these human-ostriches, these 
parasites, and these experimenters. 
are but as a handful of wheat com- 
pared with a wagon load. There are 
still the “90 per cent of us”—that 
solid and patriotic group that does 
the work, pays the taxes and fights 
our wars—and the world is looking 
to this group to save America. This 
great group has been bu: y—building 
America, too busy to give proper at- 
tention to government—but the time 
is at hand when it must look sharply 
—see to it that the foundation on 
which we have built, and which we 
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Our Government 


By JOHN RAYMOND McCARL 





Former Comptroller General of the United States, Tells Manu- 
facturers’ Tuesday Morning Session of the Reckless Spending 
Indulged in by Washington and Warns of the Tremendous 
Task Ahead of Future Administrations to Save the Nation 
from Serious Financial Trouble. Points Out That This Con- 
gress Was Elected on an “Economy” Program, as Was Presi- 
dent Roosevelt, and Charges It with Utter Disregard of the 


Promises 


assumed was as solid as the Rock of 
Gibralter, is not undermined. 

The danger is in the fact it may 
not become aroused until too much 
damage has been done. 

We have been in trouble since the 
industrial upheaval of 1929—and the 
measures we have taken have been 
costly but of little enduring benefit. 
Some of them have operated dis- 
astrously. We have been indulging 
in a spending spree—spending not 
only all that heavy taxes will raise, 
but borrowing and spending. As a 
result our interest-bearing public 
debt has increased by leaps and 
bounds until it has now attained an 
all-time high, and is still going up. 
It is hovering around the thirty-five 
billion mark, with interest costs of 
nearly nine hundred million of dol- 
lars a year. Do you realize what 
this obligation meats? Do you ap- 


preciate that these interest costs 
alone should be nearly enough to 
defray all necessary costs of essen- 
tial Federal activities? It was not 
so long ago that such amount would 
have covered all Federal operating 
costs, including the interest on the 
then public debt. Most of you can 
remember our first billion dollar 
Congress—and the concern it caused 
throughout the country. Now we are 
paying nearly 90 per cent of that 
huge amount merely as interest on 
our public debt—paying on a dead 
horse—and our present interest rate 
is far below normal. 

Frankly, I am shocked—as you 
must be—by the attempts of those 
now in high places, to belittle the 
seriousness of this menacing debt— 
by their attempts to laugh it off, as 
though nothing to be concerned 
about. We should not only be con- 
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cerned — seriously concerned — we 
should be aroused to a sense of per- 
sonal responsibility for the future of 
our country, by their indifference to 
it—and their failure even to promise 
to try to stop borrowing—to stop 
enlarging this menace—if continued 
in power. 

Their proposal is—not to bring 
down Government costs through 
eliminating the wastes, extrava- 
gances, and needless expenditures 
that, in large measure, have been re- 
sponsible for the present high level 
of our public debt—but to keep on 
going at this reckless pace and de- 
pend upon, and await, additional 
revenues through taxes, to balance 
our budget. This is a dangerous 
program — one that will appeal 
strongly, however, to that fast- 
mounting “parasitical” group our re- 
cent course has fostered. 

Such being their purpose, they 
dare not discuss the menacing pro- 
portions of our public debt. They 
must laugh it off. Their hope of re- 
maining in control of our Govern- 
ment lies in their keeping our solid 
citizenry from realizing the serious- 
ness of this ever-growing menace. 

We brought on our 1929 difficul- 
ties—engaged in a boom—and 
crashed. Just as a normal man can- 
not spend a night in over-indulgence 
without the harassing aftermath of 
“the morning after,” so a people 
may not over-indulge and avoid the 
consequences. In the beginning we 
accepted our plight as a matter of 
personal responsibility, as it was, 
started salvaging the good from the 
wreck and planning a fresh start. 
We applied the remedies of experi- 
ence. We had over-indulged before 
and knew that by good management. 


frugality, helping each other and 
pulling together, we could make the 
grade. Each community was trying 
to care for its own. Towns, cities, 
counties and States were performing 
splendidly. The Federal Govern- 
ment was helping. 

But the load was heavy, it de- 
manded ssacrifice—real sportsman- 
ship—and in a hope of finding an 
easier way out the Federal Govern- 
ment was induced to so expand its 
part that our revenues were soon 
depleted and our public debt sub- 
stantially increased. You will re- 
call that this course was challenged 
sharply by the Democratic Party, 
which condemned it bitterly in its 
1932 platform. And you will recall. 
too, that under the leadership of 
Franklin D. Roosevelt, who promised 
to stop “borrowing and spending” 
to reduce the costs of government 
by at least 25 per cent—and to fire 
any Cabinet member who <aved less 
—the voters went strong for “econ- 
omy in government,” and commis- 
sioned Mr. Roosevelt and an over- 
whelming Democratic majority in 
both Houses of the Congress, to stop 
borrowing and spending and to save 
us from bankruptcy and ruin. 

It is history, as you all know, that 
the “economy” program on which 
President Roosevelt and the Demo- 
cratic Party was entrusted with au- 
thority, was never seriously under- 
taken. 

The surrender by the Congress, a 
clear majority of our 96 Senators 
and 435 Representatives—is a blot 
on our record it will take long to 
erase—a set-back to representative 
government that threatened its un- 
doing. This was the real tragedy of 
1933. Let this fact have a place in 
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your minds. The desertion of the 
people by the “economy” Congress 
was the real tragedy of 1933. 

This Congress was elected on an 
“economy” program as was Presi- 
dent Roosevelt, and its utter disre- 
gard of the promises that secured its 
election should challenge the atten- 
tion and arouse the concern—yes, 
the fighting spirit—of every country- 
loving and liberty-loving citizen. 

Such conduct spells death. for 
self-government. Ours is not a gov- 
ernment of mere man. It is a gov- 
ernment of laws carrying out prin- 
ciples approved by the voters. It 
must so continue if we are to remain 
free—self-governing. 

If the “economy” Congress had re- 
mained steadfast to its promises— 
faithful to the people—we would 
now be well along on the hard road 
to stability and confidence. It would 
have saved the President from the 
influences of the New Dealers — it 
would have avoided years of delay in 
accomplishing rehabilitation. The 
people were ready for economy, they 
had voted it—they would have made 
all necessary sacrifices. They wanted 
no greater public debt. They had 
all the interest load they wanted to 
carry. They wanted to fight—and 
to win—to have done with procras- 
tination and constantly accumulating 
debt—debt to hamper progress now 
and to harass their children and fu- 
ture generations. 

But the President was persuaded 
—and the “economy” Congress de- 
serted us. 

Spending — lavish — reckless — 
needless spending. Borrowing until! 
our interest-bearing public debt is 
menacingly high—and to what end? 
We have kept going, it is true, but 
what battle have we won? What 
enemy have we vanquished? None. 
We certainly have not solved the 
problems of agriculture — and this 
Administration has as yet, suggested 
no program to take the place of the 
“hit-and-run” experiments that have 
kept agriculture in a state of un- 
certainty and doubt during the last 
three seasons. Yet the problems of 
agriculture must be solved — our 
farmers must be helped—but first of 
all, in my judgment, they must be 
given first chance at our own mar- 
kets. 

One thing is certain, definitely 
certain, we must stop trying to run 
the farms of the country from Wash- 
ington. 

We still have millions of unem- 
ployed and more millions in need 
due to unemployment—so we have 
not solved the problems of industry. 
There is some activity, to be sure, 

(Continued on Page 144) 
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The Old Age Phase of Social Security 


By M. B. FOLSOM 


Treasurer, Eastman Kodak Co., Rochester, N. Y., Explains to 
Tuesday Morning Manufacturers’ Session the Probable Work- 
ings of the New Social Legislation and Points Out That if the 
System Is Administered Along Sound Lines, in Some Instances 
Accompanied by Company Annuity Plans, Considerable Prog- 
ress Will Be Made in Coming Years Toward Meeting the Old 
Age Problem as Far as Society as a Whole Is Concerned 


OR several years there has 
been a distinct trend of public 
opinion in this country for 
legislation which would provide 
greater security for those who are 


dependent in their old age and for 
those who become unemployed 
through no fault of their own. The 
Social Security Act of 1935 is the 
first attempt on a large scale of the 
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Federal Government to meet this 
demand. Representatives of both 
parties voted for this legislation and 
both party platforms endorse Social 
Security legislation. While there is 
doubt as to the constitutionality of 
this act, we must expect that even 
if the present act is declared in- 
valid some method will probably be 
found which will be constitutional. 
It is therefore very important that 
employers understand the underly- 
ing principles of these plans and 
the administrative problems in- 
volved, so that they can assist in 
putting the administration on a 
sound basis. 

It is interesting to note that the 
United States is the last large in- 
dustrial country to adopt social in- 
surance legislation. Other countries 
have had such legislation for a num- 
ber of years. It was my good for- 
tune to attend, as employer repre- 
sentative from the United States, the 
International Labor Conference in 
Geneva this summer. While there I 
talked with a number of employers 
from different countries regarding 
social insurance legislation and also 
with employers and bankers in Eng- 
land. I was much impressed with 
their statements that they consider 
such legislation desirable and that 
it has brought good results in their 
countries. They all stress, however, 
that the success of the plans depend 
to a very large degree upon the kind 
of administration and the character 
of the personnel. I was also im- 
pressed with the statement made by 
one of the best informed experts in 
the International Labor Office, who 
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is familiar with social security plans 
in many countries, that “in every 
country experience has shown the 
need of as simple an administration 
as possible if it is desired to make 
a success of social insurance legis- 
lation.” 


Old Age Problem 


According to the best estimates 
there are now approximately 7,500,- 
000 men and women over sixty-five 
years of age in the United States. 
The number of old people in the 
population has been steadily in- 
creasing and will undoubtedly con- 
tinue to increase for many years to 
come. Actuaries estimate that the 
number of people over sixty-five 
years of age by 1950 will be almost 
11,000,000 and by 1970, 15,000,000. 
The percentage of the population 
over sixty-five years of age is also 
expected to increase. Six per cent 
of the entire population is now over 
sixty-five years, and by 1970 it is 
predicted this percentage will in- 
crease to ten. 

There are a number of reasons 
for this tendency; among them are 
lower mortality during earlier years 
and the restriction of immigration, 
with a sharp reduction in the num- 
ber of younger people entering the 
country. We are becoming an older 
country and will gradually approach 
a stabilized population. 

The depression has brought to the 
fore the old age problem. It is esti- 
mated that approximately a million 
men and women over sixty-five years 
of age are now dependent upon the 
public for support. A much larger 
number are dependent upon their 
own families for support. During 
the depression, however, it has be- 
come more and more difficult for 
children to take care of the aged. 
A number of the middle-aged peo- 
ple have lost their savings and it is 
difficult for many of them to make 
up this loss before their retirement 
age. The difficulty of the older 
worker in industry has been greatly 
exaggerated, as surveys have indi- 
cated that the percentage of layoffs 
among older workers is much lower 
than among younger workers. It is 
true, nevertheless,- that when an 
older worker loses employment it 
is difficult for him to find reemploy- 
ment. 

It would seem that this country 
is now facing, as practically all other 
countries in the world have faced, 
the pension problem. 


Company Annuity Plans 


Many have felt that individuals 
through savings, and by employers 
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through pension plans, could pro- 
vide security for the worker in his 
old age so that action would be nec- 
essary by the government only for 
a comparatively small percentage of 
the population. Definite progress 
has been made in this country in 
this direction, but not fast enough. 
It is estimated that prior to the de- 
pression one-third of all persons 
over sixty-five years of age were de- 
pendent upon others for support and 
well over half of this group are now 
dependent, and that only about fif- 
teen per cent of industrial workers 
are covered by private pension plans. 

In the last few years there has 
been a decided tendency toward put- 
ting company pension plans on a 
sound financial basis. A very large 
percentage of the companies which 
have inaugurated plans _ recently 
have adopted the group annuity type 
underwritten by an insurance com- 
pany. 

The company which has been in 
existence for a number of years with 


workers approaching retirement age, 
and has not set aside reserves in 
the past to provide for pensions, 
now has an accrued liability. It is 
this item which prevents many com- 
panies from inaugurating pension 
plans. Many companies have met 
the problem by spreading cost of 
the accrued liability over a period 
of years. 

The company should set aside an 
amount each year to take care of 
the liability accruing for that year. 
Most of the plans recently adopted 
provide for employee contributions 
toward the cost of this current lia- 
bility. 

If an employee has had a long ser- 
vice record, the employer naturally 
hesitates to discharge him, and will 
probably keep him on the force after 
he has passed the period of useful- 
ness. As a result there is a pension 
cost which is not recognized as such, 
but is buried among the other costs. 

(Continued on page 152) 





A. J. 
F. A. 
A. H. 
cn 5 





OFFICERS ELECTED OCTOBER 23, 1936 
by the 
NATIONAL WHOLESALE HARDWARE 
ASSOCIATION 


President 
*Shannon Crandall, California Hardware Co 


Vice-Presidents 


Glenn E. Jennings, Wright & Wilhelmy Co. 
*Mark Lyons, McGowin-Lyons Hardware & Supply Co. 
A. W. Howe, The J. M. & L. A. Osborn Co. 


Secretary-Treasurer 
George A. Fernley 


Assistant Secretary-Treasurer 
Percy F. Hord 


ADVISORY BOARD 


Bihler, L. C. Lindsay Hardware Co. 
Heitman, F. W. Heitman Co. 

Nichols, Buhl Sons Co. 

Whipple, Hibbard, Spencer, Bartlett & Co. 


Executive Committee 


J. W. McLean, Edwards & Walker Co. 

John T. Martindale, Van Camp Hardware & Iron Co. 
C. S. Harper, Harper & McIntire Co. 

Charles H. Black, Seattle Hardware Co. 

Walker D. Stuart, Richmond Hardware Co. 

J. A. Warner, Wyeth Hardware & Mfg. Co. 

F. E. Pharr, Buhrman-Pharr Hardware Co. 

H. W. Conde, Conde Hardware Co. 
*W. W. French, Moore-Handley Hardware Co. 


*Newly elected. All others reelected. 












a 
4 

& 
> 



















ae 





Peck, Stow & Wilcox Co. 








Handling Orders in the Olfice 


By E. HEINZ, JR. 


Hibbard, Spencer, Bartlett & Co., Chicago, Opens Jobbers’ 
Management Clinic Tuesday Morning Outlining Methods His 
Company Uses for Handling Orders from City Trade; Approv- 


ing Credits; Filing and Billing. 


N our office set-up we have a 

general office located on our 

thirteenth floor; also have a 
small office located on our second 
floor where we handle our city or- 
ders. With regard to our order blank 
for the use of city orders we use a 
yellow order form that is handled 
throughout our general office. How- 
ever, for customers calling for mer- 
chandise, or “will call” orders, we 
use a special blue form. This form 
is what we call “Waiting Order 
Form.” The operations are handled 
entirely in our city sales office. A 
customer coming into the office 
placing his order and waiting for 
the merchandise, the order will be 
written up on the blue form and 
the credits will be passed to the city 
sales department, and we also have 
a direct tube connection with all 
our order filing force, se this elim- 
inates the order passing through our 
general department on the thirteenth 
floor. If necessary ditto copies of 
the orders are made and sent di- 
rectly to the Order Filing Depart- 
ment. This type of an order has 
preference over all other orders in 
our warehouse. The orders are filled 
immediately and sent down to our 


special department, termed our 
“Waiting Counter,” where the mer- 
chandise is checked and packed and 
delivered to the customer. 

I have also been asked to discuss 
the motor truck pick-up orders. 
When our building was constructed 
in 1926, our shipping department 
was built to accommodate all of our 
city shipping business and a little 
motor truck business. However, due 
to the increase in volume of the 
truck business, we have had to en- 
large our city shipping department 
in order to take care of the numer- 
ous trucking concerns coming into 
our organization for freight. Here 
last year we built a mezzanine floor 
in our shipping department at a 
cost of $20,000, in order to accom- 
modate all of the merchandise that 
is now sent out by motor truck de- 
livery. At the present time, we have 
some 150 different motor trucks com- 
ing into our organization for mer- 
chandise. The problem we are faced 
with at the present time is the type 
of an order that comes in to our 
organization from a customer, stat- 
ing that his truck will call for an 
order, perhaps next week. The order 
is filled and sent down to our ship- 


ping department, where it is held on 
trucks waiting for the customer to 
call for the merchandise. However, 
the customer does not always call 
for the merchandise when he states, 
and that causes a congestion on our 
shipping department floor. To cite 
an example, we had a case here a 
few weeks ago where a customer 
sent in an order for 100 spools of 
barbed wire. This merchandise was 
filled and placed on our shipping 
department floor. The customer 
stated he would call for the mer- 
chandise “next week”; however, his 
truck did not call and the merchan- 
dise was held on the floor for a 
period of two weeks. Our salesman 
in charge of that territory wrote to 
the customer and wanted to know 
when this truck was calling for the 
merchandise. However, we had no 
reply from the customer. Finally 
he wrote to the customer and told 
him if he did not call for the mer- 
chandise, it would have to be re- 
placed back to stock. We didn’t hear 
from the customer, so this was done. 
However, the following week we re- 
ceived another order from the cus- 
tomer for 100 spools of barbed wire, 
stating that his truck would call the 
following week. The truck did call 
the following week for the merchan- 
dise. But in this example, and vari- 
ous other examples that we have 
had like this, we have come to the 
conclusion that, if a customer sends 
in an order stating that his truck 
will call for the merchandise, and if 
the truck does not call after a three- 
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day waiting period, we are going to 
send out the merchandise at the 
cheapest and economic cost trans- 
portation and charge the customer 
accordingly. 

In regard to our general order 
used in our office. On this order 
form we have a square showing the 
estimated amount of the order; date 
sold; the salesman and number; 
also shows customer’s name and post 
office, if that varied from the desti- 
nation, and the state and railroad. 

In the upper right-hand corner we 
have a space for the terms of the 
order. Also show our order num- 
ber, that is placed on the order; the 
date the merchandise is shipped. 
The date that it is invoiced and 
charged, and the date the order is 
checked into our files, and our file 
number. 

In the body of the order we have 
a space for checking merchandise; 
a column for quantity, unit, article, 
description and then our stock num- 
ber. Also a column for list price 
and net price for the extensions of 
the order. 

Now on the reverse side of that 
order we list the departments or the 
individuals that that order will go 
through and the routine through our 
office, and through the organization. 
We hve a time stamp, that is the 
date the order is received in the 
office; also a space for our credits 
and any special terms. For our 
starter that is the time order is sent 
to our warehouse, Order - clerk, the 


individual who filed the order. The 


Callers, the individual who checked 
the order, and the Packer, the fel- 
low who packed the order, and the 
Tag Checker, the one who accumu- 
lated the order. 


Then we have the 
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A. E. ALVERSON 
Greenlee Tool Co. 


time the order was sent back to 
the office. The Pricer, Examiner, 
Extender, Invoice Writer, Invoice 
Checker, first Footer, second Footer, 
and the date, the time the invoice 
was mailed and closed out. 

Now as for the handling of the 
orders in our office, we have five 
young men who start to work at 
three o’clock in the morning. These 
boys know the operations in our 
order entry department and are able 
to prepare the orders and have them 
ready in our warehouse when the 
order filing force arrives at eight 
A. M. The orders are there in the 
warehouse ready to be filed. 

We make use of conveyors in our 
office in order to get the orders from 
one department to another. 

All orders are received at the 
mail desk. Now upon the re- 
ceipt of orders we, of course, time 
stamp them, also separate our or- 
ders according to mail orders, our 
future orders and the salesman’s 
orders. All future orders are sent 
directly to our credit department to 
have credit passed. On our mail 
orders they are divided according to 
our five divisional sales managers 
and sent to their desks; and all 
salesmen’s orders are sent directly 
to our Order Entry Department. 
Our first operation in the handling 
of the order is the counting of items. 
We use this for statistical purposes, 
to know how many items we have 
had a day or week or over a period 
of years. After the items are count- 
ed, they are sent to the desk which 
we term “marking operation.” We 
have eight floors in our warehouse 
in which we file our orders. Each 
floor is assigned a symbol as to the 
identification of that item, as to its 
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location in our warehouse, so each 
item has to be marked on the body 
of the order, in order to identify 
where that item will be found in the 
warehouse. After the orders are 
marked they are then placed on the 
conveyor which brings them over to 
our numbering and registering girl’s 
desk. On that operation we divide 
our numbering into three series of 
numbers. We use a_ six-figured 
stamp for all freight orders, five- 
figured stamp with prefix “M” for 
all mail orders, and _five-figured 
stamp with prefix “F” for all direct 
factory shipments. Every page of 
the order is numbered in this space 
provided in our order form and that 
number is registered, the customer’s 
name and state on registry sheets. 
At the end of the day those sheets 
are sent to our filing department and 
as the order has completed the en- 
tire warehouse and office organiza- 
tion and sent to our filing depart- 
ment, that number is checked off on 
the registry sheet; so in our files, if 
we have any open numbers on the 
registry sheets, we know that the 
order has not been completed or is 
being held up, or is lost. So we 
must account for all numbers that 
are not checked in on any of our 
registry sheets. 

After the order has been num- 
bered and registered, it comes to our 
Order Passers. On our Ordering 
Passing Desk we have a consumer’s 
card that is filed in trays. On this 
card this is really our key card to 
our customers’ information. We have 
customer’s name, address, state, the 
routing of the order, also of any 
special notations that we want to 
show on that order, such as “no 
substitutions,” “no back orders,” 

(Continued on page 162) 
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Records and Methods Which 


Tend To Efficiency 


By WALTER M. BONHAM 


President, C. M. McClung & Co., Knoxville, Tenn., Tells Job- 
bers’ Management Clinic Tuesday Morning of the Office Rec- 


ords He Considers Important for an Understanding That 
Leads to More Efficient and Profitable Operations. Outlines 


HETHER we use records 
\ \ and check our activities with 

them or not may be a mat- 
ter of personal choice. The fact 
remains, however, that—every cut 
price, every useless expenditure of 
money or time, failure to get proper 
turnover of our merchandise at a 
proper percentage of profit, the pur- 
chase of merchandise which we must 
ultimately sell at a loss, too high 
selling costs—all find their way to 
the debit side of the profit and loss 
account. The fact that they are cov- 
ered up may not cause us to blush 
at our own shortcomings that have 
produced these debit items, but it 
will not eliminate our disappoint- 
ment that the profits we earn are 
considerably less than what we had 
reason to expect. In my judgment, 
given the same organization, an eff- 
cient executive, compared with one 
who is careless and inefficient, can 
spell the difference of many thou- 
sands of dollars in the earnings of 
a business. Someone has well said, 
“There are a thousand mice nib- 
bling at the profits of every busi- 
ness.” Our profits are not earned 
during the two weeks of inventory- 
taking and closing of the books, but 
they are earned every hour of every 
day of the business year, by expert 
judgment applied to every detail of 
our business activities. We should, 
therefore, as nearly as_ possible, 
know what our business is doing 
every day of the year, from every 
standpoint. It is an inexpensive and 
easy thing to have reports daily, 
weekly, semi-monthly, monthly and 
by periods, giving us fresh, up-to- 
date information on every impor- 
tant phase of the business. This in- 
formation is already in our office, in 
our bookkeeping department, and 
all that needs to be done is to ar- 
range a system for getting it to our 
own desk. In my judgment, much 
foolish price-cutting, resulting in 
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Fundamentals Required Without Excessive Bookkeeping 


lowered profits, would not be done, 
if we faced daily the facts about 
our business which determine the 
size of the profit and loss account at 
the end of the year. 

Ultimately there comes into the 


office figures that reflect every 
strength and every weakness of your 
organization. To make analyses suff- 
cient to measure all of these 
strengths and weaknesses would be 
too expensive, and probably would 
not be worth a great deal anyway, 
since we must expect a_ certain 
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amount of weakness where the 
human element is concerned. Some 
executives expect to keep posted by 
occasionally looking over certain of 
the important items of their busi- 
ness. I think a better way is to- 
have a report by which all of these 
important matters come to his desk 
automatically every day, and every 
month, as the case may be. In this 
way he is not so likely to overlook 
(Continued on page 168) 


Tool Group Considers 
Abuse of Guarantees 





DAN R. NORTHUP 


HE Mechanics Tool Group of 
the American Hardware Manu- 
facturers’ Association met Tues- 
day afternoon to consider successful 
methods of controlling unfair claims 
for the replacement of defective 
tools. Dan R. Northup, president, 
The Henry G. Thompson Co., New 
Haven, Conn., acted as chairman of 
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the group and Fayette R. Plumb, 
president of Fayette R. Plumb, Inc., 
Philadelphia, explained the work of 
the axe industry in handling this 
problem. Cards used by the axe in- 
dustry were distributed to the mem- 
bers so that they might understand 
the efforts of this industry group in 
taking care of guarantee problems. 
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Business Problems In Connection With 
Office Management. 


By WILLIAM P. TRACY 


President, Tracy-W ells Co., Columbus, Ohio, Who Tells Job- 
bers’ Management Clinic Tuesday Morning Some of the Essen- 
tials of Keeping Accurate and Usable Cost Figures That Ex- 
plain Monthly Profit and Loss Figures. Considers Figuring 
Costs on Each Order and Also Adding of Individual House 
Costs Data as Developed from Study of Several Houses 


N approaching this subject it 

seemed advisable to get the ex- 

perience of various wholesalers 
located in widely separated parts of 
the country, and at the same time 
wholesalers whose sales volume 
would fall in the different classifi- 
cations. These wholesalers to whom 
we wrote responded in full detail to 
our questions, and we are indebted 
to them for the information which 
we are now presenting. Without 
any intention of arranging it this 
way, it so happens that exactly one- 
half of the wholesalers are figuring 
costs on each order, while one-half 
of them are not. The advantages of 
figuring costs on each order would 
seem to be, as follows:— 

1. The actual cost and gross mar- 
gin can be obtained for each item. 
2. A narrow margin on any item can 
be detected at a glance, as the unit 
cost and amount is entered next to 
the unit selling price and amount of 
each item. The selling price can 
then be adjusted, instead of un- 
‘knowingly allowing this condition to 
continue until such time as an analy- 
sis of selling prices would be nec- 
-essary to determine the cause for the 
low average gross margin percent- 
age. 3. It is possible to furnish to 
‘the Sales Department a monthly re- 
port of the individual salesman’s 
‘total net sales with his margin and 
the percent of margin to sales, show- 
ing the profit-ability of each sales- 
‘man, 4. Salesmen’s commissions can 
be paid on gross margin basis. 5. 
Mistakes in entering selling prices, 
-or mistakes in extension are imme- 
diately discovered, when the order is 
costed. 6. By actually costing each 
-order it is possible to furnish a 
monthly report by departments, 
-showing the total sales in the de- 
partment, the margin and the per- 


-cent of margin to sales. This is 
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valuable information for each buyer 
and for the General Manager. 

Now, as to the method used in 
costing orders, some houses use an 
actual cost, that is, the factory 
billed price plus any transportation 
expense, while other houses add to 
the actual cost, some 1%, some 2%, 
and some up as high as 10%, the 
result being their house cost. Some 
of the houses figuring cost on each 
order use a cost book and the origi: 
nal order is costed when it comes 
in, when the selling prices are 
checked. Others cost the order after 
the order has been worked. Still 
others use Stock Record cards and 
cost the copy of the invoice. 


Perpetual Inventory 


If a perpetual inventory is advis- 
able the costing is a by-product of 
this work. A card is set up for every 
item in stock, on which is entered 
the merchandise received, per ven- 
dor’s invoice, after same has been 
checked through the house and the 
cost figured. Then the date, unit, 
and unit cost is entered in the “re- 
ceived column,” and remains there 
until the older merchandise has been 
sold. Then the next purchase is 
checked off and the unit carried into 
the “shipped column” in red and in- 
cluded in the balance column. The 
old unit cost in the lower right 
hand corner is changed to the unit 
cost of the purchase carried into the 
balance column. The balance on 
hand would be the total of the units 
in the balance column, plus the un- 
checked purchases in the received 
column. This method is known as 
the “first-in, first-out” method of 
stock control, and furnishes the ac- 
tual cost of the sale. 

A number of houses use the last 
cost of merchandise received for the 
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entire stock remaining, instead of 
this method, while others use an 
average of the price of new mer- 
chandise and the price of the quan- 
tity remaining on hand. 

A copy of invoice, which is known 
as the “Stock Record” copy, is sent 
to the stock record department, 
where it is entered on the stock rec- 
ord card and costed from this card, 
using the cost as explained before. 
This unit cost is entered on the stock 
record copy in the unit cost column 
and then forwarded to the comp- 
tometer operator for extension, and 
the total cost is entered in the total 
cost column. Stock record clerks 
and thercomptometer operators are 
educated to question any item which 
does not show a fair margin. 

Now, coming to the second part 
of the subject, “Method of figuring 
profits and losses ménthly,” after the 
cost extensions have been completed, 
the cost and sales amount are ac- 
cumulated daily, according to sales- 
men and departments. At the end 
of the month, therefore, you would 
have the total sales, cost of sales, 
and gross margin, made by each 
salesman by each department. Also 
the grand total of all sales, cost of 
sales, and gross margin for the 
month. 

There are two other methods by 
which gross margin can be figured 
monthly: The Inventory Method— 
this would necessitate the taking of 
a monthly inventory, either physical 

(Continued on page 172) 
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Warehouse Problems 


By W. W. FRENCH 


President, Moore-Handley Hardware Co., Birmingham, Ala., 
Tells Jobbers’ Tuesday Morning Management Clinic of the 


Difficulties Incident to Operating in More Than One Ware- 


house Building. 


CAN’T imagine anyone who could 
be called upon to present this 
subject whoce presentation would 

be of less value to you than myself, 
on account of our very poor physical 
set-up. In Mr. Heinz’s very able talk, 
he covered part of this subject by 
giving you the methods that are used 
in a house that certainly has one of 
the best physical set-ups in the coun- 
try. Practically all in one house! 
Our business is done in seven ware- 
houses, with different numbers of 
floors in each warehouse, different 
floor levels, and they are divided into 
two groups: four in one block, and 
three others about seven or eight 
blocks away. This calls for twenty 
departments. And in copying these 
orders on the ditto machines, if 
there happen to be goods in each 
one of these departments, why, we 
have to make twenty copies and dis- 
tribute them to those departments, 
and from there on it moves very 
much as Mr. Heinz described. 

We are compelled, for that rea- 
son, to use two entirely different 
shipping departments for railroad 
shipping, and still another one for 
“will call” trucks and city deliveries. 

We try to assemble all goods that 
have to be packed in one group of 
warehouses, and those which do not 
have to be packed, in the other 
group. That enables us to operate 
with only one large packing and 
checking floor, where the goods in 
that group of houses go and where 
they are carefully checked and 
packed. In the other house, the ship- 
ping clerk, in loading goods on the 
truck, is supposed to check the full 
package items. 

I would advise you all never to 
get your business in seven ware- 
houses, if there is any way to pre- 
vent it. I am trying to give you the 
horrible example here of what to 
avoid, rather than what to do, be- 
cause it is a constant problem and 
one that we fight over and change 
every year, so that if I were to make 
this same talk next year, it would 
probably be entirely different from 
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what I am trying to talk about today. 

Our shortages are divided, of 
course, as everybody’s probably, into 
two very distinct classes. The order 
which is going to the industrial, con- 
tractor—I don’t like to use the word 
“consumer”—but to consumer classi- 
fication, we use every possible effort 
to buy those things, because we 
know he needs them and needs them 
all at the same time, probably. In 
the shipments to merchants we don’t 
use as much effort in those cases be- 
cause it apparently is a stock order, 
and we simply back order the whole 
thing in one lump and hold it for 
those goods to come in, when they 
are shipped, and shipped in quan- 
tities. That is one of the greatest 
difficulties that we have in the ware- 
house—that is, to get the warehouse- 
man to separate in his own mind the 
necessity of those goods to the con- 
sumer and for the customer. 

We have many examples of that, 
such as stopping a passenger train 
to throw off six picks, and then fail- 
ing to send the handles with them, 
away out in the country to a man 
that wants to open up a mine, or 
something like that. And we have 
hundreds of those things. 


Adequate Margins 


By LEWIS H. BRONSON 


The Bronson & Townsend Co., New Haven, Conn., Who An- 
swers Question Before Jobbers’ Management Clinic at the 
Wednesday Morning Session. 


HE question is “Why manufac- 

turers should continue to allow 

the customary premium of two 
per cent for cash.” Too often we 
get into discussion, at this point in 
regard to the value of money. That 
isn’t the question at all. The hard- 
ware wholesalers have thousands of 
customers in the habit of paying, 
when they do pay promptly, less a 
certain cash discount. That cash 
discount is two per cent. If a manu- 
facturer has a different cash dis- 
count, the wholesaler has one of two 
choices—either to try to persuade 
the thousands of customers that a 
certain item can be segregated from 
the rest of his billings and that he 
will pay less one per cent, or less 
half of one per cent, or one and a 
half per cent. Well, the wholesaler 
has three choices—pardon me, I will 
add one other: he has the second 
choice, then, of eliminating from his 
margins—and, of course, it means at 
this point, from his net profits—the 
difference between the cash discount 


that he gets and that which he gives. 
He may not choose to do that be- 
cause of the work involved. Or he 
can take and readjust the selling 
price, to the extent of a half of one 
per cent, or one per cent. Or he 
can make a discount of nine per 
cent, instead of 10. And it is that 
point where it seems to me all dis- 
cussion should begin. The manu- 
facturer is within his rights in deter- 
mining his own terms; but it seems 
to me that if the manufacturer 
could be shown that we are asking 
not for an extra return on our money, 
but something that will simplify 
our operating and make it easier for 
us to fit in with the needs of the 
thousands of retail merchants, and 
that we are perfectly willing to have 
him raise his basic price every bit 
of the extent of the added cash dis- 
count that we want, in order that 
his discount may be two per cent to 
us, and not one, or one-half, that we 
are on sound ground. 
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Catalog and Printing Practices 


By J. M. BURBANK 


Farwell, Ozmun, Kirk & Co., St. Paul, Minn., who answers 
Three Questions on this Subject Before Jobbers’ Management 
Clinic During Wednesday Morning Session. 


HAT is the most practical 

and economical manner of 

supplying salesmen with 
information concerning goods and 
prices?” The most economical 
might not be the most practical. 
Further, the question of econ- 
omy involves not only the expendi- 
ture of dollars and cents covering 
the cost of preparing and issuing 
information, but must also take into 
consideration the salesmen’s time, 
which is valuable and should be 
conserved even though it may cost 
some money to do so. 

From the viewpoint of efficiency 
we consider our plan the best for 
us. Some other plan used by other 
houses may be equally efficient or 
more so, and less expensive. We 
could adopt a plan which would cut 
the upkeep in half, but that would 
involve a complete change of cata- 
loging style and would not be quite 
as efficient; hence we consistently 
carry out the plan evolved of years 
of experience, but we do not take it 
for granted that it cannot be im- 
proved or the cost reduced. 

When changes take place we 
issue a complete priced catalog page 
for our loose-leaf salesmen’s catalog. 
Net prices are under each item and 
where a line is sold by list and dis- 
count, the selling discount is usually 
placed above the listing. 

We carry our entire catalog type 
standing and when a price is 
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changed we reset the prices and 
run a complete page. 

The method used to get informa- 
tion to Catalog Department is by 
special forms; market costs, actual 
costs and new goods, all the same 
form, but different colors. 

Changes and information are sent 
to salesmen on Tuesdays and Fri- 
days. 

Our salesmen’s catalog is_per- 
petual. Our trade catalog is a com- 
plete bound book issued about every 
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two years. Special catalogs are 
issued as needed, such as Holiday, 
Fishing-tackle, Furniture, Plumbing 
and Heating. 

Having our book type standing 
and down to date makes this prac- 
tical and profitable. 





Efficient Methods in the 
Buying Department 


By WM. H. TERSTEGGE 


President, The Stratton & Terstegge Co., Louisville, Ky., Who 
Discusses Stock Control; Perpetual Inventory: Types of Costs 
Records and Related Data Before Jobbers’ Wednesday Morn- 


ing Management Clinic. 


IRST of all, I want to thank 
F sone five or six of the members 

here who complied with Mr. 
Fernley’s request to give me their 
data as to how they were keeping 
their records. I found that the form 
varies but that the system in the 
main is practically the same. Some 
members make their entries of cost 
records horizontally and some make 
them vertically. 

The system used seems to be about 
the same in all cases. You list your 
vendors, generally, on the left side 
of the page and to those vendors 
either give the number 1, 2, 3 or 4, 
or alphabetically, A, B, C and so on. 
The costs are entered then by listing 
that vendor’s number or letter, the 
date the quotation is made, and the 
record seems to be kept in that 
method. 

The orders placed seem to be in 
three categories: first, the biggest 
purchases are made apparently on 
contract, and a signed contract ex- 
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ists. None of those were sent to me, 
as we all know what they are. The 
order is simply placed, giving the 
specifications as to what quantity 
you want and all the order bears is 
the words to the effect that price is 
according to contract, or “to apply 
on contract.” On less important 
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items where there is no contract, the 
prices are put right on the order, 
together with what freight allow- 
ance is expected, and the terms. 

The price records are kept, ap- 
parently, in two different styles. 
Some houses seem to prefer a sep- 
arate book, while others use a loose 
leaf sheet the same size as the cata- 
log sheet, with no printing of any 
kind except ruling on it. The method 
used in putting the sheet in a leaf 
in your catalog has a great many 
advantages, because the item is 
right opposite the catalog item with 
which you have your selling price 
on one side of the page and your 
cost data on the other. It has one 
drawback, however, and that is that 


your catalogs, after a year or two 
are subject to being reprinted, and 
that item may be moved all around, 
or shifted from one side of the page 
to the other side of another page, 
which makes your record on the in- 
ner leaf page all mixed up and hard 
to find and unless you copy the en- 
tire sheet over every time a catalog 
is printed it is confusing. 

However, we find quite a few 
houses use that, and one house, in 
replying to Mr. Fernley’s request, 
said they used both methods. On 
their small items they use the inner 
leaf sheet. On their major items, 
they carry the separate book, carry 
their quotations on which they could 
go back a good many years, and in 





which there is no trouble there at 
all in finding just how an item had 
gone up or down, fluctuated in price 
and they have a pretty complete 
record over a long period of time. 

The method of determining new 
lines seems to be more or less uni- 
form. That is, the buyer consults 
with someone else in the organiza- 
tion. A small buyer may simply 
consult with the sales manager. If 
it is a more important item, or if 
those two don’t agree, some of the 
salesmen are talked with. In the 
larger houses the head buyer is al- 
ways taken in, and some buyers say 
if it is important enough the organ- 
ization is consulted on any new 
items taken on. 


Sheet Metal Distributors Session 


The National Association of Sheet 
Metal Distributors met on Tuesday 
afternoon, A. W. Howe, the J. M. & 
L. A. Osborn Co., Cleveland, Ohio, 
presiding. 

F. J. McNeive, W. F. Potts, Son 
& Co., Inc., reporting for his com- 
mittee on “Distribution of Flat and 
Corrugated Sheets,” stated that the 
sentiment of the representative mem- 
bers answering the questionnaire 
had been clearly established as fol- 
lows: That the establishment of the 
present quantity and item extras 
had not brought about noticeable 
increase in direct mill shipments; 
that the present differential of $2 
per ton now granted by the mills 
should be continued; that, in their 
territories, galvanized seconds are 
not being distributed to any extent; 
on galvanized roofing sheets the 
present differentials of $4 per ton 
on 26 gage and lighter and $2 per 
ton on 24 gage and heavier are sat- 
isfactory; a majority of almost two 
to one of those polled stated that 
mills are confining the extension of 
the present differentials to legitimate 
distributors; that the present sched- 
ule of quantity and item extras are 
helpful. It was pointed out that the 
tabulation of votes on these ques- 
tions in favor of present differentials 
on galvanized and flat roofing sheets, 
the committee considered all those 
being in the affirmative who ex- 
pressed themselves in favor of a 
differential, even though they were 
not in favor of the amount now 
allowed as a differential. This also 
applies to the questions on quantity 
and item extras. 

While many thought the amount 
allowed was not adequate, more than 


80 per cent of members were in 
favor of the continuance of the dif- 
ferential now granted on galvanized 
flat and roofing sheets. 

While realizing that for certain 
purposes the galvanized second sheet 
can be used without injury to the 
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ultimate buyer, their indiscriminate 
sale, without identification was char- 
acterized as demoralizing to the 
maintenance of a legitimate ware- 
house schedule for prime sheets. The 
committee recommended the mills 
stencilling prime galvanized sheets 
as such, placing the stencil on the 
top sheet of the bundle. 

O. F. Murphy (Lyon, Conklin & 
Co., Inc.), reporting on “Conditions 
Surrounding the Distribution of Tin 
and Terne Plate,” confined his re- 
port to terne roofing, that being the 
large part of the sales of members. 
Terne roofing business has increased 
approximately 25 per cent, in view 
of which the committee recom- 


mended the manufacturers consider 
continuing or increasing advertising 
the product. It was also recom- 
mended that some differential be 
adopted by the manufacturers of 
terne plate on less than carload lots, 
as a reasonable protection to job- 
bers who regularly carry sufficient 
stock to meet warehouse demands. 

On the recommendation of the 
committee headed by E. M. Hoffeld 
(The Ferdinand Dieckmann Co.), it 
was decided to appoint a committee 
to work out a plan with regard to 
conductor pipe and eavestroughing. 
The report indicated that pipe and 
trough are rapidly becoming mill 
products and consequently should be 
classed with sheets, and that the 
market for pipe and trough should 
therefore be established by the mills 
when they establish the market for 
sheets. 

Joseph Stelwagon (Stelwagon 
Mfg. Co.), reporting on the “Pre- 
pared Roofing Situation,” indicated 
the need for a simplification of the 
now complicated affidavit, which, in 
order to comply with the Robinson- 
Patman law, many manufacturers 
must fill out. The report recom- 
mended a change to allow distribu- 
tors who are one hundred per cent 
wholesale to fill out an affidavit each 
month, simply stating that none of 
the goods sold during the previous 
month were sold to ultimate con- 
sumers, the jobber receiving a ten 
per cent credit on his entire pur- 
chases when such an affidavit is 
filed with the manufacturer. 

All the foregoing committee re- 
ports were adopted by the conven- 
tion. 


HARDWARE AGE 








al 
“4 
Ae 


Fa NTRS E 


BOE a ey BOE 





AS FE 





Wholesalers Protest Against Con- 
sumer Cooperatives Receiving 
Government Financial Aid 


HE National Wholesale Hard- 

ware Association, in its closing 

session of the Atlantic City 
convention, Thursday, October 22, 
1936, went on record in _ protest 
against Consumer Cooperatives re- 
ceiving, from tax monies, govern- 
mental financial aid, and tax exemp- 
tion privileges. The text of the 
resolution covering this subject fol- 
lows: 

WHEREAS, the establishment of 
subsidized consumer cooperatives by 
federal and state authority on theo- 
retical profit basis would practically 
eliminate every wholesaler and re- 


tailer in the country, destroy a capi- 
tal investment of many millions of 
dollars, deprive thousands of citizens 
of an opportunity to work, and dis- 
rupt our exceptionally efficient and 
economical system of distribution, 
and 

WHEREAS, the unfairness of 
such a program is in the fact that 
taxes paid into the governmental 
treasury by individual wholesalers 
and retailers will be used to develop 
a form of competition designed to 
injure their businesses, and 

WHEREAS, individual citizens 


have every right to promote the 


formation of consumer cooperative 
operations, it is not consistent with 
the principles of American govern- 
ment and the ideal of equal oppor- 
tunity for all to tax one group of 
business men for the purpose of 
raising funds to be used to subsidize 
competitors ; . 

THEREFORE, BE IT RE. 
SOLVED, by the Members of the 
National Wholesale Hardware As- 
sociation in convention assembled in 
Atlantic City, October 22, 1936, that 
we vigorously protest against any 
governmental agencies or bureaus, 
whether federal or state, promoting 
such institutions by official sanction, 
contributory financing or exemption 
from taxation or laws regulating the 
conduct of business. 

RESOLVED, that members be re- 
quested to protest to their Senators 
and Representatives in Congress and 
enclose a copy of this resolution. 


The “X Club’ Holds First Annual Dinner 


ERE are the past presidents 
H of the National Wholesale 

Hardware; Southern Hard- 
ware Jobbers; American Hardware 
Manufacturers and the Old Guard 
associations at their first annual 
meeting and banquet, held during 
the Atlantic City convention on 
Wednesday, October 21, 1936, at the 
Marlborough-Blenheim Hotel. Wal- 
ter M. Bonham, C. M. McClung & 
Co., presided at this dinner as “Chief 
X” and was succeeded through elec- 
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tion by F. Herbert Smith, Nicholson 
File Co. So that makes Mr. Bonham 
the first “X Chief X” in the hard- 
ware industry. This new X Club is 
comprised of all past presidents of 
the four associations mentioned. It 
was organized last April at the Mem- 
phis convention and will meet here- 
after at all Southern and national 
wholesaler-manufacturer gatherings. 
Those present from left to right are: 
J. E. Haviland; F. Herbert Smith; 
S. Horace Disston, Henry Disston 





& Sons,.Inc.; Fayette R. Plumb. 
Fayette R. Plumb, Inc.; A. E. Alver- 
son, Greenlee Tool Co.; Walter M. 
Bonham; James Hutchinson, Stan- 
ley Works; A. J. Bihler, J. C. Lind- 
say Hardware Co.; A. H. Nichols, 
Buhl Sons Co.; J. E. Stone, Stanley 
Works; G. S. Wilson, Stollberg 
Hardware & Paint Co.; A. P. Van 
Schaick, American Chain Co.; Mark 
Lyons, McGowin-Lyons Hardware & 
Supply Co., and George H. Harper, 
National Enameling & Stamping Co. 
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Convention Expresses Appreciation 
for the HARDWARE AGE SPECIAL 
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HE Harpware Ace SPECIAL 

brought more than 160 whole- 

salers and manufacturers to the 
Atlantic City convention, arriving 
Sunday morning, October 18, 1936, 
with special through cars from Chi- 
cago, Cleveland, Pittsburgh and Cin- 
cinnati. Due to a change in the 
time schedule this year’s special per- 
mitted part of the afternoon and a 
full evening for groups from all 
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points as the Cleveland cars joined 
the Chicago cars at Alliance about 
6 p.m. The train was again in charge 
of Will J. Feddery and Len V. Row- 
lands for HARDWARE AGE with the 
the splendid help of James Oliver of 
the Pennsylvania Railroad, along 
whose lines the train traveled. 

Those who took the special, which 
avoids the annoyance of a change at 
North Philadelphia expressed the 
opinion generally that this was best 
special so far. The American Hard- 
ware Manufacturers Association did 
not pass any formal resolutions but 
did express appreciation to Harp- 
WARE AGE for the HarpwarE AGE 
SpecraL. The National Wholesale 
Hardware Association passed a spe- 
cial resolution of appreciation which 
reads as follows: 

“Resolved: that we hereby express 
our appreciation to the HARDWARE 
Ace for sponsoring the special train 
from Chicago, adding to the pleasure 
and convenience of many of our 
members.” 

As before, there were special table 
d@héte meals served in two special 
diners and all equipment throughout 
was modern and comfortable. 
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This group and that on the opposite page, lower corner, were taken 


at Cleveland, Ohio. 
Chicago. 


The others picture the train about to leave 
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America at the Crossroads 


BY H. W. PRENTIS, JR. 


President, The Armstrong Cork Co., Lancaster, Pa., Tells 
Manufacturers’ Wednesday Morning Session That Our Pres- 
ent Recovery Has Been Artificially Stimulated by Stupendous 
Credit Inflation Caused Principally by Financing of Huge Gov- 
ernment Deficits Through Bond Issue. Says American Public 
Not Thoroughly Aware of This Progress and Its Inevitable 


Consequences 


N common with all decent busi- 
ness men I am just as anxious 
as any member of the present 
administration to do all I can toward 
making America a better place to 
live in for every man, woman, and 
child within our borders. As a cor- 
poration executive I have striven for 
many years—long before the New 
Deal was ever heard of—to contrib- 
ute my part toward bringing about 
just and honorable relationships be- 
tween employer and employee and 
customer and investor. As a citizen 
I have given my time and means to 
the support of our private agencies 
of community service and philan- 
thropy—just as you have. Most of 
these private welfare organizations 
are unique in size and scope com- 
pared with those of any other coun- 
try in the world. In the face of 
unsavory epithets directed at him by 
responsible officers of government. 
the American business man may well 
be proud of the fact that ninety per 
cent of the directors of all charitable 
organizations in this country come 
from his ranks; that twenty-five per 
cent of all donations to charity are 
made by business and industrial cor- 
porations—to say nothing of the per- 
sonal contributions of the officers of 
these institutions. To make my own 
position crystal clear in respect to 
the doctrine of “the more abundant 
life” I affirm both in word and in 
deed that I am in entire sympathy 
with every sound effort designed to 
raise the standard of living of the 
less fortunate strata of our popula- 
tion and to bring about those 
changes loosely described in the 
phrase “social justice,” as rapidly as 
those desirable objectives can be at- 
tained without weakening or destroy- 
ing the tenuous bonds that hold our 
constitutional representative democ- 
racy together. 
Have you ever thought how fragile 
and weak are the centrifugal forces 


that cement together the different 
segments of a nation or civilization? 
The faster a nation develops the 
more potent become the centrifugal 
forces that make for its disruption. 
All through the centuries we have 
seen great nations rise and fall. 
Within the past twenty years we 
have witnessed this process going on 
with terrifying results under our 
very eyes. Why? Simply because 
those who sought quick and speedy 
remedies for every social and eco- 
nomic ill so weakened the binding 
forces that had previously held 
nations together that before new 
binding forces became effective, the 
whole social organism exploded and 
went to pieces—usually with all the 
cruelty and murder, rapine, and 
senseless destruction that accom- 
pany such upheavals. 


Spain 


Take Spain for example: The 
binding forces in Spain have been 
the church, the institution of private 
property, and the’ tradition of mon- 
archy. There were doubtless abuses 
in respect to all three because of the 
universal frailty of human nature. 
But when these old cementing fac- 
tors were weakened and dissolved to 
the breaking point by those who 
sought “social justice” overnight— 
prior to the inculcation of new bind- 
ing elements in the minds and hearts 
of the people—chaos and civil war 
ensued. 

The cementing elements that hold 
our own country together are, it 
seems to me, first, a traditional re- 
spect for constitutional democracy 
with its careful separation of powers 
between the executive, legislative, 
and judicial branches, and between 
the federal and state governments; 
and second, our highly developed 
economic system in which every fac- 
tor—farmer, industrial worker, man- 
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ufacturer, wholesaler, retailer, and 
the professional man—is delicately 
inter-related. Weaken these two 
binding forces either by absorption 
of power by one branch of govern- 
ment at the expense of the others, 
or by destroying the people’s con- 
fidence in our economic system by 
the creation of class consciousness— 
before some new binding ingredient 
can be devised and the social struc- 
ture impregnated with it—and there 
is every reason to predict that our 
own proud democracy, despite its 
marvelous achievements, will even- 
tually disintegrate. 

It is foolish to argue in Pollyanna 
fashion because general business is 
better, corporation profits rising, the 
farmer receiving more for his prod- 
ucts, that therefore God is in our 
political heaven and all is well with 
the country. The course of our 
economic recovery in this depression 
has followed almost precisely the 
nation’s progress after the Civil War. 
Recent governmental policies un. 
doubtedly have helped in some re- 
spects and hindered in others, but 
recovery has proceeded month by 
month and year by year in almost 
exactly the same degree as in the 
great depression of 1873 after the 
Civil War. At that time there were 
no NRA, AAA, PWA, CWA, WPA, 
and countless other money-spending 
governmental agencies to pile up 
huge deficits. But gradually, as six 
years passed, debts were liquidated ; 
deferred maintenance piled up; con- 
fidence gradually returned, and with 
the return of that confidence, multi- 
tudes of people began to make pur- 
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chases and risk their money in new 
enterprises, and happy days came 
back again. 

That is what we are seeing today 
with this difference, that our present 
recovery has been artificially stimu- 
lated by stupendous credit inflation 
caused principally by the financing 
of huge government deficits through 
bond issues. At the moment there 
is enough excess credit in our banks 
to support a price structure mate- 
rially higher than that which pre- 
vailed in 1929. Huge subsidies dis- 
tributed to many different classes of 
our population have undoubtedly ac- 
centuated the natural forces of re- 
covery to which I have just referred. 
We may well regret when the “morn- 
ing after” comes some years hence, 
the stimulating cocktails of inflation 
that we are now drinking with ob- 
vious enjoyment. 

Because 90 per cent of our busi- 
ness transactions are carried on in 
the United States with checks in- 
stead of with actual money, the dis- 
tance that we have already gone 
along the primrose path of inflation 
is not realized by the American pub- 
lic. It would have been very clear 
did we in this country, as in France, 
conduct 90 per cent of our business 
with cash. What has happened is 
that, when the Government has 
needed money, it has gone to the 
banks with pieces of paper called 
Government bonds and the banks 
have bought them simply by credit- 
ing the U. S. Government with depos- 
its on the banks’ books of the re- 
quired number of dollars. By this 
device, which involves the issuance 
of no currency whatever, the depos- 
its of the banks are increased. The 
Federal Government then checks 


these deposits out for its ordinary 
expenditures and for relief pur- 
poses; its checks are deposited in 
the banks, the deposits of individual 
persons rise, and then, when the 
next time to borrow comes, the same 
process is repeated. Thus the “mu- 
sic goes round and round.” Bank 
deposits are swelled; the appearance 
of prosperity is enhanced, until the 
day of reckoning comes. 


“Rabbit” Dollars 


By implication the national in- 
come is alleged to have been in- 
creased by thus pulling “rabbit” 
dollars for the government out of 
the magical hats of the banks. For 
even the President of the United 
States (to the best of my knowl- 
edge) has never explained in his 
addresses on the budget that the fig- 
ures he quotes on national income 
actually include all government 
spendings—his own salary for ex- 
ample. The Government produces 
no wealth; all the money it spends 
obviously comes eventually out of 
the income of its citizens. From a 
practical viewpoint, therefore, it is 
really absurd to include government 
expenditures as a part of national 
income, but that is what is actually 
done. In other words, increase in 
the national income from $53,000,- 
000,000 in 1935 to $60,000,000,009 
in 1936, as stated in the President’s 
recent speech in Pittsburgh, is ac- 
counted for very largely by the Fed- 
eral deficit for the fiscal year, 1936. 
of $4,763,000,000. Under the theory 
that government expenditures should 
be included under national income, 
the greater the amount of money the 
Government spends, the greater the 
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income of the nation would be. If 
you employ a servant and pay him 
wages, certainly in determining the 
income that you and your servant 
have, you cannot properly add the 
salary you are paying him to your 
own. Such fallacious reasoning 
leads, as Dr. Raymond Moley says, 
“to the fantastic suggestion that 
when the national deficit gets beyond 
control, the national income will 
continue to rise and the nation will 
be prosperous beyond all precedent.” 

As business men you may also be 
interested in another vagary of Fed- 
eral accounting, namely, that repay- 
ments of debts owed to the Govern- 
ment are thrown into the account of 
daily receipts and expenditures. In 
other words, repayments of loans by 
banks, home owners, farmers, etc., 
are treated as Federal income in- 
stead of being used to reduce the 
debt contracted by the Government 
in order to make the original loans. 
It is actually as though a corpora- 
tion handled repayments of ad- 
vances to its subsidiary companies 
in the same way as receipts from 
its daily business. If you, as a 
corporation executive, attempted to 
treat income from the liquidation of 
capital assets in the same way as 
current income, you would be very 
quickly called to account by the 
Securities and Exchange Commis- 
sion because you would be giving 
your stockholders a false picture of 
your company’s affairs. Yet today, 
the most prominent spokesmen for 
the Government are telling the pub- 
lic that $8,000,000,000 is the total 
increase in the national debt under 
this Administration, and that the defi- 
cit in July and August, 1936, was 
about half the deficit in the same 
two months of 1935. Actually $285,- 
554,000, of the Government’s income 
in July and August, 1936, was repay- 
ments of loans. So the actual defi- 
cit for the two months was very 
close to the $671,812,000 deficit of 
the same months of 1935. 

One reason that these misstate- 
ments about Federal expenditures 
and the increase in the national in- 
come are so devastating in their ef- 
fect is that they tend to make the 
general public acquiescent in re- 
spect to the continuing expenditure 
of huge sums for relief in the face 
of increased activity in industry and 
agriculture. For some inexplicable 
reason, the Federal Government has 
never been willing to make an ac- 
curate census of the unemployed, 
but where figures have been ob- 
tained, the results are shocking. 
Take, for example, the situation in 
Lancaster County, Pennsylvania, 
where I live—one of the four or five 
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wealthiest agricultural counties in 
the United States. In August, 1929, 
551 business establishments in Lan- 
caster County had in their employ 
27,385 persons, and in August, 1936, 
the same 551 firms had 29,277 peo- 
ple on their payrolls. In August. 
1929, there were 692 persons on 
relief in Lancaster County and in 
August, 1936, there were approxi- 
mately 7,662! The factories are 
running, the farmers of the county 
are prosperous, as evidenced by the 
public statement of David L. Law- 
rence, Secretary of the Common- 
wealth of Pennsylvania, on October 
7, to the effect that the cash income 
of the farmers in Lancaster County 
had gone up to $17,118,500, an in- 
crease of 35 per cent over 1932. 
Whi, then, with almost 2,000 more 
people employed in the representa- 
tive mercantile and industrial es- 
tablishments of Lancaster County 
than in 1929, should there be almost 
7,000 more individuals on relief? In 
themselves, these figures supply a 
startling object lesson as to what 
happens in a democracy when the 
control of local affairs and expendi- 
tures is divorced from local control 
and the local taxing power. 


Sense of Balance 


In my business experience I have 
found that one of the most difficult 
things to accomplish is to preserve 
in the face of either present happi- 
ness or present disappointment, a 
proper sense of balance and per- 
spective. That, I think, too, is one 
of the outstanding difficulties with 
the average social reformer who has 
a laudable desire to correct some 
existing evil overnight. I believe in 
dreamers and theorists. Without the 
talented and exceptionally gifted in- 
dividual who can visualize the ob- 
jective which the masses of the peo- 
ple can but slowly and laboriously 
attain, the world would still be in 
savagery. But usually dreamers and 
theorists fail to relate and coordi- 
nate their dreams and visions with 
the lessons of history and experi- 
ence. Worthy objectives, therefore, 
fail of accomplishment sometimes 
because they are too far in advance 
of the current temper and education 
of the people. Similarly, dangerous 
impractical ideas frequently find 
popular backing merely because the 
glib advocate of such theories wins 
unthinking support from some mass 
group which does not possess and 
exercise the proper long-range criti- 
cal viewpoint in weighing the ullti- 
mate effect of such theories. 

In one’s personal life, in competi- 
tive business, and, I think, in the 
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life of nations, substantial perma- 
nent progress is rarely attained ex- 
cept at the cost of intelligent, for- 
ward thinking. Therefore, even 
though the bringing about of a po- 
litical and social millennium is a 
goal toward which we should all 
strive, it is well to explore the dis- 
tant road that lies hidden in the 
mists of the future-as well as the 
broad smooth highway that may 
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open before our immediate vision. 
In other words, it would avail us 
little to attain certain desirable so- 
cial objectives now, and find that in 
so doing we had gotten ourselves 
out of the frying pan of democracy, 
which has many discomforts, into 
the fire of dictatorship, which would 
burn and destroy every element that 
constitutes for us Americans the dig- 
nity of living as individual human 
beings. 

We Americans rarely, if ever, 
“count our many blessings one by 
one” when it comes to the personal 
freedom that we enjoy in this “sweet 
land of liberty.” We rarely, if ever, 
stop to think about how and why we 
are privileged to enjoy them. We 
take them for granted. We fail to 
view them with that historical per- 
spective that I spoke of a moment 
ago. We assume that the freedom 
we enjoy has always been an “in- 
alienable right”—to quote the Dec- 
laration of Independence. There- 
fore, the rights that we roughly sum 
up in the term “personal freedom” 
are weighed lightly, if at all, as we 
consider the immediate personal 
benefit of some alluring policy of 
government—particularly if we are 
convinced that its cost will be borne 
by the other fellow and not by our- 
selves. 

Nothing would profit the people 
of the United States more today than 
a few hours’ careful contemplation 
of the long struggle on the part of 


their ancestors that led finally to 
the winning of personal freedom for 
all men in our American Republic. 
The history of that struggle is an 
epic of the Anglo-Saxon race which 
goes back more than one thousand 
years. Personal freedom expressed 
in a representative constitutional 
democracy is distinctly a product 
of the western European peoples as 
distinguished from the oriental con- 
cept of despotism. From the time 
that Charles Martel in 732 turned 
back the Saracens in bloody battle 
at Tours in France, to 1683 when 
the tyrannical Turks were defeated 
under the walls of Vienna, there 
was struggle after struggle to es- 
tablish the idea that ordinary men 
had an inalienable right to personal 
freedom. For the English speaking 
people the first fruits of that age- 
long effort were evidenced by the 
Great Charter that was wrung from 
King John at Runnymede in 1215. 
It guaranteed that the personal lib- 
erty, property, and rights of no man 
were to be taken away except ac- 
cording to law or by the judgment 
of his peers. 

To protect these hard-won rights 
and fortify them with a properly de- 
signed system of government, many 
political philosophers contributed 
their ideas. In 1690, John Locke 
developed the axiom that the legis- 
lative body under no circumstances 
must transfer its power to enact 
laws to any other body or person. 
A Frenchman, Baron de Montes- 
quieu, did his part in 1748 when he 
promulgated the doctrine that the 
powers of the executive, legislative, 
and judicial branches of government 
must be kept carefully separated— 
if freedom is to be permanent. 


A New Nation 


In our own country your ancestors 
and mine fought the Revolutionary 
War, and after it had been won, the 
best minds among them sat down to 
write a document that would guar- 
antee freedom to their children and 
children’s children. Thus, “they 
brought forth on this continent a 
new nation conceived in liberty and 
dedicated to the proposition that all 
men are created equal,” and it is 
my measured conclusion that you 
and I today are engaged in a cru- 
sade to determine whether “any na- 
tion so conceived and so dedicated 
can long endure.” 

One of the greatest exponents of 
the rights of the average man was 
the distinguished publisher, Joseph 
Pulitzer, whose sons still conduct 
one of his great newspaper's, “The 
St. Louis Post Dispatch.” That 
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paper editorially epitomizes the is- 
sue that confronts the American 
people this fall in these words: 

“In the simplest possible terms, the 
overshadowing issue in the coming na- 
tional election is whether or not we 
shall set up in America, in defiance of 
the American tradition and in defiance 
of the plain intent of the Constitution 
as it now stands, a government with vast 
and centralized authority over the eco- 
nomic life of the nation.” 

In Walter Lippmann’s words, “be- 
tween a planned civilization and a 
free one there is involved the peace, 
the liberties, and the self-respect of 
men.” 

Four factors have guided the 
course of the American people dur- 
ing the century and a half of its 
existence: economic free enterprise, 
representative constitutional democ- 
racy, social classlessness, and local 
self government. Our Constitution 
was established to support that type 
of economic and political organiza- 
tion, and the rights of the individual 
within that organization were care- 
fully safeguarded. Today I maintain 
that our whole political and eco- 
nomic structure and the rights of 
the individual inherent therein, are 
endangered by a studied effort to 
evade or break down constitutional 
safeguards and by the thoughtless, 
if not studied, cultivation of class 
consciousness. 

But you will say, those are mere 
assertions; prove them. And to that 
end I now summon to my support 
a number of distinguished witnesses 
who will testify to the function of 
the Constitution as the protector of 
personal freedom, along with an- 
other group of those presently in 
power who do not hesitate to assert 
that it is an outmoded document 
which should be radically altered or 
discarded. Let me call the roll 
quickly. 

Hamilton and Madison stated in 
the “Federalist”: 

“In framing a government which is 
to be administered by men over men, 
the great difficulty lies in this: You must 
first enable the government to control 
the governed; and in the next place 
oblige it to control itself. It is of great 
importance in a republic not only to 
guard society against the oppression of 
its rulers, but to guard one part of the 
society against the injustice of the other 
part.” 

George Washington wrote to La- 
fayette in 1788 regarding the pro- 
posed Constitution: 

“It is provided with more checks and 
barriers against the introduction of 
tyranny and those of a nature less liable 
to be surmounted than any government, 
hereto instituted among mortals, hath 
possessed.” 

Abraham Lincoln said: “A major- 
ity held in restraint by constitutional 
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checks is the only true sovereign of 
a free people.” Thomas Jefferson 
records in his autobiography: 

“It is not by the consolidation or 
concentration of powers, but by their 
distribution, that good government is 
effected. Were not this great country 
already divided into states, that divi- 
sion must be made, that each might 
do for itself what concerns itself di- 
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rectly, and that it can so much better 
do than a distant authority. Every 
state again is divided into counties, 
each to take care of what lies within 
its local bounds; each county again 
into townships or wards, to manage 
minuter details.” 

Woodrow Wilson wrote in his 
book, “Constitutional Government”: 

“It would be fatal to our political 

vitality really to strip the States of their 
powers and transfer them to the Fed- 
eral Government . . . to buy temporary 
ease and convenience for the perform- 
ance of a few great tasks of the hour 
at the expense of that, would be too 
great a price and to cheat all genera- 
tions for the sake of one.” 
Wilson added: “The history of lib- 
erty is a history of the limitation of 
governmental power, not the _in- 
crease of it.” 

On March 4, 1930, President 
Roosevelt said: 

“Wisely or unwisely, people know 

that under the Eighteenth Amendment 
Congress has been given the right to 
legislate on this particular subject. But 
this is not the case in the matter of a 
great number of other vital problems 
of government, such as the conduct of 
public utilities, of banks, of insurance, 
of business, of agriculture, of education, 
of social welfare, and of a dozen other 
important factors. In these, Washing- 
ton must not be encouraged to inter- 
fere.” 
And yet today he is reported to be 
planning, if re-elected, some new 
legislation along the lines of the 
NRA. Again Mr. Roosevelt assured 
us in 1930: 





“To bring about government by oli- 
garchy masquerading as democracy, it 
is fundamentally essential that practical- 
ly all authority and control be cen- 
tralized in our national government .. . 
We are safe from the dangers of any 
such departure from the princples on 
which this country is founded just so 
long as the individual home rule of the 
states is scrupulously preserved and 
fought for whenever they seem in dan- 
ger.” 

In 1933 we find the President 
completely reversing himself in re- 
spect to these utterances in 1930. 
He has requested and received from 
a subservient Congress legislative 
power far beyond that ever dele- 
gated heretofore to the executive 
branch of the Federal Government. 
He has attempted the control of 
industry, agriculture, and the mone- 
tary system by executive agencies 
along lines uncharted by statute. 
When the Supreme Court declared 
that the Federal Government had no 
authority to control the production 
of agricultural crops, there fol- 
lowed the immediate enactment of 
substitute legislation which attempts 
exactly the same purpose by the use 
of Federal funds raised by a general 
revenue measure rather than by a 
tax directly related to the control 
measure itself. In this connection a 
Committee of the American Bar As- 
sociation said recently: 

“It is increasingly clear that many 
of the constitutional guarantees, how- 
ever potent they may appear to be in 
barring direct legislative invasion of 
rights of the citizen, fade away before 
a determined attack by a Congress 
which is unconcerned about the mainte- 
nance of our traditional institutions. 
Through the sophisticated exercise of 
the power to tax and of the power to 
spend public funds, it is possible for 
the national government to engage in 
activities and to accomplish ends which 
are quite ipconsistent with those insti- 
tutions.” 

The growth of the power of the 
executive department of the govern- 
ment during the past few years has 
been astounding. More than 1500 
executive orders with the force of 
law have been issued by the Presi- 
dent. As many as fifty new agencies 
and bureaus were created by execu- 
tive order to meet emergency condi- 
tions and many of them—still func- 
tioning even though the emergency 
is past—have never been given the 
benediction of Congressional au- 
thorization. New projects galore 
have been entered upon by the 
Executive Department without sub- 
mission to Congress, and literally 
thousands of administrative orders, 
which have the same force of law 
as executive orders, have been is- 
sued by officials to whom the Presi- 
dent has redelegated power. 
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Mr. Roosevelt himself has not 
been averse to making insinuating 
comments regarding the Constitution 
and the judicial branch of the Fed- 
eral Government, as in the case of 
his “horse and buggy” comment fol- 
lowing the decision of the Supreme 
Court in reference to the NRA. His 
most intimate associates, such as Mr. 
Wallace and Professor Tugwell, 
have not hesitated to express them- 
selves regarding the Constitution in 
outspoken terms. Professor Tugwell, 
as you know, has stated: 

“The first series of changes will have 
to do with statutes, with constitutions, 
and with government. It will require 
the laying of rough, unholy hands on 
many a sacred precedent, doubtless call- 
ing for an enlarged and national police 
power for enforcement. We shall also 
have to give up a distinction .. . eco- 
nom‘cally quite absurd, between pri- 
vate and public or quasi-public em- 


ployments. . . . The next series of 
changes will have to do with industry 
itself. Business will logically be re- 


quired to disappear. This is not an 
overstatement for the sake of emphasis; 
it is literally meant.” 

Mr. Wallace in his recent book, 
“Whose Constitution?” boldly says 
that the entire American system of 
government must be scrapped and 
a cooperative commonwealth substi- 
tuted for the present system of forty- 
eight sovereign states. A cooperative 
commonwealth in plain English is a 
socialistic society from which com- 
petition, the profit motive, and pri- 
vate property have been removed. 

H. G. Wells, the English author, 
after visiting Mr. Roosevelt for four 
days, has this to say in the final 
chapter of his Autobiography under 
the heading, “The Idea of a Planned 
World”: 

“He (Mr. Roosevelt) is being the 
most effective transmitting instrument 
possible for the coming of the new 
world order. He is eminently ‘reason- 
able’ and fundamentally implacable. . . . 
He is continuously revolutionary in the 
new way without ever provoking a stark 
revolutionary crisis.” 

De Tocqueville, the French ob- 
server, prophesied of the United 
States in 1835: 

“If ever the free institutions of Amer- 
ica are destroyed that event may be 
attributed to the unlimited authority of 
the majority.” 

The maintenance of a democratic 
form of government permanently 
hinges, in other words, on the pro- 
tection of the minority from the un- 
bridled actions of temporary ma- 
jorities, through a written constitu- 
tion, and any action that tends to 
destroy the respect of the American 
people for their Constitution and the 
interpreters thereof, the Supreme 
Court, strikes at the very root of 
personal freedom. The end of de- 
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mocracy means disorder and dic- 
tatorship. The only hope of na- 
tional salvation, as the historian, 
Grote, put it, is to “create in the 
multitude, and through them to 
force upon the leading ambitious 
men, that rare and difficult senti- 
ment which we may term a consti- 
tutional morality—a paramount rev- 
erence for forms of the constitution, 
enforcing obedience to the author- 
ities acting under and within those 
forms.” The fact that there may be 
vacancies to fill in the Supreme 
Court during the next four years 
should be a matter of the gravest 
concern to every American who be- 
lieves in “constitutional morality.” 

Concomitantly with the break- 
down of the fairly sharp division 
which has prevailed heretofore be- 
tween the executive and the legisla- 
tive divisions of the Government, we 
have witnessed during Mr. Roose- 
velt’s administration the growth of 
huge Federal bureaucracies, which, 
if not soon uprooted, will eventually 
strangle the processes of democracy. 
Over 300,000 new civil employees 
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have been added to the Federal es- 
tablishment—almost all of them in 
utter disregard of the Civil Service 
laws. When the present Adminis- 
tration entered office upwards of 80 
per cent of our Federal employees 
were under Civil Service; at the 
present time only 60 per cent are so 
covered. Herbert Spencer said: 

“A comparatively small body of offi- 
cials, coherent, having common inter- 
ests, and acting under a central author- 
ity, has an immense advantage over 
an incoherent public, which has no 
settled policy and can be brought to 
act un‘tedly only under strong provoca- 
tion. Hence an organization of officials, 
once passing a certain stage of growth, 
becomes less and less resistible.” 

It is claimed that almost two- 
thirds of the delegates to the recent 
Democratic National Convention in 
Philadelphia were government em- 


ployees. The alleged servants of 
the people thus tend to become the 
people’s masters under dominant 
leadership backed by all the finan- 
cial might of the United States gov- 
ernment, 

Newspaper and other propaganda 
on an unprecedented scale are now 
being carried on with taxpayer’s 
money—another of the processes 
that disinterested critics of govern- 
ment all agree leads eventually to 
the distortion of the popular will 
and the destruction of the essence 
of democracy, even though its out- 
ward forms be preserved. 

But to sum up my original conten- 
tion; namely, that the constitutional 
safeguards of personal freedom have 
been undermined and endangered, I 
need only quote from the President’s 
message to Congress last January: 

“They (the economic  autocrats) 

realize that in thirty-four months we 
have bu‘lt up new instruments of pub- 
lic power. In the hands of a people’s 
government this power is wholesome 
and proper. But in the hands of polit- 
ical puppets of an economic autocracy 
such power would provide shackles for 
the liberties of the people.” 
There is a stark, bald statement 
of fact, and I submit that the Con- 
stitution of the United States was 
designed and intended to make it 
impossible for any Federal Govern- 
ment or President—good, bad, or in- 
different—legally to secure power 
under it to “provide shackles for the 
liberties of the people.” Yet we 
have been so careless of our consti- 
tutional liberties that the chains 
have actually been forged in four 
short years. And now as Mr. New- 
ton D. Baker, former Democratic 
Secretary of War, said on May 26th 
last: 

“President Roosevelt doesn’t need to 
disband Congress. He is already more 
powerful than Mussolini or Hitler.” 

In a public address three years 
ago, I made the statement that “the 
war of classes in America now being 
fostered... has more ominous pos- 
sibilities not only for industry but 
for our political institutions, than 
any cloud that has appeared on the 
horizon in years.” Today that cloud 
has mounted from horizon to zenith 
and its dark thunder heads of class 
hatred threaten the permanence of 
our democratic system. I need not 
enlarge here on the many Congres- 
sional investigations that we have 
witnessed, conducted in a manner 
calculated to discredit all forms of 
banking, industrial, and commercial 
leadership. I need not refer to the 
consistent effort on the part of many 
high government officials to smear 
all business men with the tar of 
greed and corruption; I need not 
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refer to the arbitrary publication of 
the income of certain classes of 
private individuals in order alleg- 
edly to correct the rapacity of a 
few; I need not refer to the trucu- 
lence displayed toward business ex- 
ecutives and the more fortunate 
groups in our population by the very 
highest officials of government in in- 
cinuating comments, such as: “It 
was not the wage earners who 
cheered when these laws were de- 
clared invalid” by the Supreme 
Court; “gentlemen who come from 
their warm and well-stocked clubs 
and seek to dictate to the govern- 
ment, how it should let people 
starve;” “unscrupulous money- 
changers” and the like. 

You are all familiar with Pro- 
fessor Tugwell’s intemperate address 
in Los Angeles last October in which 
he said: 

“We must draw together nursing the 

sources of that anger which has driven 
us forward ... We have no reason to 
expect that the disestablishing of our 
plutocracy will be pleasant . .. We 
should succeed for once in establishing 
a farmer-worker alliance in this coun- 
try which will carry all before it, which 
will reduce our dependence on halfway 
measures .. . To do this, we shall have 
to recognize our enemies pouring out 
upon them the indignation we have too 
much withheld.” 
Even General Johnson, a friend of 
the Administration, was led to char- 
acterize the President’s address to 
Congress last January as a “de- 
liberate appeal to passion... the 
joy of every advocate of class hatred 
here and in Russia.” 


Class Hatred 


But why multiply examples? 
Never in the history of the United 
States has there been so much class 
consciousness and hatred created— 
thoughtlessly or intentionally — as 
there has been during the past four 
years. Never before has there been 
such an attempt to split the elec- 
torate along horizontal instead of 
vertical lines. Tides of human pas- 
sion cannot be turned on and off at 
will, as can an electric light. That 
is why the stirring up of such emo- 
tion is so dangerous. But why argue 
the point further? Listen to what 
Dr. Raymond Moley said in his 
magazine, “Today,” on September 
12, 1936: 

“This process (class consciousness) 
if carried to its ultimate conclusion, will 
produce two parties representing specific 
economic classes. Party and class will 
become synonymous. Class will be 
pitted aga‘nst class, as John Adams 
once warned us it might. In the long 
run, class warfare means dictatorship. 
And dictatorship means the end of 
democracy. 
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“This possibility is far more grave 
than any of the issues which are being 
discussed in this campaign. Stripped 
of frills, it comes down to the preserva- 
tion of democratic institutions in a 
world where they have been steadily 
losing ground for more than ten years.” 
And again on October 9th in an 
address before the Association of 
National Advertisers, Dr. Moley 
commented as follows: 

“The fact is that in some states, such 
as Pennsylvania and Washington, the 
political conflict has already come close 
to a class struggle. There is no re- 
course to violence in either place, but 
the efforts of ambitious politicians to 
prevail there are creating a condition 
that would be little short of tragic if 
it spread widely through the country.” 

What can we do to prevent class 
feeling from engulfing us? What 
should we do as business men in 
this great crisis? I have always 
agreed that an honest confession is 
good for the soul. So we might start 
trying to answer that question by 
admitting that many of us have been 
so busy making money that we have 
given little or no attention to the 
basic changes that the power-age of 
modern industry has brought about 
in respect to the status of industrial 
workers. As machinery has become 
more and more complex, skills have 
had to become more highly special- 
ized. It is far more difficult for a 
worker to pass from one sort of em- 
ployment to another now than it was 
fifty years ago. Multitudes of men 
today are qualified for one type of 
task and for no other. The huge 
investment needed for the compli- 
cated machinery required for mass 
production, has resulted in an in- 
creasing centralization of industry 
both geographically and from an or- 
ganization standpoint. Access to the 
land as well as to other industrial 
pursuits has become physically more 
difficult for the working classes. The 
corporate form of business organ- 
ization with the high liquidity of its 
securities has accentuated both the 
peaks and valleys of the business 
cycle. 

Changes of this kind have been 
going on under our eyes for several 
decades but many of us have been 
too blind to recognize that they ne- 
cessitate an altered attitude on our 
part as employers. The true func- 
tion of a business organization goes 
beyond the creation of mere goods 
and services. It must reach down 
into the lives of the people and help 
provide them with a larger measure 
of the good things of life, together 
with a greater degree of continuity 
of employment and security in old 
age. If, as business men, we had 
been more far-sighted, we might 











have avoided by voluntary action 
much of the restrictive legislation 
which is now being forced upon us. 


Pensions 


Let me make myself clear. I 
personally believe in unemployment 
compensation and old age pensions. 
It would have been splendid had the 
recognition of the importance of 
such programs been so widespread 
that plans therefor might have been 
carried out on a private basis. That 
procedure now is out of the question. 
I am convinced nevertheless that 
the Federal Government should have 
no direct part in either unemploy- 
ment compensation or old age pen- 
sion plans, because of the danger 
to representative democracy that lies 
inexorably in the creation of the 
enormous bureaucracies required for 
their administration, and the accu- 
mulation of huge reserve funds in 
the Federal Treasury subject to the 
whims of centralized legislative con- 
trol. As already stated, democracy 
cannot long exist if the responsibil- 
ity for local affairs does not remain 
in local hands, closely correlated 
with local taxing power. Therefore 
the wise thing for the patriotic 
American business man to do is to 
get back of sound and proper social 
security legislation in his own state, 
even though temporarily it may re- 
sult in his having to operate at some 
disadvantage against competitors in 
neighboring states who may not for 
the time being be subject to similar 
burdens. Similarly we should give 
our active support to all wiee pol- 
icies of government which make for 
the greatest good of the greatest 
number—so long as such policies do 
not endanger the fundamental con- 
cepts of constitutional, representa- 
tive denfocracy. 

As citizens of the greatest republic 
the world has ever known, we should 
set our minds and hearts like flint 
against the whole philosophy of the 
totalitarian state—the idea that the 
state should control the lives and 
fortunes of its citizens. We should 
analyze carefully the critical situa- 
tion that the country now faces, not 
merely in the light of current fac- 
tors that may be favorable to us 
individually at the moment, but from 
a long-range historical viewpoint as 
well. We should never cease our ef- 
forts to interpret the American Sys- 
tem of private enterprise to our 
friends, our associates, our employ- 
ees, and the general public. In co 
doing we must be crusaders both in 
word and deed. Words alone will 
not suffice. For personal freedom 
involves grave personal responcibil- 
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ities along with its high privileges. 
So what we actually do in our busi- 
nesses day by day must affirm our 
acknowledgement of that funda- 
mental principle. Only thus can 
American business provide the in- 
telligent, far-seeing stewardship that 
will sterilize economic and political 
radicalism. “It is the spirit that 
quickeneth.” In plain language, it 
seems to me that we shall fall short 
of our duty in the present crisis if 
we are not wise enough to embody 
in our business lives the ethical prin- 
ciples of the Sermon on the Mount, 
the Parable of the Good Samaritan, 
and the Golden Rule. Without such 
vision, democracy in a highly de- 
veloped industrial civilization will 
perish. 

In a book by Owen Wister, giv- 
ing the story of his long friendship 
with Theodore Roosevelt, the author 
recounts the following incident 
which took place in 1895: 

“*How long do you give the govern- 
ment at Washington to last?’ I asked 
Roosevelt and (Henry Cabot) Lodge as 
we sat lunching. Those two students 
and writers and makers of history, well 
versed in the causes which have led to 
the downfall of the empires, kingdoms, 
and republics that have had their day 
and gone into the night, were both 
silent for a moment, then one of them 
said: ‘About fifty years.’ Which of the 
two set this limit, I do not recall; I 
remember only that the other did not 
contradict him.” 

Forty-one of those fifty years have 
elapsed. What do the next nine 
hold? 

In common with many of you, I 
have had the stirring privilege of 
visiting the great temple of Karnak 
in upper Egypt and looking across 
the Nile at the scattered ruins of 
the proud capital city of Thebes 
which flourished 3500 years ago. I 
have stood also at the east portal of 
the Parthenon and gazed down from 
the Acropolis on the remains of the 
theatres, the market places, and the 
temples of ancient Athens. I have 
sat for hours in the Forum at Rome. 
In all three places I have tried to re- 
create in my mind’s eye the throngs 
of well-dressed, intelligent business 
and professional men who lived and 
moved and had their being among 
what were then the pulsing centers 
of those great civilizations. As I 
did so, I wondered what they were 
thinking about in the days when, as 
we know now, their governmental 
and economic systems were being 
slowly but surely undermined. Had 
they realized sooner the subtle proc- 
esses of decay that eventually 
brought disaster, might not their ac- 
tions have changed the course of his- 
tory? There is no sure answer. But 
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we do know that the eminent arch- 
aeologist, Sir William Flinders 
Petrie, who has studied scores of 
dead and buried civilizations, asserts 
that they all ran the same cycle: 
Despotism bore down on the people 
until they turned on the autocrat 
and destroyed him and set up a 
democracy. They hedged their de- 
mocracy about with various safe- 
guards but finally in every case 
democracy consumed itself through 
the waste of public money until fi- 
nancial collapse and social disin- 
tegration ensued. Then to bring 
order out of chaos, men submitted 
themselves once more to autocratic 
rule and the cycle began again. The 
German philosopher, Spengler, as- 
serts in somewhat similar fashion 
that democracy leads inevitably to 
liberalism, socialism, and _bolshe- 
vism. Accustomed as we are to over- 
coming obstacles, do we Americans 
intend to bow—even to the inevit- 
able—without struggling to the limit 
to preserve our democratic institu- 
tions? 

This past summer I spent a few 
days in Russia. I had read a good 
many books about the country be- 


fore I went there, but until I actually 
saw the results and felt the atmos- 
phere of ruthless dictatorship, I 
never appreciated what the loss of 
the personal freedom that we enjoy 
so blithely in this country, would ac- 
tually mean. Let me put it this way: 
If you were not permitted to read 
whatever books, newspapers, and 
magazines you wanted to read; if 
you were not privileged to think as 
you saw fit to think and to express 
your ideas freely within the bounds 
of ordinary decency; if you could 
not assemble freely with your 
friends and associates, as we are as- 
sembled today; if you could not 
worship God as you saw fit; if you 
could not travel freely from one end 
of the United States to the other and 
expect to find some task at your des- 
tination to which you could turn your 
mind and hand if you wished to do 
so; if you could not come and go 
out of the country as you desired; 
if you were not privileged to find 
whatever niche in life your own 
energy and ability warranted, then 
I ask you this: What would there be 
left in life for you as a self-respect- 
ing American citizen? 


Compensation of Salesmen 
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HE subject of the compensa- 

tion of salesmen is as old as 

the industry. Many methods 
have been used in the past, and 
many different methods are now in 
use, but no uniform plan has ever 
been devised, and probably never 
will be, due to the varied conditions 
that exist in different businesses in 
different sections of the country. 
However, there are certain funda- 
mentals that we must not ignore if 
we are to conduct our business 
successfully. I will only touch on 
the ‘first and most important of 
these fundamentals. Salesmen’s com- 
pensation to be satisfactory to both 
the salesman, and to you as his 
employer, should be worked out on 
a profit-sharing basis, that is, the 
salesman should participate in the 
net profits which he produces. This 
furnishes an incentive to greater 
effort on the part of the salesman, 
than any other plan that I have ever 
observed. Of course, in the appli- 
cation of this plan some variations 
may be necessary on account of the 
differences in territories, and com- 
petitive conditions that might exist. 
Now in reference to the most 


practical method for basing the ex- 
pense accounts of salesmen. Ex- 
pense accounts like compensation 
should be based on profits, as we 
all recognize that you can be more 
liberal with the salesmen who are 
getting good results, than you can 
with those whose results are only 
fair or poor. The question of how 
such accounts should be handled to 
conform with the National Security 
Act: This, as you will remember, 
was referred to by Mr. Fernley in 
his very interesting and instructive 
annual report. And it is quite evi- 
dent that many of us will find it 
necessary to make some changes in 
our present system. 

And due to the fact that this 
legislation is new and being our 
desire to conform with the law, I 
hope we can discuss this matter very 
freely, in order that we may become 
more familiar with this act, insofar 
as it affects salesmen compensation, 
the subject which we now have un- 
der consideration. I am sure that I 
haven’t told you anything which you 
did not already know, but I hope 
the discussion will bring out many 
things of interest. 
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other hardware jobbers, we 

thought we were doing a pretty 
good job of stock-keeping as well 
as maintaining a well - balanced 
stock. We were “penny wise and 
pound foolish,” because about 12 
years ago we awoke to the fact that 
our back orders were amounting to 
approximately 9 or 10 per cent of 
our sales. This astonishing de- 
ficiency was disclosed only after ex- 
pense and the work of pricing and 
extending our back orders, or shorts, 
daily over a period of one month. 
This checkup revealed that we were 
not only losing the amount in sales 
and profit on the original items that 
were short on our customers’ orders, 
but our customers were disappointed 
and probably disgusted in many 
cases, with our service. Naturally, 
when we could not supply their 
needs they were forced to buy the 
shorts that we could not furnish, 
elsewhere, and our competitors con- 
sequently secured their business on 
many items that we did have in 
stock. 

Without an adequate system of 
stock control, many times our stock 
of certain items was entirely de- 
pleted before we knew it, and as it 
required from two to four weeks to 
get a shipment from the factory, 
we would continue to back order 
and lose that business for that en- 
tire period. One salient point that 
we have found out, is that it takes 
just as much sales effort and sales 
expense to sell merchandise that 
one is out of (and a lot more office 
expense, due to explanatory letters, 
etc.) as it does to sell items that 
are in stock. 

In addition to shorting 9 to 10 
per cent of our orders, we found, 
on the other hand, that we often 
had excessive and heavy stocks of 
other lines. 

Believing that the day had passed 
when one or two stock men could 
walk the aisles of our warehouse 
making notations for the buyers and 
keep a well-balanced stock of mer- 
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chandise on hand, we definitely de- 
cided we must improve the condition 
that had been existing, and thorough 
investigation of numerous stock con- 
trol systems convinced us that only 
a perpetual inventory and stock con- 
trol method could meet our require- 
ments. 
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Stock control is naturally of 
prime importance, and an _ over- 
stocked condition is responsible for 
more’ failures and unsuccessful en- 
terprises than any other factor. Any 
jobber or wholesaler should not 
overlook any factor that will in- 
crease his profits and at the same 
time reduce the overhead expenses. 
Some results of an overstocked con- 
dition are increased insurance, use- 
less tying-up of capital, deterioration 
and losses due to price reduction, as 
well as floor space that should be 
used for merchandise having quicker 
turnover. 

On the other hand, shortages lead 
to loss of sales and dissatisfied cus- 
tomers. The fine line between profit 
and loss very often hinges on the 
executive’s understanding of the dif- 
ference between merely keeping 
stock records and actually practis- 
ing stock control. 

Over 20,000 items are recorded in 
our perpetual inventory and stock 
control system. Since the installa- 


tion of this system, shortages have 
been reduced from 9 to 10 per cent 
to less than 1 per cent of our sales. 
Overstocks have been kept at a 
minimum. The result of this has 
been an approximate reduction of 
25 per cent in our inventory, an 
increase of over two times in in- 
ventory, a better-balanced stock of 
merchandise and more well-pleased 
and satisfied customers. 

The initial expense and fixed 
upkeep and operation of this system 
are not comparable with the benefits 
derived in the saving of money, time, 
customers’ good will, etc. However, 
one must bear in mind that regard- 
less of how expensive or how perfect 
any method of stock control is, it is 
not worth a red cent in results un- 
less it is kept up properly and 
supervised in an efficient manner. 

The usual stock record card or 
book is just what its name imples— 
a “record”—and it is very difficult 
to make it an active factor in stock 
control. Kardex visibility and sig- 
naling set up a very significant dis- 
tinction between maintaining a rec- 
ord and practising control. Stock 
control records serve many _pur- 
poses, however; there are eight im- 
portant conditions which stand above 
all other requirements of a _ well- 
designed stock record, and these 
are: 

1. How many weeks or months’ sup- 
ply on hand. 

2. What items have reached their 
ordering peint. 

3. What items are on order. 

4. When should seasonable items be 
purchased. 

5. What items are out of stock. 

6. What items are overstocked. 

7. What quantities are now selling 
per moath. 

8. What turnover is being obtained. 


The ideal time to put this or 
any other stock control system into 
effect is at the regular annual or 
semi-annual inventory period. Your 
actual count of inventory should be 
transferred to the disbursement 
cards, which give you an accurate 
base to start your stock control on 
each item. 

The installation in our own busi- 
ness is made up of 20 cabinets, 
which include over 22,000 items. 
Each item in our stock, with the 
exception of some small repair parts, 


95 














has its own individual disbursement 
card and purchase record. 

Some houses have made the mis- 
take, in my opinion, of putting two 
and sometimes three items on a card 
in order to decrease the number of 
trays and cabinets necessary to 
handle their stock. It is far more 
satisfactory to have a disbursement 
card and a purchase card for each 
item, and this helps to eliminate 
the possibility of error due to the 
operator taking the shipments off 
the wrong item. These cards are 
placed in the trays in the exact 
order in which the items are illus- 
trated in our catalog, leaving a 
certain number of pockets blank 
after each section for the addition 
of new lines or items added. When 
we first started in with this system 
of stock control, we gave each item 
a serial number, starting at number 
one, and on our salesmen’s order 
sheets we had a separate column 
for the serial numbers. The sales- 
men were required when writing up 
their orders to put the serial num- 
ber (which was shown on their 
price page) in the column opposite 
each item. This was necessary as 
the Kardex operators were not famil- 
iar with the items or the arrange- 
ment, and the serial numbers would 
indicate to them the location of the 
items in trays and cabinets. This 
method slowed the salesmen to some 
extent in writing up their orders, 
but it did have a good effect on 
them because it required them to 
actually look up the serial numbers, 
as they couldn’t remember 22,000 
numbers and at the same time they 
priced the article as it was priced 
on the price pages in their catalog 
rather than from memory. 

The disbursement card shows the 
name and size of the item, the 
serial number and the minimum 
stock, the date, and the quantity 
sold each day, which is deducted 
from the balance of stock shown 
the previous day. As merchandise 
is received in our stock it is entered 
in red pencil by date, and this quan- 
tity is added to the quantity on hand. 
When an actual count is made of 
an item it is entered in blue pencil 
and is the new balance on hand 
to work from. 

In taking our annual inventory, 
the inventory sheets showing the 
actual count are worked through the 
stock control system, and if there 
is a difference between the amount 
shown on the disbursement cards 
and the actual count, the item is 
sent back for recount. This gives 
us a double check on our annual 
inventory count and also corrects 
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any errors that might occur on the 
stock control cards. 

We have found that our stock 
control system is within 5 per cent 
of our actual count at our annual 
inventory, which will give you a 
good idea as to its correctness and 
its possibilities. 

When we issue new catalogs, it 
is, of course, necessary to revise 
the arrangement of the pockets in 
the trays. Cards are made for 
each new item shown in the new 
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catalog and are properly placed in 
their respective positions. Items that 
are discontinued in the new catalog 
and of which we still have some 
stock on hand are left in their rela- 
tive positions, but are marked “dis- 
continued.” As the discontinued 
items are sold out the cards are 
removed and destroyed. Instead of 
using the serial number now, we 
use the catalog page number for 
the location. 

Deliveries from manufacturers’ are 
becoming slower and slower—at 
least we are having that experience, 
so to enjoy a predetermined turn- 
over of “six” it is necessary to 
establish the following routine. To 
be on the safe side, 30 days are 
required usually for delivery of 
merchandise from the factory to 
your warehouse, so set the minimum 
ordering point at 8 weeks’ supply. 
When the withdrawals from stock 
reach the 8 weeks’ minimum, a red 
colored signal is inserted in the 
card, which indicates that it is 
necessary to reorder another 8 
weeks’ supply. When the merchan- 
dise is ordered, the red signal is 
replaced with a green signal, which 
indicates that an order has been 
placed. You will soon have in 
operation a plan that shows bal- 
ances between a low of four weeks 
and a high of 12 weeks’ stock. The 


average will be close to 8 and the 
turnover will then be 6. 

On the other hand, there will 
be items on which you cannot get 
the 6-time turnover, due to the 
necessity of buying in carload lots, 
which may be, and often is, more 
than an 8 weeks’ supply. 

Overstock items are marked with 
a purple signal and discontinued 
items are marked with a black sig- 
nal. 

Deductions from the disbursement 
cards are made from the original 
orders after they have been worked 
and invoiced, but before the cus- 
tomers’ orders have been posted 
by the Accounting Department. 

Tally slips are used on fast- 
moving items to total the sales and 
then make group postings. The use- 
of the tally slip speeds up posting 
and cuts down the number of cal- 
culations. 

As items reach the specified mini- 
mum stock the operators, in addi- 
tion to placing a red signal on the 
card, make a memorandum of the 
item. At the end of each day all 
of the items that have reached the 
minimum during the day are typed 
on a sheet and placed on the buyer’s. 
desk for immediate attention. 

A list of overstock and discon- 
tinued items should be typed at 
regular intervals, showing the stock 
on hand. This information is passed 
on to the salesmen with instructions 
to put special effort on these items 
at lower than regular selling 
prices, if necessary to move the- 
stock. This prevents the accumula- 
tion of obsolete merchandise. 

The purchase record cards show 
the name and size of the item, the 
buyer’s name, the factory names of 
our suppliers, the date, order num- 
ber and the quantity purchased. 
Another column shows the date the 
order was shipped and the quantity, 
and another column the date and! 
quantity received. These dates show 
the time required for shipment and 
delivery after the order is placed 
with the manufacturer, from which 
the minimum stock can be deter- 
mined. This card shows on the: 
right-hand side the monthly re-cap 
of sales as well as the total yearly 
sales for several years; it may also 
show the weight, factory cost and 
delivered cost. 

The monthly re-cap of sales is 
very important, as it is practically 
impossible to obtain a satisfactory 
turnover without a monthly barome- 
ter due to the fluctuations in sales, 
even of the most staple items. Many 
items have their seasonable fluc- 
tuations and therefore it is neces- 
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sary to have a monthly record of 
jast year’s sales, as well as the 
sales for the current year. 

A careful study of the monthly 
record of sales is essential, because 
it shows the rate of increase or 
decrease, so that orders can be placed 
more accurately. It eliminates out- 
of-stock conditions, prevents over- 
stocks and permits a maximum turn- 
over with small but ample stocks. 

Listed below are the rates of 
turnover of inventories as compiled 
by Remington-Rand, Inc., accom- 
plished by groups of representative 
companies in certain industries, 
stated in dollars of annual sales 
at cost per dollar of inventory at 
cost. 

Retail Grocer ....... 12.0 
Chain Grocer Fry ae 
Retail Drugs 

Retail Hardware 

Five- and Ten-cent Stores. . 

Wholesale Grocer 

Chain Grocer Warehouses 

Wholesale Drugs ... 

Wholesale Hardware 

Wholesale Auto Parts 

It costs annually 12 per cent of 
the value of goods to own them for 
a year. In about 8 years an item 
doubles its purchase price. In four 
years you must sell at 50 per cent 
mark-up to break even. Note how 
turnover increase affects the 12 per 
cent yearly carrying charge. 

Times 
Each Year 


Carrying 

Percentage 

- 12% 
6% 
4% 
3% 
2.4% 
2% 

1.7% 

1.5% 

1.3% 

10 5 , 1.2% 

An ideal situation would be to 
turn your stock 12 times a year 
and buy on 30 days dating, then 
you would be doing business on 
the other fellow’s money. 

Another great benefit that we have 
derived from this system is the 
speed with which we are able to 
complete our annual _ inventory. 
Starting several months in advance 
of the close of our year, inventory 
pages are typed, using the stock 
control as a guide, showing the 
serial number, name and size of 
each item. This saves the writing 
of the item at the time the stock 
is counted, and when the inventory 
is completed it is identical in ar- 
rangement of items with the catalog 
and stock control. 

The original typed inventory 
sheets are sent to the various floors 
and the actual count is inserted op- 
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posite the proper item. Case lots 
are added to the quantities stocked 
in bins, so that you have the entire 
quantity on hand listed in one entry. 

Any items found in stock that 
are not typed on the inventory page 
are listed in long hand on additional 
inventory sheets. This gives us ready 
information for the disposal of such 
items. 

By having the inventory sheets 
typed prior to the closing of the 
year, the inventory may be priced 
before the quantities are entered. 
In the event of excess stocks or 
obsolete or discontinued items, it 


may be necessary to revise the price 
to a figure that will move such mer- 
chandise. 

After the quantities have been 
inserted on the inventory pages, the 
pages go through the stock control, 
the quantities are entered on the 
disbursement cards, and, if recounts 
are not necessary, they are then 
passed on to the extension clerks. 

It requires from two to three days 
for the actual count of stock and 
entry on the stock control, and an 
additional two days to complete the 
extension and proving of the in- 
ventory. 





Relations with Producers 


By HENRY J. ALLISON 


Glasgow-Allison Co., Charlotte, N. C., Discusses Manufactur- 
ers’ Selling Policies in Relation to Jobbers’ Problems Before 
Jobbers’ Wednesday Morning Management Clinic Session. 
Studies Different Types of Available Distribution and the 


Jobbers’ Views and Practices Under Such Circumstances 


tical discussion of this subject, 

I find it necessary to divide 
manufacturers into three general 
parts. I have good precedent for 
such a division because, if I remem- 
ber my early school Latin correctly, 
all Gaul was divided into three parts, 
and I'll ask any jobber present if 
manufacturers are not all gall. 

My first group consists of those 
manufacturers who do not distribute 
their product through wholesalers. 
This group owes no obligation to the 
wholesaler, and I know of no good 
reason why they should make known 
their sales policy insofar as the 
wholesaler is concerned, and so I 
shall dismiss this group so far as 
this discussion is concerned. 

The second group consists of 
those manufacturers who distribute 
their product exclusively through the 
wholesaler. This group, as a gen- 
eral rule, does not hesitate to make 
known its sales policy. There would 
seem to be every reason why it 
should, because of the desire to 
make capital of the fact that it dis- 
tributes its goods exclusively through 
the wholesaler. We certainly do not 
need to argue the case with this 
group of manufacturers, and so with 
a pat on the back, we can dismiss 
them, so far as this discussion is 
concerned. 


iz order to get down to a prac- 


The third group which, incidental- 
ly, would take in the largest part 
of “Gall” distribute their goods 
through both the wholesaler and 
through other channels of distribu- 
tion. They may sell to wholesalers 
and_ independent retailer, or they 
may sell to both of these, and to 
the syndicate type buyer, or their 
sales policy may be to sell to all 
comers, It is, of course, to this group 
that our argument should be largely 
directed. 

A marfufacturer has a perfect right 
to select his channels of distribu- 
tion. If sensible, he will naturally 
select that channel which best suits 
the products he manufactures. The 
wholesaler is not always the best sys- 
tem of distribution for every prod- 
uct made. Any fair-minded whole- 
saler will readily admit there are 
lines of merchandise which do not 
lend themselves to wholesale dis- 
tribution. We certainly have no 
quarrel with manufacturers who find 
other methods of distribution more 
suited to their needs. Each manu- 
facturer must decide that question 
for himself, either through choice 
or necessity. 

In considering methods of distribu- 
tion, however, let us remember, first, 
that wholesaling is not an obsolete 
method of distribution. The United 
States census figures clearly estab- 
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lish this fact, as most recent avail- 
able statistics indicate that not only 
the volume of wholesale business is 
increasing from year to year, but 
the number of concerns doing a 
wholesale business is increasing. 

Wholesaling is not a luxury, or 
a mere convenience which can be 
dispensed with at will by either 
manufacturer, or retailer. Manu- 
factured products, and especially 
that large group which comes under 
the broad classification of hardware, 
have to be distributed from the place 
of manufacture to the community in 
which they are needed for ultimate 
consumption, and some one must per- 
form that task of distribution. It 
is just as important to have goods 
when they are needed and where 
they are needed as it is to manu- 
facture them in the first place; and 
the cost of that distributing service 
is just as vital an element in the ulti- 
mate value of a product as the raw 
material, or the labor which went 
into its manufacture. 

Wholesaling is not an experiment, 
it is as old as the Republic, and 
older by many generations. It has 
proven its value by the inexorable 
tests of time and necessity. 

Wholesaling is not an added cost 
to the consumer price of goods. The 
fair test of this statement is the con- 
sumer price of goods distributed 
exclusively through wholesale chan- 
nels, as compared with those dis- 
tributed exclusively by other meth- 
ods. The wholesaler is ready at any 
time to meet the competition of dis- 
tinct types of distribution, and when- 
ever he cannot hold his position in 
competition with other systems of 
distribution, he not only will, but 
should, pass from the picture. 

Distribution of goods through the 
wholesaler is intended to be, should 
be, and is an orderly, efficient and 
economical method of distribution. 

The confused conception of the 
wholesaler’s function coupled with 
the modern dual system of selling 
has resulted in much confusion, 
discrimination, and chaos, resulting 
in actually increasing the cost of 
distribution instead of decreasing it. 
The problem before us today is the 
elimination of the chaos, confusion, 
cross-currents, and waste motion in 
order that a more orderly flow of 
distribution might be accomplished 
in handling the products of Amer- 
ican industry. 

What distribution needs most to- 
day is that same approach to the 
problem which actuated the manu- 
facturer when he set about the de- 
velopment of his production line 
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which has become the envy of the 
whole wide world. This was ac- 
complished by the elimination of 
waste, friction, disorganization and 
confusion and the establishment of 
an orderly flow of labor and material 
from the beginning to the end of 
the production line. 

The engineers of modern trans- 
portation by the elimination of fric- 
tion, resistance and _ interference, 
have stream-lined the automobile, 
trains and aeroplanes, and attained 
a degree of speed and efficiency 
which has revolutionized transporta- 
tion. 

No manufacturer in building an 
efficient production line refuses to 
use method or machine merely be- 
cause it costs money. The question 
is not how much does it cost, but 
what are the results? Nor does he 
develop a method at one point in 
the production line, and then by 
stealth or secrecy try to divert part 
of his production around this method 
in the foolish notion that whatever 
he can sneak by will cost that much 
less and can, therefore, be sold for 
less. Every operation in the pro- 
duction line either justifies itself by 
its efficiency or is eliminated, depend- 
ing on how it performs in relation 
to the cost. 

We need today to approach the 
problem of distribution with that 
same objective to eliminate friction, 
confusion, resistance, waste motions, 
and as many as possible of the cross 
currents which are hanging as mill- 
stones about the neck of our busi- 
ness machinery. It is a fair and just 
challenge to American industry that 
it should lower distribution cost, but 
this does not in any sense mean that 
we must merely eliminate those who 
are now performing that service. 
What we do need is to adopt sane 
and sensible methods for increasing 
the efficiency of those methods which 
have already established themselves 
through long periods of use and 
which have stood the tests of time 
and necessity. 

How is this to be accomplished? 
Some of our manufacturing friends 
seem to operate on the basis that 
what you don’t know won’t hurt you, 
and they, therefore, decline to make 
an open statement of their sales 
policy. If a manufacturer is to dis- 
tribute his goods through the whole- 
saler, and the wholesaler does not 
know the rules, how is he to play 
the game with efficiency and suc- 
cess. The Bible makes some refer- 
ence to men who will not bring their 
deeds out into the light because 
those deeds are evil. At least might 


I ask, if a manufacturer’s sales policy 
is fair, and consistent, why should 
he hesitate to announce it to those 
he employs to assist him in the dis- 
tribution of his product? There is 
another reference in the Bible to a 
man not letting his right hand know 
what his left hand does, perhaps 
this is the authority for the secrecy 
with which some of the manufactur- 
ers surround their sales policy. Let 
me remind you, however, that this 
admonition to keep your right hand 
in ignorance of what your left hand 
does had reference to charity, and 1 
resent and repudiate the implication 
that a reasonable remuneration to 
a wholesaler for a definite service 
performed is charity. It is either 
compensation for services fairly ren- 
dered, or it ought not to be paid 
at all. And it is this persistent 
fallacy that the wholesalers’ discount 
is charity which underlies so much 
of the confusion and discrimination 
we have to contend with in present- 
day distribution. 

I hold no brief for inefficiency in 
wholesaling. A wholesaler who does 
not perform the service he contracts 
to do for the manufacturer and the 
retailer has no just claim for re- 
muneration. Modern competition de- 
mands the elimination of every un- 
necessary expense. It also demands 
the fullest cooperation of all 
branches of the trade. If the manu- 
facturer selects the wholesaler to as- 
sist in the distribution of his prod- 
uct he owes the wholesaler a frank 
and accurate statement of his sales 
policy, and a strict adherence there- 
to, otherwise, he is defeating the very 
purpose for which he has employed 
the wholesaler. Dealings between 
the manufacturer and the wholesaler 
and might I say, with equal force, 
between the wholesaler and the re- 
tailer, need to be brought out of the 
dark corners of horse trading, and 
out from under the table of card 
shuffling and elevated to a plane of 
respectable, honest, business deal- 
ings. 

The greatest single element in the 
permanent value of anything is con- 
fidence, and our whole trade is sore- 
ly in need of confidence not so much 
in the soundness of the system of dis- 
tribution to which we subscribe, but 
confidence in the faithfulness of the 
players to adhere to the rules of the 
game; and I know of few things 
which will contribute more forcibly 
to the establishment of that confi- 
dence than open and frank state- 
ments of sales policies and a faith- 
ful adherence thereto. 
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Report of Charles F. Rockwell, Sec-Treas. 
American Hardware Manufacturers Assn. 


Twenty-five New Members Announced Thursday Morning 


only to the American Hardware 

Manufacturers Association, but 
equally to the members of the Na- 
tional Wholesale Hardware Asso- 
ciation and the Southern Hardware 
Jobbers Association that the two 
major Hardware gatherings of the 
year have long since established a 
definite value and a permanent place 
in the Industry set-up. Attendance 
involves not only some expenditure 
of both time and money, but also a 
considerable amount of intensive 
work on the part of those who derive 
the maximum benefits available. 
During the period of the greatest 
depression, attendance and interest 
were surprisingly maintained and in 
the last two years attendance has 
exceeded all previous records estab- 
lished in the long existence of the 
organization. 

A record so consistently sustained 
demonstrates the wisdom of Asso- 
ciation policy. As has been fre- 
quently emphasized, the American 
Hardware Manufacturers Associa- 
tion was organized in 1901 for the 
fundamental purpose of bringing 
about better understanding between 
Manufacturers and _ Distributors 
through personal contact and ac- 
quaintance, the betterment of busi- 
ness ethics and the improvement of 
merchandising methods. To these 
principles we have steadfastly ad- 
hered throughout the years, and but 
a glance at the membership roster 
indicates with what success. 

During the Association year just 
now closing, we have been pleased 
to welcome 25 new members, as 
follows: The Barnsdall Refining 
Corp., Tulsa, Okla.; The Barrett 
Co., New York, N. Y.; The Bassick 
Co., Bridgeport, Conn.; The Beard- 
sley & Wolcott Mfg. Co., Waterbury, 
Conn.; Bridgeport Hardware Mfg. 
Corp., Bridgeport, Conn.; The Case 
Crane & Kilbourne & Jacobs Co., 
Columbus, Ohio; Congoleum-Nairn, 
Inc., Kearny, N. J.; Colonial Knife 
Co., Providence, R. I.; Galena Oil 
Corp., Cincinnati, Ohio; Lowell 
Mfg. Co., Chicago, Ill.; Geuder, 
Paeschke & Frey Co., Milwaukee, 
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Wis.; Mid-States Steel & Wire Co., 
Crawfordsville, Ind.; Mill & Factory, 
New York, N. Y.; Mill Supplies, 
New York, N. Y.; National Mfg. 
Corp., Tonawanda, N. Y.; The 
North American Press, Milwaukee, 
Wis.; Phillips & Buttorff Mfg. Co., 
Nashville, Tenn.; Plymouth Rubber 
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Co., Inc., Canton, Mass.; The Reeves 
Mfg. Co., Dover, Ohio; The Oscar 
C. Rixson Co., Chicago, IIl.; The 
Savogran Co., Boston, Mass.; The 
Shelby Cycle Co., Shelby, Ohio; 
Star Expansion Bolt Co., New York, 
N. Y.; Sun-Glo Lamp Works, Brook- 
lyn, N. Y., and Wheeling Steel 
Corp., Wheeling, W. Va. 

It is both interesting and encour- 
aging to note among the additions 
of last year and this the high per- 
centage of former members who have 
returned to our ranks. Of the 22 
members added last year, 11 had 
previously been members, and of the 
25 now reported, 6 were former 
members. And it is a fair statement 
that never in the life of the organi- 
zation has member participation in 
the activities of the Association been 
more general, which augurs well for 
the future. 


With respect to general business 
conditions, it is a source of satis- 
faction that hardware trade as a 
whole has fared so well, with pros- 
pect of continued activity through 
the balance of the year. Dun & 
Bradstreet in a recent survey of 
the Wholesale Branch indicated a 
turn-over of $620,000,000 for the 
current year, an increase of nearly 
25 per cent over last year, and re- 
tail stores continue to show substan- 
tial gains. 

A particularly encouraging factor 
is the increasing demand for better 
grades of merchandise. Cheap buy- 
ing in the recent past has not been 
altogether a matter of choice; with 
increased purchasing power is re- 
turning general recognition of the 
real economy of quality buying. 
Forced experience with inferior mer- 
chandise but stimulates this urge. 

The much needed recovery in 
residential building, believed neces- 
sary to support the wide gains in 
business generally, apparently has 
begun. For the first nine months 
of this year residential construction 
exceeded similar construction in the 
entire year of 1935 by 23 per cent, 
with the likelihood that the total 
of residential construction for 1936 
will be three times the volume for 
either 1933 or 1934, the low points 
of the depression. 

Taking all factors into considera- 
tion, including election influences 
on business, and with recognition 
of the presence and strength of fun- 
damental improvement forces, it is 
reasonable to assume that on the 
whole business activity for 1937 
should exceed 1936 volume by not 
less than 10 per cent. American 
business has indeed demonstrated 
that it comes of “good, healthy 
stock.” It has been sorely afflicted; 
is now only convalescent, but its 
ultimate recovery seems assured. 


OUR NEXT ISSUE—to be published November 5th, 1936, will in- 
clude the Atlantic City Convention addresses of Dr. Willard Thorp, 
Thurlow M. Gordon, and E. H. McGinnis omitted from this issue 


due to pressure of space. 














Sales Management Methods 


By E. C. KIESWETTER 


President, W. A. L. Thompson Co., Topeka, Kan., Who 

.Opened Thursday Morning Closing Session of Jobbers’ Man- 

agement Clinic, Outlining the Duties of a Sales Manager in a 

Wholesale Hardware House, Paying Particular Attention to 

the Use and Operations of Sales Quotas in the Analysis of Sales 
Territories for This Purpose. 


N appraising the sales possibili- 

ties of a territory our sales de- 

partment tries to develop a 
well-founded idea of the underlying 
strength of each territory as a mar- 
ket for goods. There are several 
factors that reflect such market 
strength. First, size or mere area; 
second, population or the number 
of consumers; third, accumulated 
wealth as reflected by the value of 
tangible and intangible property. 
Fourth and most important is in- 
come. The State of Kansas, as you 
know, is a typical prairie state. Its 
income is derived largely from 
agriculture. Estimates of crop yields 
and their values, therefore, give us 
a good idea of income. These esti- 
mates are released petiudically by 
our State Board of Agriculture. 

Oil provides a considerable in- 
come for certain sections of our 
state, and monthly oil production 
figures are given out by our Board 
of Control of oil production. 

In recent years the heavy cash 
dispensations by the Federal Gov- 
ernment have supplied another im- 
portant element of income to agri- 
culture. These figures are likewise 
available from period to period. 

All of the above information is 
compiled county by county and 
grouped into territories by our Sales 
Department. They form a composite 
picture of the relative sales possi- 
bilities of each territory. They must 
be modified by the comparative ad- 
vantage or disadvantage of our ser- 
vice, besides that of our competition. 

A sales manager should have a 
rather thorough knowledge of the 
number and types of outlets for 
hardware in each town on the terri- 
tory. The most complete manner 
in which to prepare such informa- 
tion is to make up a list from Dun 
& Bradstreet with ratings, show- 
ing all possible prospects for the 
sale of hardware. We used to use 
such a plan, but have abandoned 
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it, at least in that form. We depend 
largely on our salesmen’s judgment 
to select the number and type of 
accounts that he shall call on. Kan- 
sas is a large state and its popula- 
tion is thin and scattered. The 
towns are few and far between. Our 
salesmen work on a commission out 
of which they pay their own ex- 
penses. After driving from 15 to 








The Entertainment 
Program 


The entertainment program was of 
the high order so well known to 
those in attendance at previous con- 
ventions. It opened with an informal 
reception and dance in the Blenheim 
ballroom on Monday evening, fol- 
lowing the evening meeting. Tues- 
day afternoon was devoted by the 
ladies to bridge and tea in the east 
solarium and that same evening, in 
the music room, the floor show was 
given, under the direction of Arline 
Reynolds Smith. This was followed 
by informal dancing, Les Jones and 
his orchestra providing the music. 
Wednesday, the ladies of the conven- 
tion enjoyed Boardwalk chair rides 
during the afternoon and in the eve- 
ning the formal reception and ball 
attracted an unusually large atten- 
dance. 

The entertainment committee was 
made up of: A. A. Chisholm, Griffin 
Mfg. Co.; H. Cunningham, Ames 
Baldwin Wyoming Co.; Stuart M. 
Jones, Hanover Wire Cloth Co.; 
Howard Mull, Warren Tool Corp.; 
Duncan Shaw, Lockwood Hdw. Mfg. 
Co. The ladies’ reception committee: 
Mrs. F. M. Everett, Auburn, N. Y.; 
Mrs. J. W. Anderson, Kansas City, 
Mo.; Mrs. R. H. Baker, Little Rock, 
Ark.; Mrs. H. E. Hartman, Muncie, 
Ind.; Mrs. J. M. Holmes, Pueblo, 
Colo.; Mrs. John Pritzlaff, Milwau- 
kee, Wis. 


40 miles to the next town, his own 
self-interest will compel him to ex- 
haust the possibilities of sales in the 
town. However, we do not depend 
entirely on our salesman’s perse- 
verance and upon his judgment in 
this matter. We have a list of 
towns which each salesman is sup- 
posed to make and we check calls 
reported by him in that town against 
this list to make sure that there is 
not cutting of corners or omitting 
of towns. We also keep a purchase 
record card for each customer, show- 
ing on one side his purchases by 
month. On the other side of this 
card we enter the calls reported on 
that account by our salesman. This 
gives us at a glance the amount of 
business coming to us from each ac- 
count and the effort that is made by 
our salesman to get that business. 

We watch closely the total sales 
coming to us from each town and 
when we conclude that the volume 
from a certain town is less than it 
should be, we then make a hardware 
business census of the town, listing 
every possible outlet. We discuss 
this list with our salesman and make 
recommendations to him for contact- 
ing additional prospects. 

Now as to quotas, we believe that 
they are advantageous. We set 
quotas for our salesmen by quarters. 
They are offered to our men as a 
careful, reasonable estimate of what 
we would consider to be a good job 
of selling on each territory. They 
are based largely on previous sales 
and adjusted for such changes, 
usually increases, as we think are 
fair and as we think are justified 
by income figures and other busi- 
ness conditions. We give prominence 
in our sales bulletins to quota at- 
tainment and it is a challenge and 
as a matter of pride to each man 
that he make his quota. In order 
that there will be a little substance 
as well as glory to the most suc- 
cessful salesman, we offer a small 
cash prize to the salesman showing 
the highest percentage of sales to 
quota each quarter. Our quotas, 
however, form no part of our basis 
of compensation to salesmen. 

Like most jobbers, we have been 
trying hard to improve our gross 
margin of profit. In an effort to 
instill this point of view in each 
salesman, we have this year ex- 
pressed our quotas in terms of gross 
profit expected from each man. 
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A ROLLER BEARING WEIGHING 2 7OVS 
HAG JUST BEEN PURCHAGED BY THE SOVIET 
GOVERNMENT FROM A U.S. MANUFACTURER 


THESE LATEST 
CREATIONG” FOR 
MILADY, DESIGNED 
BY JOEL SERGOLD, 
OF CHICAGO, ARE 
MADE OF:(LEFT 70 
RIGHT) A COLANDER 
AND A WIRE BRUSH; 
A CONICAL COLANDER, 
ADORNED WITH A 
GMALL ROLLING-PIN ; 
AND A SQUARE 
CAKE TIN 





A CLOCK IN = 
THE HOME OF A HOLLYWOOD , CALIF, WRITER 
\> APPRAISED AT *200000,/' BUILT 
135 YEARS AGO BY FRENCH CLOCK- 
MAKERS TO COMMEMORATE A 
NAPOLEONIC CAMPAIGN, THE CLOCK 
VARIES LESS THAN FIVE 














GECONDS A NEAR / 


FARM \MPLEMENTS 55 YEARS 
OLD ARE STILL USED BY A FULTON, 
MICHIGAN FARMER. 4 MOWER, 
HAND PUMP AKID HAY RAKE ORTE 
BACK To /868/, A MEK!” BINDER 1S 
OLY 48 YEARS OLD! 
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OW comes the season of 
the year when color plays 
an ever increasing part in 

your window displays. A great 
deal can be done by way of put- 
ting the customer in the proper 
frame of mind to accept your 
offerings and step inside the store 
to purchase. Too many windows, 
otherwise excellent, having good 
composition and well arranged 
merchandise, are too cold in color 
arrangement. HARDWARE AGE has 
always advocated the rotation of 
colors as the seasons demand. 
Now we have colder weather and 
the colors that are to appeal to 
the customer should suggest com- 
fortable warmth. Fortunately for 
the window trimmer nature is 
working with him in that respect 
—she provides decorative leaves 
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Colors Will Warm 


and flowers of tans, browns, yel- 
lows and reds. But it is not neces- 
sary to overshadow the merchan- 
dise in a tumult of autumn leaves, 
either. We have seen windows 
that would delight the heart of a 
horticulture addict that would not 
sell a nickel’s worth of hardware 
or any other merchandise, be- 
cause the decorations compelled 
the attention to such an extent 











that the merchandise was merely 
incidental to a pretty display of 
autumn foliage. 

The artist-display man _ has 
originated two windows that have 
a sound basis of composition, 
using the HARDWARE AGE inter- 
changeable display fixtures as a 
background. These fixtures may 
be covered with a light shade of 
material that has a warm tint to 
it, such as tan or sand color. The 
merchandise, as in the case of 
the hunting window, includes 
items that are darker brown— 
the hunting jacket, gun stocks, 
etc.—and the lettering. Shell car- 
tons and the hunting cap will 
have vermilion red that will lend 
the accent and snap to the color 
scheme. The small items, such 
as the flashlight, axe, etc., will 
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The Fall Windows 


show other small amounts of red 
and brown. The ensemble of this 
window is harmonious and pleas- 
ing to the man interested in hunt- 
ing and will be a good example 
of warm color for cold weather 
selling. 

Again, in the window featur- 
ing the heating equipment, we 
have an opportunity to use color 
as a sales promoting force. A 
flaming red design at the upper 
left of the background shading 
into a bright yellow on which is 
superimposed the words “Red 
Hot,” followed by the line, “Spe- 
cials for Winter Comfort” in 
black as a contrast, will attract 
the person bent upon having a 
warm home. The various heaters 
should be brightened up by plac- 


ing some red lamps inside them 


OCTOBER 22, 1936 


to further promote the suggestion 
of warmth and comfort. The elec- 
tric heater in itself is planned by 
the manufacturer partly to sug- 
gest heat by the use of copper 
color. 

In our next issue, which will 
contain a large section devoted to 


the hardware store’s Christmas 


merchandising plans, we will have 
more original windows using the 











HarpwareE AGE interchangeable 
display fixtures as a basis. If 
you have not a set of instructions 
for having these fixtures built in 
your own shop or by a local car- 
penter, send for orfe today. They 
are free and tell you how to make 
them at a nominal cost. The va- 
rious units are such that they can 
be used in many different set-ups 
of your own and each issue of 
HARDWARE AGE carries two sug- 
gestions for their use. 

Remember, from now on, dur- 
ing the winter season, to have 
plenty of illumination for your 
window displays. Keep everlast- 
ingly before you the thought that 
windows are supposed to do a 
selling job rather than make a 
pretty picture. Make your win- 
dows talk for your store. 
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Wisconsin Dealers Attract Farm Trade to 








Small Cities Through Harvest Festivals 


Aimed at a farm market with 
an annual value of approximate- 
ly $350,000,000, hardware deal- 
ers in various of the smaller Wis- 
consin cities are engaging in co- 
operative harvest festivals to at- 
tract rural trade in late October 
and early November. Last year 
various of these events helped to 
boost business substantially for 
many of the participating hard- 
ware dealers. 

As an example, more than 100 
Whitewater, Wis., merchants, in- 
cluding the Taft Hardware Co., 
Whitewater Hardware, Inc., and 
the Winchester Hardware Store, 
staged a harvest festival on Nov. 
15 and 16, which included a free 
movie Saturday afternoon and 
evening for the children and ten 
prizes to farm wives who canned 
the best produce during that 
year. In addition, the various 
firms presented merchandise 
prizes. 

Merrill’s 1935 harvest festival 





got under way in mid-October 
with an essay contest, the subject 
of which was to tell in 100 words 
what could be purchased with 
$200. Cash prizes of $5, $3 and 
$2 were awarded the winners. 
The festival was climaxed by the 
distribution of $1,250 in cash 
prizes the night before Thanks- 
giving Day. Patrons making pur- 
chases at cooperating stores or 
payments on accounts were pre- 
sented with harvest festival 
tickets, making them eligible to 
more than 100 cash awards, the 
first being $200. 

Newspaper advertising was 
used consistently during this 
trade expansion sale, which was 
concluded with an outdoor pro- 
gram at which the prizes were 
awarded. Hardware dealers par- 
ticipating included E. E. How- 
land, A. F. Lueck & Sons, Schu- 
macher Hardware Co. and the 
Wenzel Hardware Co. 

In Shawano last Oct. 23 a free 


Festival parade at Milwaukee, Wis. 
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Port Washington, Wis., had a successful festival 


lunch was served visiting farm- 
ers from 12 noon until 2 o’clock, 
during which all stores were 
closed and clerks and merchants 
assisted with the serving. Music 
was furnished during the lunch- 
eon and a street parade held at 
10 o’clock in the morning for the 
farmers, with various prizes con- 
tributed by the merchants. 

In the afternoon games were 
played with suitable prizes 
awarded, followed by dancing in 
the evening. The Saturday pre- 
ceding the festival, 200 license 
numbers were selected at random 
from cars parked on Shawano 
streets. These numbers were dis- 
played by the various merchants 
on the day of the festival and 
motorists identifying themselves 
were eligible to receive prizes. 


A fall festival by Tomah mer- 
chants on Oct. 12 included a 
parade in the morning with 
$67.50 in prizes to outstanding 
floats, and a music festival con- 
test in the evening with $100 in 
cash prizes. The festivals, staged 
on Saturdays, attracted thousands 
of buyers from the surrounding 
rural areas and received consid- 
erable newspaper publicity. 

When divided between a hun- 
dred or more merchants, as is 
usually the case, the cost of such 
a sales promotion plan is com- 
paratively small for the individu- 
al hardware dealers and invari- 
ably results in increased business 
since it is timed to attract the 
farmer when he needs winter 
supplies and his finances are 
good. 





W. D. ALLEN MFG. CO 
CELEBRATES 50TH YEAR 


This year the W. D. Allen Mfg. 
Co., 566-570 W. Lake St., Chi- 
cago, is celebrating its 50th an- 
niversary in business. Founded 
in 1887, the firm was then known 
as W. D. Allen & Co. and suc- 
ceeded the firm of E. B. Preston 
& Co., who made lawn sprinklers 
as early as 1865. For 30 years 
the store was located at 151 W. 
Lake St. The number was later 
changed to 133 W. Lake St., and 
in 1891 the firm was incor- 
porated. 

The manufacturing branch of 
the business, which was carried 
on at 413-417 Fifth Ave., now 
Wells St., was transferred to a 
new foundry built in 1904 at 
1097-1103 Western Ave., now 
2324 S. Western Ave., Chicago. 
In 1908 the brass finishing shop 
was also moved there. In 1918 
the brass manufacturing division 
outgrew the old quarters and the 





present large plant at 5630 to 
5659 Roosevelt Road was built. 
There the company manufactures 
a complete line of lawn sprin- 
klers, hose nozzles, hose couplings, 
hose clamps, garden hose acces- 
sories, fire protection equipment, 
fire extinguishers, bearing bronze, 
and other brass products. An at- 
tractive anniversary catalog, No. 
AA, has been issued, describing 
and illustrating the 1937 line of 
Allen lawn sprinklers and gar- 
den hose accessories. 


ALLEN HEADS HARDWARE 
DIVISION OF RED CROSS 


Ralph S. Allen has been ap- 
pointed chairman of the Hard- 
ware Division of the American 
Red Cross. Mr. Allen is manager 
in the New York metropolitan 
district for the Diamond Expan- 
sion Bolt Co., Inc., 48 W. Broad- 
way, New York City, and also 
secretary of the Brooklyn Hard- 
ware Association. 
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A. J. Gaehr, Geo. Worthington Co. Head, Dies 
—With Firm More Than Forty-Five Years 


Served as Chairman of Wholesale Hardware Code Commit- 
tee During NRA—Started as Office Boy and Successively 
Became Cashier, Secretary, Vice-President and President of 
Large Cleveland Wholesale Hardware Business. Active in 
Civic Work and a Serious Student of Business, Philosophy and 
Economics. Admitted to Bar in 1900 but Never Practised. 


Passed Away October 5, 1936. 
The passing of Adolph Jona- | 


than Gaehr takes from the ranks 
of hardware men a much beloved 
and respected friend and coun- 
selor. As president of The Geo. 
Worthington Co., Cleveland, 
Ohio, hardware wholesalers, his 
position in the industry was nec- 
essarily one of prominence, yet 
his life-long outstanding ' char- 
acteristics were a mild and gentle 
manner and a deep rooted mod- 
esty. Throughout his entire life 
he was constantly at study taking 
college courses at night, during 
summer vacations and in other 
spare time. His studies embraced 
economics, philosophy, and law. 
In 1900 he was admitted to the 
Ohio Bar but was never a prac- 
tising attorney, having spent his 
entire business life with the com- 
pany he headed, at the time of 
his death on October 5, 1936. 
He was 63 years old and had 
been with The Geo. Worthington 
Co. for more than forty-five 
years; starting as an office boy 
and successively became cashier, 


secretary, vice-president, and in | 


1930, upon the death of W. D. 
Taylor, was chosen as president. 

His associates in the Geo. 
Worthington Co. and the many 
friends among that company’s 
sources of supply and customers 
will long remember his fairness, 
his friendly smiling helpful ways 
and will sense their great col- 
lective loss. 

For many years Mr. Gaehr 
was a familiar though somewhat 
retiring figure at the fall conven- 
tions of hardware wholesalers 
and manufacturers. He served a 
term as vice-president of the Na- 
tional Wholesale Hardware As- 
sociation and during the NRA 
period was chairman of that 
body’s wholesale hardware code 
committee. His opinions on hard- 
ware distribution problems were 
always highly valued and his 
work on major industry commit- 
tees will be long remembered in 
this industry. Never did he seek 
a prominent place in such activ- 
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Was 63. 


A. J. GAEHR 


ities yet always his time and his 
talents were available for such 
constructive purposes and his 
contributions most worthy. He 
was equally as interested in af- 


| in 1891. 


| director of the Cleveland Cham- 


| Association; 
| Fairview Hospital; president of | 
| the board of trustees of the fa- 
| mous Old Stone Church and a 
| member of the Cleveland A. C. 
| and of Cleveland Heights Ma- 
| sonic Lodge. 


fairs affecting the welfare of 
Cleveland and had a deep civic 
consciousness, but again never 
sought laurels nor public office, 
being content to serve and stay 


| in the background. 


The family moved to Cleveland 
He was a member and 


ber of Commerce; a former pres- 


ident of the Cleveland Credit 


| Men’s Association; former chair- 


man of the legislative committee 
of the National Credit Men’s 
a director of the 


Mr. Gaehr was born in Zofin- 


| gen, Switzerland, and lived there 
| and in Alsace-Lorraine until he 
| was about 12, when his father. 


an Evangelical minister moved 
with the family to Rochester, Pa. 
Mr. Gaehr is survived by his 
wife, Mrs. Cora Haller Gaehr, 
and his brothers, David, Wil- 
loughby, Ohio, and Paul, a pro- 
fessor of physics at Wells Col- 
lege. 





JONES & LAUGHLIN 
MAKES APPOINTMENTS 


Jones & Laughlin Steel Corp.. 
Pittsburgh, Pa., has appointed 
Raymond E. Zahnizer assistant 
manager of sales, tin mill prod- 
ucts. Harold L. Dublin has joined 
the Cleveland offices of the com- 
pany to handle the sales of 
sheets and strip in that terri- 
tory. 

Mr. Zahnizer succeeds William 
Miller, who was recently ap- 
pointed manager of sales, sheet 
and strip mill products. He has 
been associated with New York 
district sales office of the com- 
pany for the past 10 years. 


RAWLPLUG APPOINTS 
BRANCH MANAGER 


R. L. Langford has been placed 
in charge of the Minneapolis of- 
fice of The Rawlplug Co., Inc., 
98 Lafayette St., New York City. 
He will make his headquarters 
at 536 Sexton Bldg. 








N. P. WRIGHT MANAGES 
APPLIANCE DISTRIBUTING 


Nelson P. Wright, for ten 
years merchandise manager and 
buyer of the Major Appliance 
Department for The May Co., 
Cleveland, Ohio, has resigned 
from that position to become 
general manager of the Appli- 
ance Distributing Co. of Colum- 
bus, succeeding B. A. Morgan. 
Mr. Mergan returns to The 
Tracy-Wells Co., Columbus, Ohio, 
wholesale distributors, to do pro- 
motional work for the parent 
company and its subsidiary, The 
Arnold Wholesale Corp. 

ESSEX DEALERS PLAN 
FIFTH DINNER DANCE 


Plans for the fifth anniversary 
dinner and dance of the Essex 
County Retail Hardware Associa- 
tion were made at the October 
5 meeting of that group held a 
Krueger’s Auditorium, Newark, 
N. J. In addition to discussion 
of plans for the anniversary, gen- 
eral merchandising and special 
sales promotions were discussed 
at the meeting. 

The annual meeting and elec- 
tion of officers of the association 
will be the program for the next 
meeting to be held November 19 
in Newark. 


VAN CLEEF BROS. BUILDING 
LARGE ADDITION TO THEIR PLANT 


improved facilities for the com- 


Ground was recently broken 
for an addition of 20,000 squaré 
feet to the plant of Van Cleef 
Bros., Chicago, manufacturers of 
Dutch Brand rubber and chemi- 
cal products. The new addition 
will include a large boiler room 





fort of workers, such as _ rest 


rooms, locker rooms and showers. 
New machinery will be installed 
facilitate the 


to increase and 


manufacture of their products. 


Noah Van Cleef is in the foreground, with shovel in hand, 
digging the first shovelful of earth, breaking ground for the 
new addition to the plant of Van Cleef Bros., Chicago. 
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THE SHERWIN-WILLIAMS CO. 
MAKES EXECUTIVE CHANGES 


The Sherwin-Williams Co., 
Midland Bldg., Cleveland, Ohio, 
paint and varnish manufacturer, 
has effected the following pro- 
motions: 

H. D. Whittlesey, first vice- 
president and director of sales 
and distribution, has been re- 


H. D. WHITTLESEY 


lieved of the duties of the latter 
office and will devote his entire 
time to executive duties and to 
the further interests of the com- 
pany’s allied connections. He has 
served the company for nearly 50 
years. He spent 17 years in 
charge of the eastern business 
at Newark, N. J.,and returned to 
Cleveland in 1918 in charge of 
all sales. 

A. W. Steudel, vice-president, 
has become vice-president and 
general manager of the company. 
Mr. Steudel has wide experience 
in practically all the operating 
and executive branches of the 
business, particularly in indus- 
trial sales, dyes, chemicals, pig- 
ments, and colors. 

K. H. Wood is now director of 
sales and distribution. He has 
had territorial and division sales 
experience and for several years 
has been in charge of railway and 
marine sales. 

These changes are in line with 





A. W. STEUDEL 


the company’s policy of advanc- 
ing the younger men, who have 
proved themselves, to positions of 
greater responsibility, thus en- 


K. H. WOOD 


abling George A. Martin, presi- 
dent and Mr. Whittlesey to de- 
vote their time purely to executive 
and organization matters and 
policies. 


McEWEN ASST. MANAGER 


OF UPSON SALES 


Frank P. McEwen, formerly 
southern sales manager of Oliver 





Iron & Steel Corp., has been ap- 
pointed assistant manager ot 
sales, with headquarters in Cleve- 
land, of the Upson division of 
Republic Steel Corp. Mr. Mc- 
Ewen had been with Oliver Iron 
& Steel Corp. since 1928. 


TURNER BRASS WORKS 
EXPANDS OFFICES 


John Slezak, vice-president, 
Turner Brass Works, Sycamore, 
Ill., has announced the acquisi- 
tion of a 143 x 102-foot brick 
building, adjacent to the com- 
pany’s main plant. It has been 
re-equipped for office space and 
product development laboratories. 
Display rooms are being con- 
structed and will house a per- 
manent display of every item in 
the Turner line of blowtorches, 
lamps, lanterns, water heaters, 
camp stoves and brass special- 
ties. The building, of one story, 
has 15,000 square feet of floor 
space and the company expects 
to occupy the new office quarters 
by Nov. 1. 


R. M. KALMUK JOINS 
NATIONAL TWIST DRILL 


Robert M. Kalmuk recently 
joined the National Twist Drill 
& Tool Co., Detroit, Mich., as a 
salesman in the New York terri- 
tory covering Brooklyn and the 
Bronx, with his headquarters at 
the company’s New York office, 
157 Chambers St. From 1919 to 
1929 he was with the Baeder 
Adamson Co., now a subsidiary 
of the Minnesota Mining & Mfg. 
Co., St. Paul, Minn., being a 
salesman for six years in Metro- 
politan New York and a special 
representative of the organization 
for four years. From 1929 to 
1931 he was with Abrasive Prod- 
ucts, Inc., South Braintree, Mass., 
then located at Mattapan, Mass., 
as New York representative. In 
1931 he joined the American Ag- 
ricultural Chemical Co., New 


York City, as a specialty sales- | 


man. 





DR. D. H. BAKER HEADS 
AMERICAN CAN CO. 


At a meeting of the board of 
directors of the American Can 
Co., held in New York City, Sept. 
29, Dr. Herbert A. Baker was 


DR. H. A. BAKER 


elected president to succeed C. E. 
Green, who resigned the position. 
Dr. Baker, upon graduation 
from the University of Toronto, 
entered the employ of the com- 
pany and in 1910 was made chief 
chemist. During part of the 
World War he served as chair- 
man of the Tin Plate Apportion- 
ment Committee, a division of the 
Food Administrators at Washing- 
ton. In 1918 he became sales 
manager for the company in Chi- 
cago, in which position he re- 
mained until elected vice-presi- 
dent in charge of sales in 1932. 
Dr. Baker has been responsible 
for many scientific investigations 
resulting in significant improve- 
ments in the canning of foods. 
He is a member of the Scientific 
Research Committee of the Na- 
tional Canners’ Association and 
he was awarded the honorary de- 
gree of Doctor of Science at 
Colgate University in 1933 for 
his scientific contributions in pre- 
serving public health through ap- 
plying improved laboratory meth- 
ods in the commercial canning 
of foods as well as for his busi- 
ness acumen and leadership. 





650 ATTEND ANNUAL OUTING OF ATLAS TACK CORP. 


Above are the 650 employees and their families, who attended the annual Clambake and Field Day of the Atlas Tack Corp., 
Fairhaven, Mass. The outing was held, Sept. 12, at Sconicut Neck, Mass. Officials and employees participated in many sporting 
events, for which over 45 prizes were awarded to the winners. 
right, was presented with an unusually large golf club, especially made with a crooked club handle and club head, weighing two 
pounds. It was designed for Mr. Edwards to shoot a ball around a corner. 
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Roger D. Evans, president of the company, shown at the extreme 
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BUILDERS’ HARDWARE 
GROUP DIRECTORS 


The second annual convention 
of the National Association of 
Contract Builders’ Hardware Dis- 
tributors was held at St. Louis, 
Mo., Sept. 23 to 25 as recorded 
in the October 8 issue of Harp- 
ware AcE. Members of the board 
of directors are: S. H. Brown, 
Bowen - Nuss- Brown Hardware 
Co., Topeka, Kan.; John A. 
Brown, The Rayl Co., Detroit, 
Mich.; Paul Easby-Smith, Barber 
& Ross Co., Inc., Washington, 
D. C.; I. S. Eshleman, Ostrander 
& Eshleman, Inc., New York 
City; William E. Huffaker, W. 
E. Huffaker, San Antonio, Tex.; 
Lester B. Hunter, J. B. Hunter 
Co., Boston, Mass.; B. Tom 
Jones, Tom Jones Hardware Co., 
Richmond, Va.; Lee H. Kent, L. 
H. Kent Hardware Co., Chicago, 
Ill.; Wm. J. Luxford, Weed & 
Co., Buffalo, N. Y.; V. F. Mont- 
gomery, Bennett - Montgomery 
Hardware Co., Los Angeles, 
Calif.; John P. Murta, Murta 
Appleton Co., Philadelphia, Pa.; 
Carl J. Prinzler, Vonnegut Hard- 
ware Co., Indianapolis, Ind.; Jo- 
seph R. Raymer, Raymer Hard- 
ware Co., St. Paul, Minn. ; 
Charles E. Tischer, G. W. Tis- 
cher Hardware Co., Dayton, Ohio, 
and John Worner, John Worner 
& Sons, New Orleans, La. 

J. Harold Dumbell, Samuel 
McKnight Hardware Co., Pitts- 
burgh, Pa., is president and Jas- 
par Cobb, Cobb-Whyte & Laem- 
mer Co., Chicago, is first vice- 
president. J. H. Freeman, John 
H. Freeman, Detroit, Mich., is 
second vice-president, and Leon 
C. Warner, Jr., Warner Hard- 
ware Co., Minneapolis, Minn., is 
treasurer. Robert A. Culp, 
Stambaugh-Thompson Co., 
Youngstown, Ohio, is secretary. 


PACIFIC NORTHWEST 
CONVENTION IN FEB. 


The 32nd annual convention of 
the Pacific Northwest Hardware 
& Implement Association will be 
held between Feb. 8 or 9 to 11 in 
Spokane, Wash., at the Davenport 
Hotel. The exhibition of imple- 
ments, hardware, paints, furni- 
ture and associated lines will be 
held in the armory and will be 
open to the general public from 
9 a. m. to 10 p. m. There will 
be entertainment features each 
evening. 


G. N. COUGHLAN MOVING 
TO NEW FACTORY 


The G. N. Coughlan Co., 
Orange, N. J., manufacturer of 
“Bean-X” and “Easy-Aid” kit- 
chen tools are moving its plant 
there to greatly enlarged new 
quarters at 422 Alden St. 
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1000 TOYS SHOWN AT WORTHINGTON FAIR 
DEALER ATTENDANCE REACHES 2,500 


This year’s feature of The Geo. 
Worthington Co.’s Fall Fair, 
Aug. 24 to Sept. 31, at the com- 
pany’s offices and warehouses, 
802-832 St. Clair Ave., N.W., 
Cleveland, Ohio, was the toy dis- 
play, which occupied about 50 
per cent of the floor space. The 
Worthington toy stock, which 
consists of over 1,000 items, is 
said to be one of the most com- 
plete lines stocked by any dis- 
tributor in the country. 

While toys played a prominent 
part in the Fair, seasonable and 
holiday merchandise was also 
prominently displayed. One of 
the noteworthy exhibits was that 
of a model store front. All of 
the merchandise shown in the | 
store windows was a part of the | 
company’s “Trail Blazer” mer- | 
chandising program, which in- | 
cludes complete merchandising 
aids such as broadsides, window | 
trims, price cards, etc. 

Another unusual feature was 
the “Circus Tent” restaurant, 
erected in a vacant space between 
two of the company’s warehouses. | 
Here a buffet service was pro- 
vided without charge, for Fall 
Fair guests, and the catering was 
done by one of Cleveland’s lead- 
ing hotels. 

In order to enable the dealers 
to inspect the various displays 
without unnecessary delay and to 
insyre their receiving the proper 
service, the Fair was extended 
from the usual one week to two 
full weeks. The first week from 
Aug. 24 to 29, was reserved for 








ED. NORVELL , ADDRESSES 
BROOKLYN ASSOCIATION 


More than 40 members and 
guests attended the October 8 
meeting of the Brooklyn Hard- 
ware Association held at the 
Johnston Building, Nevins and 
Fulton Sts., Brooklyn, N. Y., at 
which Ed Norvell, New York 
manager of E. C, Atkins & Co., 
Indianapolis, Ind., spoke on the 
display of merchandise in a hard- 
ware store. He also showed dis- 
play materials for his company’s 
line. 

Gus Flamman, of the associa- 
tion’s counsel, discussed the Pat- 
man bill and H. A. Cornell con- 
ducted the question box feature 
of the meeting. Attention was 
called to the annual banquet of 
the Metropolitan Hardware Asso- 
ciation to be held Nov. 17 at the 


Hotel Commodore. { 


Following the business meet- 
ing, which was presided over by 
President Sidney Atkinson, re- 
freshments were served in the 





meeting room. 


Ohio dealers outside of Cleve- 
land, and the second week, Aug. 
31 to Sept. 5 for Cleveland deal- 
ers and the rest of the company’s 
territory. 

About 2500 dealers attended 
the Fall Fair, many of them com- 


ing from towns, 300 to 400 miles 
from Cleveland. A large number 
of The Worthington Co. sales- 
men, practically the entire sales 
force, were on hand to give per- 
sonal attention to their cus- 
tomers. 











J. C. SHEPARD HEADS HARDWARE GOLF ASS'N. 
CARL BENKERT IS NEW GOLF CHAMPION 


J. C. Shepard, Sheffield Steel 
Corp., Kansas City, Mo., was 
elected president of the Hard- 
ware Golf Association at its 
eleventh annual meeting and 
tournament, Sept. 17 to 19, at 
Excelsior Springs, Mo. Ward 
Walker, president, Isaac Walker 
Hdwe. Co., Peoria, IIl., was 
elected vice-president and R. A. 
Sundvahl, The Corbin Screw 
Corp., secretary of the associa- 
tion since its founding 11 years 
ago, was re-elected secretary- 
treasurer. 

At the banquet following the 
conclusion of the tournament and 
just before the announcement of 
the winners and distribution of 
prizes, G. B. Richards, vice-presi- 
dent, Richards & Conover Hard- 





R. A. SUNDVAHL 


ware Co., Kansas City, Mo., re- 
tiring president of the associa- 
tion, gave praise and thanks to 
all on the various committees for 
the success of the affair. As a 
surprise to Mr. Sundvahl and on 
behalf of all those present, Mr. 
Rogers presented him with a 
beautiful Longines wrist watch 
as an expression of appreciation 
for his services as  secretary- | 
treasurer of the association. 

The success of the affair was | 
attested to by the attendance of 
182 players and 59 non-golfers. | 
The championship of the associ- | 
ation went to Carl Benkert, Hil- | 
lerich & Bradsby Co., Louisville, | 
Ky., which gives him a second | 
leg on the championship trophy. 
A. R. Wright, Connecticut Val- | 
ley Mfg. Co., Centerbrook, Conn., 
was runner-up and was therefore 
given possession of the Wyeth | 
trophy for one year. 

The past-president’s trophy 
went to J. K. Werner, Wyeth 
Hdwe. & Mfg. Co., with G. B. 
Richards as runner-up, and the 
Hardware Retailers’ cup for low 
net qualifying score went to R. 
W. Chamberlain, The Stanley 
Works. Other flight winners 
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were: Hi Myers, John M. Holmes, 
M. A. Blessing, J. R. Harper, R. 
C. Markle, Herb Megran, W. H. 
Fitch, C. F. Newpher, H. C. 
Phillips, G. C. Fishleigh, E. V. 
Reckley, R. P. Healey, F. D. 
Smalley, E. R. Swift, W. L. 
Hochschild, E. F. Williams, A. 
B. Sloan, D. M. Edgerly. 

Flight runners-up were: W. F. 
Brunotte, W. P. Johnson, Tom 
Hazelhurst, Frank Daugherty, 
Fred Manley, L. I. Whitlock, W. 
F. Girard, C. A. E. Colander, R. 
L. Rockholz, W. L. Reilley, H. 
H. Hargrave, L. M. Pinkston, 
Walter Dodge, Chas. J. Connors, 
B. E. Ericsson, J. M. Kramer, 
and K. V. Weis. 

The directorate for the ensuing 
year includes: G. B. Richards, 
retiring president; W. M. Bald- 
win, Rogers & Baldwin Hdwe. 
Co., Springfield, Mo.; C. D. 
Junge. Witte Hdwe, Co., St. 
Louis, Mo.; Andrew Cameron, 
Wright & Wilhelmy, Omaha, 
Neb.; W. Withington, American 
Fork & Hoe Co., Cleveland, 
Ohio; Geo. H. Halpin, Minne- 
sota Mining & Mfg. Co., St. Paul, 
Minn.; M. R. Peck, The McKay 
Co., Chicago; A. J. Eggleston, 
Richards-Wilcox Mfg Co., Chi- 
cago; Henry A. Hoeynck, Sim- 
mons Hardware Co., St. Louis, 
Mo.; George C. Black, Southern 
Supply Co., Dallas, Tex.; Herb 
B. Megran, Starline, Inc., Har- 
vard, Ill.; Clifford B. Crets, Van 
Camp Hdwe. & Iron Co., In- 
dianapolis, Ind., and P. F. King. 
The Stanley Works. 


TURNER BRASS WORKS 

NAME REPRESENTATIVE 

The Turner Brass Works, Syca- 
more, Ill., has appointed A. W. 
Seipp as factory representative in 





A. W. SEIPP 


Indiana, Michigan, Ohio, Ken- 
tucky, Pennsylvania, Delaware, 
Maryland, and New Jersey. Mr. 





Seipp will spend much of his 
time in the field contacting 
wholesalers and will use one of 
The Turner Brass Works com- 
pletely equipped display trailers. 





NEW MILL SUPPLY FIRM 
WISHES CATALOGS 


The Factory Tool and Supply 
Co., 195 East South St., corner 
of Washington, Akron, Ohio, has 
recently been incorporated and 
will stock and represent about 
15 well known lines. The com- 
pany would appreciate receiving 
manufacturers’ catalogs. 








HARDWARE MAN RUNS 
13-MILE RAILROAD 


Earl S. Snyder in addition to 
operating a large hardware store 
in Pioneer, Ohio, is also serving 
as president of a 13-mile rail- 
road, operating in Williams 
county, Ohio, between Fayette 
and Pioneer. Purchased from a 
junk dealer two years ago, the 
Pioneer & Fayette railroad has 
been paying salaries regularly 
and earned enough money to 
make the first loan payment to 
the Reconstruction Finance Cor- 
poration. 





FRICK-GALLAGHER CO. MAKES RAPID STRIDES 
SINCE ITS INCORPORATION IN 1933 


In 1932, Joseph P. Gallagher, 
Allen J. Frick and Paul H. Frick, 
the latter two brothers, joined 
forces to begin the manufacture 





J. P. GALLAGHER 


and design of rotating equipment. 
Their most important assets then 
were their many previous years 
of business experience and their 
wide acquaintance in the hard- 
ware field. They have long been 
familiar. figures at conventions 
and their exhibits are known to 
many. 

The Frick-Gallagher combina- 
tion was incorporated in 1933 as 
The Frick-Gallagher Mfg. Co. 
Allen J. Frick is vice-president 
and makes his headquarters at 
430 E. 22nd St., Brooklyn, New 
York. Paul H. Frick is secre- 
tary-treasurer with headquarters 
at 598 Hansel Road, Narberth, 
Pa. Both supervise sales activ- 
ities in their respective terri- 
tories. Mr. Gallagher is in charge 
at Wellston, Ohio, where the 
company maintains general offices 
and plants. 

The firm specializes in the de- 
sign, manufacture, and _ installa- 
tion of rotating equipment, shelv- 
ing and general storeroom equip- 
ment. Since 1933 the factory at 
Wellston has been in continuous 
operation with a steady increase 








ALLEN J. FRICK 


in business that has taxed pro- 
duction facilities and required 
continuous, new- building con- 
struction. Each item in the “Rota- 
bin” line, which includes floor and 
drawer units, as well as counter 
units, is designed to effect sav- 
ings in floor space and also to 





PAUL H. FRICK 


make possible the rapid issuing 
of materials and tools and the 
simplification of inventory and 
stock control. 
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~ COMPLETE — PERFECT —EXPERT 

x: Known Thruout The World 

Cor QUALITY ---- PROFIT ---- FAIRNESS 

~ Nothing better ever offered than these ME-KAN-IK Tools. Designed by expert 
* mechanics, in contradistinction to styles merely built up from old fashioned Tools 


because such were most feasible to manufacture, regardless of the desire 
and requirement of the user. And your profit ratio is arranged consistent 
with the turnover potentials you can enjoy. 


Seventeen years more than a century is the helpful period of successful manufacturing 

experience behind the famous PEXTO line of Tools—the brand your customers’ fathers 
and grandfathers bought with satisfaction; that the public is still buying everywhere 
—and always with satisfaction. 


Genuine courage was exercised and all trade-camouflage eliminated 
when the plan was evolved that enabled us to offer the WORTH* line of 
arrested-finish Tools ... Guaranteed .. . Intelligently Selected... 
Helptully Priced ... Attractive margin to the Retailer ... A Profit 
Ratio that is possible for the Retailer to procure instead of merely 





_ wishing or hoping for... With all customary high distributing costs 
=. entirely eliminated ...Sold in honestly selected ASSORTMENTS 
‘and —not for the purpose of “loading” the Retailer, but to create 
ae economy in distributing merchandise from factory to consumer, 
which saving is passed on in the market’s best sales-producing 


retail prices—building and increasing substantial ‘gain for you—in 
return for your part of the work and your investment. 


*Certain Wholesale Distributors handle these WORTH Tools under their own private brands. 
All such special branded WORTH Tools of our manufacture will be stamped with 


this symbol - 


YOU CAN PROFITABLY SELL THESE TOOLS REGARDLESS OF GENERAL BUSINESS CONDITIONS 


ASK YOUR JOBBER 


Place a test order right now for some ME-KAN-IK Tools—for more 
PEXTO Tools and for an ASSORTMENT of the WORTH Plan Tools 


i The Peck, Stow & Wicox Co., Soutnineton, Conn., U. S. A. 


and 
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FATHERS AND SONS EMPLOYED BY J. WISS & SONS CO. 


The photograph, above, shows 
a group of 28 fathers and their 
29 sons, taken from the 360 em- 
ployees of J. Wiss & Sons Co., 
Newark, N. J., manufacturer of 
shears, scissors, snips, etc. Each 
son is in back of his father. 

Seventh from left, in the front 
row, and heading the group, is 
J. Robert Wiss, president, whose 
son Richard is also in the busi- 
ness. The late F. C. J. Wiss, 
father of the president, held the 
same position until his death 


about three years ago, while his 
grandfather, Jacob Wiss, a native 


ness in 1848. 

Number eight in line, in the 
front row, is Frederick H. Rauh, 
general superintendent, whose 
father was superintendent before 
him. Frederic Rauh, Junior, as- 
sists his father in the business. 
Mr. Rauh is the father longest in 
service with the company. He 
was employed there in 1899 and 
has been superintendent since 
1913. Next in line is Frank Hof- 
fer, foreman, who has been with 
the company since 1902. He is 
followed by William Marshall, em- 
ployed since 1904, who succeeded 





of Switzerland, founded the busi- 


his father as a foreman. The son 





Pratt & Lambert, Inc., Buffalo, 
N. Y., sales representatives held 
sales conventions in Chicago, 
Buffalo and New York, earlier 
this month. The western division 
sales representatives met at the 
Drake Hotel, Chicago, October 8; 
9 and 10 with C. D. Sproule, 
vice-president in charge of the 
western division, welcoming those 


company for 10 years of service. 

Representatives of the central, 
Canadian and industrial divisions 
of Pratt & Lambert held their 
meeting, October 12-14, at the 
Hotel Statler, Buffalo, with con- 
ferences of the industrial group 
in charge of T. E. Murphy, man- 
ager of industrial sales. Archi- 
tectural and maintenance work 





present. H. E. Webster, president 
of the company spoke enthusi- 
astically of business conditions, 


citing factors having a special | 


bearing on the paint and varnish 
industry and pointing out that 
“all indications point to increased 
business.” W. P. Werheim, vice- 
president in charge of advertis- 
ing, outlined the company’s ad- 
vertising plans for the next six 
months. R. W. Lindsay, vice- 
president and general sales man- 
ager, in charge of the meetings, 
discussed selling methods and 
products and was assisted by W. 
R. Fuller, technical director. G. 
M. Breinig, in charge of the 


was discussed by W. C. Wood- 
yard, Chicago, and C. J. Spauld- 
ing of the sales department, cen- 
tral division, Buffalo. At the 
banquet held during the conven- 
| tion watches were presented to 
H. S. Campbell and R. W. 
Kramer, industrial sales; A. E. 
Hay, manager, Canadian sales, 
and to R. C. Stark, general super- 
intendent. Cuff links were 


awarded T. A. Campbell, J. F. 








with the most years to his credit 
is John Cervanka, who started in 
1923. 

The Wiss Co. has men still 
active in daily service who 
worked under the founder, Jacob 
Wiss, in the old plant. A few 
are: Albert Lehman, who started 
in 1876; Gottlieb Ott, 1879; Jack 
Bohle, 1880, and Paul Lee, 1881. 

The present executives of the 
company are: J. Robert Wiss, 
president; Norman F, Wiss, vice- 
president and treasurer; Jerome 
B. Wiss, secretary, and C. L. 
Gairoard, general sales manager 
since 1898. 





PRATT & LAMBERT REPRESENTATIVES HOLD DIVISIONAL SALES MEETINGS 


Kaiser, central sales division and 
to F. P. Madigan, Buffalo factory 
office. 

The eastern division meeting, 
held October 15-17 at the Hotel 
Astor, New York City, was wel- 
comed by H. S. Prescott, vice- 
president in charge of the east- 
ern division. R. A. O’Hara, 
manager of architectural service, 
eastern division, and W. C. Wood- 
yard, spoke on work with archi- 
tects and discussed maintenance 
problems. At this and the other 
two divisional meetings consid- 
erable time was devoted by G. M. 
Breinig to the company’s paint 
préducts. At the banquet of the 
eastern division, E. H. Calhoun, 
sales representative, received a 
pair of cuff links for ten years 
of service with the company. 








BRIEFS 


OHIO 
C. E. Hunter has bought the 
hardware business of Barrere & 
Nickerson, Circleville, Ohio. 





Leist & Frey, Piketon, Ohio, 
garage operators, are opening a 
hardware store in the addition to 
their building. 


M. C. Bickel recently held a 
formal opening of his new hard- 
ware store at 78 S. Washington 
St., Tiffin, Ohio. He had re- 
cently moved from Lorain, where 
he had previously engaged in 
the hardware business. 


Pickering Hardware Co., 440 
Main St., Cincinnati, was re- 
cently damaged by fire, the loss 
being promptly settled by the 
insurance company. 


RHODE ISLAND 
Norbert A. Pinault has pur- 
chased the interest of his part- 
ner, Arsene B. De Nevers, in the 
firm of Pinault & De Nevers, So- 
cial St., Woonsocket, R. I. Mr. 
Pinault will operate the store 
under the name of the Pinault 
Hardware Co. 
SOUTH CAROLINA 
J. L. Hollingsworth has opened 
a new hardware store in the 
Byrd Bldg., Edgefield, S. C. 


TEXAS 

Roy Edwards recently moved 
his hardware store in Anson, 
Tex., to the old Heidenheimer 
Bldg. on the north side of the 
square. 

WASHINGTON 

Harbor Hardware Co. was 
opened recently at 207-209 E. 
Heron St., Aberdeen, Wash. 





ECLIPSE LAWN MOWER CO. USES TRAILERS 








paint division, and W. C. Wood- | 


yard, manager of the architec- 
tural service in western territory, 
also addressed the business ses- 
sion. 

At the banquet held at the 
closing of the Chicago meeting, 
C. D. Sproule was toastmaster. 
W. C. Woodyard was presented 


with a watch for his twenty | 


years’ service with the company. | 
J. F. DeGroot, sales representa- 
tive, western division, received a 
pair of specially designed cuff 
links, an award given by the| 
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This fleet of Aerocar Trailers is being utilized by the Eclipse Lawn Mower Co., Prophets- 
town, Ill., to present to dealers 20 new models of Eclipse and Eclipse-Built mowers—some with 


pneumatic, some with semi-pneumatic and others with solid rubber tires as well as improved 


models with regular wheel equipment. 


The fleet, which travels from coast to coast, enables 


the dealers to make comparisons of various models from the actual mowers. The company is 
also adding a new building to its factory at Prophetstown, which will give the company 270,000 
additional square feet of floor space. 
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Can be Bought on 


ATTRACTIVE EASY TERMS 
| AT LOW RATES 


@ International Harvester has 
probably had more and longer experi- 
ence with time-payment financing in 
the sale of its products than any other 
corporation that you might name. 
Long before the very birth of the 
automotive industry the builders of 
this century-old organization were 
selling millions of dollars worth of 
agricultural equipment annually, on 
“time.” Many younger enterprises 
may be said to have “gone to school” 
to International Harvester in the 
financing of time payments. 

In the past 30 years tens of thou- 
sands of men have been helped to 


ownership of International Trucks 
by International Harvester’s exten- 
sion of credit. The most liberal of the 
many partial-payment plans in the 
industry today reflect International 
policy of long years’ standing. 

Pay CASH on delivery for your 
trucks when you can, and save all 
financing charges, but when cash must 
be conserved see what International’s 
liberal time-payment plan may offer 
you. Inquire as to our materially re- 
duced financing charges — let Inter- 
nationals earn their way as you pay. 
INTERNATIONAL HARVESTER COMPANY 


606 S. Michigan Ave. (INCORPORATED) Chicago, Illinois 








1831... 
the first McCormick Reaper. 


Trucks came 75 years later. 


eG} j- 


Generations ago 
Cyrus Hatt McCormick 
founded 
International Harvester’s 


Liberal Time-Payment Policy. 











for 4-ton chassis; $610 for 1%-ton chassis, f.o.b. factory, are great values for 
International quality. International time-payment rates apply to every model, 
Half-Ton to big Six-Wheelers. Call any International dealer or nearby branch. 
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NEW SALES FIRM TO MARKET LINES ONLY 
THROUGH WHOLESALER AND DISTRIBUTOR 


R. C. Fischer and Irving Bam- 
brick have formed Fischer & 
Bambrick, Inc., 120 West Second 
St., Dayton, Ohio, which as a 
marketing organization will rep- 
resent only those factories hay- 
ing a sales policy that fits in 
with the new organization’s plan 
of marketing exclusively through 
the wholesaler and distributor. 
All of the firm’s clients must put 


R. C. FISCHER 


the independent retailer in a po- 
sition to meet chain store and 
catalog house competition. 

Fischer & Bambrick, Inc., will 
act as a sales and advertising de- 
partment, marketing the complete 
output of its clients. The firm is 
equipped to give a manufacturer 
complete sales promotion, sales 
representation, and advertising, in 
all parts of the United States and 
foreign countries. 

Mr. Fischer, the president, has 
had long experience in all 


IRVING BAMBRICK 


branches of marketing and ad- 
vertising. He states that the firm 
has already, in addition to its 
Dayton office, opened an office in 
Boston and that they have capa- 
ble representatives in all parts 
of the world. 

This new concern has been 
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conducting the advertising cam- 
paign of The Irwin Auger Bit 
Co., Wilmington, Ohio, which has 
contracted with Fischer & Bam- 
brick, Inc., to handle its entire 
sales, as well as its advertising. 
H. M. Swain, executive vice- 
president of The Irwin Auger Bit 
Co., comments that Fischer & 
Bambrick, Inc., has been a con- 
tributing factor in Irwin’s 600 
per cent sales increase in the 
past two years and that “the 
new sales organization will fill a 
long-felt want in enabling manu- 
facturers to cut their distribution 
costs, so every advertisement 
should sell enough extra goods 
so it will pay for itself. 


HERBERT MANAGES CREDIT 
FOR UNDERHILL, CLINCH 


Ernest G. Herbert has been 
named credit manager for Under- 
hill, Clinch & Co., wholesale 
hardware, 76 Ninth Ave., New 
York City. Mr. Herbert is an 
English born American citizen 
and following the post-war de- 
mobilization of the English Army, 
in which he served, he was em- 
ployed as a cashier with the 
British Board of Trade. 

During the period Mr. Herbert 








CHARLES F. KINTZING 


Charles F. Kintzing, 55, presi- 
dent of the Essex Wire Cloth 
Co., Belleville, N. J., passed away 
at his home, Sept. 29. Mr. Kintz- 
ing had established and managed 
several similar plants in different 
parts of the United States and 
Canada. He established the Es- 
sex Wire Cloth Co., upon the 
dissolution of the Rogers Wire 
Works, of which he had been 
manager. He leaves his widow, 
two daughters, and three sons, 
Harry F., Lloyd, and Fenton S. 
Kintzing. 


HAROLD C. SMITH 
Harold Cornelius Smith, 54, 


| president of the Illinois Tool 
| Works, 


Chicago, IIl., passed 
away recently. He was a son of 
the late Byron L. Smith, founder 
and president of the Northern 
Trust Co. 


ELISHA MIX 


Elisha Mix, 86, president and 
founder of the Excelsior Hard- 
ware Co., Stamford, Conn., was 
fatally injured in a motor acci- 
dent in St. Petersburg, Fla. 

As a young man Mr. Mix 
learned the die and toolmakers’ 
trade in the Eagle Lock Co. 
factory and later was foreman of 








has been in the United States, 
he was for four years in charge 
of the accounts payable division, 
works accounting bureau, of The 
Yale & Towne Mfg. Co., Stam- 
ford, Conn. He became well 
known to the metropolitan New 
York retail hardware trade, how- 
ever, as the auditor and chief 


ERNEST G. HERBERT 


of the accounting department, for 
the Masback Hardware Co., 
wholesale, New York City, which 
position he held for ten years 
prior to joining the staff of 
Underhill, Clinch & Co. 


OBITUARY 


the die and toolmakers’ depart- 
ment of the Corbin Cabinet Lock 
Co., New Britain, Conn. In 1891 
he came to Stamford and entered 
the employ of the Yale and 
Towne Mfg. Co., as foreman of 
die and toolmakers. Mr. Mix 
organized the Excelsior Hard- 
ware Co. in 1897. His widow, a 
daughter, and three sons, Ralph 
H., James E. and Clarence E., all 


of Stamford, survive. 


ANDREW T. MERRIMAN 


Andrew T. Merriman, 
Cleveland, Ohio, district 


64, 
sales 


ANDREW T. MERRIMAN 








ACQUIRE INTEREST IN 
THORDARSON ELECTRIC 


Charles F. Burgess, president 
of the C. F. Burgess Laboratories, 
Inc., Madison, Wis., and chair- 
man of the board of the Burgess 
Battery Co., Madison and Free- 
port, Ill., has announced the lat- 
ter company’s purchase ef a con- 
trolling interest in the Thordar- 
son Electric Mfg. Co. of Chicago. 

The Thordarson Co, will con- 
tinue to manufacture transformers 
for the radio and neon sign in- 
dustry. Chester H. Thordarson, 
founder of the concern, will re- 
main as president, concentrating 
on experimental work, and Jack- 
son Burgess will be vice-presi- 
dent. The board of directors 
consists of C, F. Burgess, chair- 
man, C. H. Thordarson, Benja- 
min S. Reynolds, Madison, John 
Dern, and Trig Thordarson. 


WAYNE TOOL PLANT 
TO REOPEN 


Manufacturing will be resumed 
at the Wayne Tool Co. plant ai 
Waynesboro, Pa., Nov. 1. New 
buildings of fireproof construc- 
tion have been completed, re- 
placing those destroyed by fire 
in May. 








manager of the American Steel 
& Wire Co., Chicago, IIl., passed 
away Sept. 5. Mr. Merriman 
was born in Chicago, where he 
entered the employ of the com- 
pany more than 30 years ago. 
He was transferred to Cleveland 
in 1909. 


JOHN COLBY 


John Colby, 83, passed away 
October 1, at his residence, 651 
Jefferson Ave., Brooklyn, New 
York. Mr. Colby was promi- 
nently identified with the cast 
iron Holloware business and two 
of his principal associations were 
with the old Pocasset Iron works 
of Poughkeepsie, and the Colum- 
bus Holloware and Enameling 
Co., Columbus, Ohio. He has 
had no active business connec- 
tion for a number of years. Mr. 
Colby made his headquarters 
with R. K. Carter & Co., New 
York City, for about 46 years, 
having desk room with that com- 
pany during that period. 


EDWIN M. ACHARD 


Edwin M. Achard, 45, trea- 
surer of the Saginaw Hardware 
Co., Saginaw, Mich., passed 
away recently. Prior to that con- 
nection he had operated a hard 
ware store of his own. 
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@ Farmers, mechanics, builders and industrialists all 
know Acco quality—the care and testing which goes 
into each link of every Acco Chain. They expect you 
to stock and sell Acco Chains in wide variety because 
TENSO COIL CHAINS they know the 


TIE OUT CHAINS 


ELWEL BREAST CHAINS AMERICAN CHAIN COMPANY, INC. IS THE WORLD'S 
SINGLE AND DOUBLE 
LARGEST MAKER OF WELDED AND WELDLESS 


AJAX BREAST CHAINS CHAIN FOR ALL PURPOSES 


ELWEL No. 45 HEEL CHAINS <* ACCO 
Like all fine merchandise, Acco Chains Rss CHAIN 


ELWEL No. 57 HEEL CHAINS are attractively packed—some in clean 
white cotton bags, others neatly cartoned, 


still others on reels as shown in illustra- 
tion of the metal display stand with 
which dealers are supplied. Sell Acco 
Chains. They pay a real profit. Ask your 
jobber's salesman for full details. 








BRIDGEPORT, CONNECTICUT 
In Business for Your Safety 


World's Largest Manufacturer of Welded and 
Weldiess Chain 


AMERICAN CHAIN CO., INC. ~ ; 


meses 
ao —e" 
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HOW'S the 
ADVANCES BECOMING EFFECTIVE 
Leather Harness, Etc. Jute Twines. 

Little Giant Junior & OK 





Junior Screw Plates. 

Rubber Belting. Trace Chains. 
Solid Copper Tacks. Copper Tea Kettles. 
Galv. Range Boilers. 

Asbestos Pipe Covering. 





DECLINES BECOMING EFFECTIVE 


Linseed Oil. 


Oct. 22, 


ADVANCES BEING ANTICIPATED 1936 


Ice Cream Freezers. 


Price trends on tools are up- 
ward. Recent changes include ad- 
vances by Greenfield Tap & Die 
Corp. on Little Giant Junior and 
OK Junior Screw Plates amounting 
to 12% to 20 per cent. Saw man- 
drels also have been increased 20 
per cent. 

* * * 

The demand for firearms, 
from season to season, shows a 
puzzling variance, but this fall has 
seen an unlooked-for crest of order- 
ing. Manufacturers are receiving 
more orders for guns and rifles right 
now than they can handle. Prices 
of certain models were lowered 
sharply last spring, but that does 
not altogether explain the present 
volume, for other items, now selling 
at higher figures than a year ago, 
are moving just as rapidly. Prac- 
tically all manufacturers have ex- 
hausted their stocks of certain num- 
bers, and will be unable to deliver 
more for the 1936 season. Repeat- 
ing shotguns and automatics are 
perhaps scarcer than other types of 
shotguns. Large firearms sales are 
causing a very heavy demand for 
ammunition, but jobbers have been 
able to meet this increase without 
serious shortage. Profit margins on 
ammunition have been restricted by 
the competitive offerings of some 
syndicate outlets. 

* * * 


Some price advances are be- 
coming effective on rubber belting, 
but full details had not reached the 
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Steel Products. 


trade at press time. Jobbers have 
been expecting an increase, and are 
believed to have generally provided 
themselves with ample stocks. 

* * * 


Advances on leather harness 
and strapwork, were also being an- 
nounced with definite figures not yet 
available. Prices on trace chains 
will be raised about ten per cent 
on Nov. 2, and in the meantime man- 
ufacturers and jobbers are accept- 
ing firm orders at old prices, for 
shipment before the end of 1936. 
Capewell Manufacturing Company 


announces the continuance of last 
quarter’s prices on Capewell and 
Northwestern horse nails, for the 
final three months of the year. 

* * * 

Makers of tacks and small 
nails are firmly supporting their re- 
cently advanced prices, and on Oct. 
1 issued new and higher quotations 
on solid copper tacks. The new net 
prices vary with the quantity or- 
dered and the size of package. Cop- 
per aerial wire was advanced about 
ten per cent on Oct. 1. 

* *& & 

Copper tea kettles, both plain 
and chrome-plated, were marked up 
ten per cent on Oct. 1. Most of the 
new prices are lower than prevailed 
on these goods two years ago, despite 
late refinements in pattern and finish. 
The Rome Manufacturing (Revere) 
Division states that the Oct. 1 changes 

(Continued on page 116) 
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WHEN YOU WANT 
PROMPT, DEPENDABLE SERVICE 
CALL ON McKINNEY 


A FEW months ago we told you we were doing 
everything possible to gear up our production 
and expedite our service. We did everything 
possible and now-—if you please, Mr. Jobber and 
Dealer, McKinney orders are going out ahead of 
schedule, when necessary, and that’s a record for 
any manufacturer in the hardware field today. 



















We're mighty proud to be able to tell you that 
our service is the best in the hardware field. And 
you can be sure we're going to keep it the best... 
that’s our way of keeping our pledge of 100% 
cooperation with the trade. 














Whether your order calls for Forged Iron—Hinges 
and Butts—Cabinet Hardware—Garage Hardware 
or one of our new line of mail boxes... you can 
depend on the new McKinney Organization to 
give you prompt efficient service, just as you de- 
pend on us to give you the worthwhile new de- 
velopments on which you can realize an extra 


TLV Rees 


Vice President, Charge of Sales 


McKINNEY MANUFACTURING COMPANY 
Main Offices and Factories: Pittsburgh, Pa. 


DISTRICT OFFICES 
NEW YORK CHICAGO SAN FRANCISCO 






















ADVERTISEMENTS BY McKINNEY MANUFACTURING COMPANY 
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How's the Hardware Business ? 


(Continued from page 114) 


are made necessary by the increased 
cost of copper, which has advanced 
more than a cent a pound since No- 
vember, 1934, by increases in other 
materials used in the kettles, and 
in their process of manufacture, and 
by higher costs of labor. 
* * * 

Galvanized range boilers, fol- 
lowing a very slight mark up in 
July, have been advanced ten per 


cent on sizes up to 62 gallons, and 
fifteen per cent on the larger sizes. 
Shipments to jobbers at old prices 
must be completed by Nov. 1. 

* * 

New Discounts on asbestos 
pipe covering, effective Oct. 1, are 
up three “points,” or as much as 
sixteen per cent on the lighter thick- 
nesses. Asbestos wick and rope 
packing are unchanged. Asbestos 





WHOLESALE HARDWARE COLLECTIONS 


SAN FRANCISCO—The percent- 
age of wholesale hardware collec- 
tions during August to the total 
amount due from customers (out- 
standing) on first of month was 
48.4 per cent in August, 1936, and 
44.6 per cent in July, 1935. 


DALLAS—tThe ratio of wholesale 
hardware collections during Au- 
gust to accounts and notes out- 
standing on July 31, 1936, was 
47.8 per cent. 


MINNEAPOLIS—Wholesale hard- 
ware accounts and notes receiv- 
able on Aug. 31 were plus 4 per 
cent as compared with the same 
month last year. 


KANSAS CITY—Wholesale hard- 
ware accounts collected in August, 
1936, were plus 3.6 per cent as 
compared to August, 1935. 


ATLANTA—The wholesale hard- 
ware collection ratio was 47.5 per 
cent in August, 1936; 50.1 per cent 
in July, 1936, and 38.3 per cent in 
August, 1935. 


CLEVELAND—General wholesale 
collections continued to be report- 
ed as “good.” 


Per Cent of I er D in 1936 

Wholesale Hardware SALES as Compared 

With Corresponding Months of 1935. 
(National Averages.) 
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NEW YORK—The per cent of 
wholesale hardware charge ac- 
counts outstanding July 31, 1936, 
collected in August was 46.3 percent 
in 1935, and 44.6 per cent in 1936. 


RICHMOND—tThe percentage of 
Aug. 1, 1936, wholesale hardware 
receivables collected during the 
month was 44.0 per cent. 


PHILADELPHIA—tThe ratio of 
collections to receivables in Au- 
gust, 1936, was 51, in July, 1936, 
was 53, and in August, 1935, was 
42, 


CHICAGO—The per cent of change 
from August, 1935, on wholesale 
hardware accounts outstanding was 
plus 18.0 per cent and collections 
were plus 29.3, while the ratio of 
accounts outstanding to net sales 
was 170.0. 


ST. LOUIS—General collections 
during August, while still reflect- 
ing a high average, were somewhat 
less favorable than earlier in the 
year. Representative interests re- 
ported on August collections as 
follows: Fair, 41.0 per cent; good, 
53.0 per cent; excellent, 2.4 per 
cent, and poor, 3.6 per cent. 





Per Cent of I or D im 1936 

Wholesale Hardware STOCKS as Compared 

With Corresponding Months of 1935. 
(National Averages.) 





paper and mill board were advanced 
last month. 
* 8 *& 

Home-size pressure cookers 
are having a great vogue. The new 
six-quart cooker, at about $6.95 re- 
tail, is being widely demonstrated 
and distributed. The result will be 
not alone a large output of this 
“small-family” size, but the intro- 
duction of the cooker idea to many 
new buyers who will eventually or- 
der the larger capacities. 

* * * 


Recent advances on twines 
were made by some manufacturers, 
with a mark-up of 14 cent per pound 
on coarse and heavy jute, and one 
cent on fine jute and fine India 
twines. The 114-cent higher base 
on sisal twine, lately announced, will 
soon be in full effect, as old com- 
mitments are completed. 

* * * 


New prices on _ ice-cream 
freezers for next season are expected 
soon, and will probably show some 
increase. There has been strong 
competition among the manufac- 
turers, and some of them claim that 
the price levels of the past season 
have brought losses which can no 
longer be tolerated, with costs ris- 
ing. Some changes toward more 
modern design are expected if prices 
do advance. 

* * * 

The recovery in hardware 
sales set new records, since 1929, 
for some manufacturers and whole- 
salers last month, and October ship- 
ments are equaling or exceeding the 
September rate. The cooler weather 
affords a fine stimulant to retail 
buying. All lines not actually out 
of season are doing well, and on 
some the gain has been phenomenal. 
Both the early and current demand 
for stoves, and for house and kitchen 
furnishings have outrun expecta- 
tions. Bicycles are still selling 
many weeks ahead of their supply. 
Toys and gift items and sleds are 
moving out faster than last year. 
Many manufacturers, in varied lines, 
are too busy to ship promptly, and 
shortages continue to annoy all dis- 
tributors. These are found not only 
where sales gains have been ab- 
normal, and where quick increase 
in production is difficult, but have 
resulted also from the cumulative 
effort of retailers and jobbers to 
build up their stocks. The almost 


(Continued on page 118) 
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“NEW AMERICAN 


N 160 CITIES “New American” homes, 

sponsored by General Electric, are 
thrown open to the public. Equipped with 
General Electric Kitchens and other G-E 
appliances, these homes will be visited by 
thousands of housewives, home owners and 
prospective home builders everywhere. 


Here is an opportunity for retailers of G-E 
kitchen appliances to turn visitors into 
customers. They can take their prospects 
to these homes. These beautiful, modern, 
work-saving kitchens create interest .. . 
arouse desire. They help demonstrate and 
sell the convenience, utility and comfort of 
the G-E Kitchen, and of the G-E Refriger- 
ator, Range, Dishwasher, Disposall and 
other individual appliances. Avail your- 
self of this opportunity. It’s another big 
business builder for G-E retailers. It helps 
building generally. It’s another plus value 
of the G-E franchise. General Electric Co., 
Appliance and Merchandise Department, 
Section HA10, Nela Park, Cleveland, Ohio. 


“ HOMES 
TURN VISITORS INTO 
CUSTOMERS FOR RETAILERS 
OF G-E KITCHENS ..... 













































Typical “New 
American” 
homes... each 
equipped with 
an all-electric 
G-E Kitchen. 


*« 











How's the Hardware Business ? 


(Continued from page 116) 


complete breakdown in the trade ap- 
prentice system during the depres- 
sion has resulted in a national short- 
age of skilled labor. 


* * * 


Factories making consumer 
goods are operating at capacity, 
with output in some cases the 
highest on record. The speed of 
the improvement naturally inspires 
some question whether the present 
rate of demand can continue. How- 
ever, sales reports from all quarters 
indicate that the goods made have 
been selling, and that stocks are not 
piling up. The new commitments of 
merchants for spring delivery show 
that they expect no recession. The 
buying power is coming from in- 
creased employment, larger farm 
income, and greater dividend pay- 
ments, as well as from government 
contributions. There is no great 
fear that the income from any of 
these sources will fall off materially. 
Farm marketings of livestock are 
running high, the cotton crop is 
larger than a year ago, and these 
products are bringing better prices 
than last year. The smaller grain 
crops and dairy production are also 
yielding a larger cash income. 


* ” * 


Prices on hardware lines have 
been firmed by recent advances in 
the base materials, particularly steel, 
and it is difficult to find staple lines 
where fourth quarter costs to the 
wholesaler are not well above the 
“lows” of the year. Few advances 
are being asked which are not rea- 
sonably justified by higher costs, and 
where jobbers have contracts or 
liberal stocks, the leaders are fol- 
lowing their usual practice of cau- 
tion or delay in passing along price 
increases. Thus many changes now 
actually in effect may not be gen- 
erally felt by retailers and their cus- 
tomers until early 1937. 

* * * 


Store remodeling has kept 
busy the makers of store fixtures 
and equipment, and the field staffs 
of jobbers and manufacturers who 
assist dealers in this modernization 
work are booked for months ahead. 

* * * 


Radio sales are outstandingly 
large, and are helped by the gen- 
eral interest in the political cam- 
paign, and in the football broadcasts. 
The performance of modern compact 
receiving sets, in range, clarity and 
volume is remarkable, even in the 


118 


popular price field. The very mod- 
erate retail pricing of the better sets 
is maintaining and increasing their 
demand. 

* * * 

Furniture sales are very large, 
and the industry is enjoying one of 
its best years since 1929. Unfilled 
orders at the close of August stood 
85 per cent ahead of a year ago, 
despite the fact that shipments were 
38 per cent greater than last year. 
Firm or slightly higher prices have 
not discouraged the trend of demand 
toward higher quality. 

* * * 

Retail sales in the Middle 
Atlantic States—Pennsylvania, New 
Jersey, and New York—totaled $8,- 
292,655,000 in 1935, an increase of 
25 per cent over 1933, and sales in 
the South Atlantic States totaled $3,- 
265,235,000, an increase of 32 per 
cent, according to a summary of 
Census of Business figures for 1935 
as recently released by the Ameri- 
can Retail Federation reveals. 

* * * 


Steel ingot production is a 
half point lower this week at 75 per 
cent of capacity, says the Oct. 15 
issue of The Iron Age, but the de- 
cline is without special significance, 
having occurred in some districts 
through the necessity of taking off 
open-hearth furnaces for repairs. 
Backlogs of the steel companies in 
most products are still growing. In 
fact, the aggregate amount of buy- 
ing in the first part of October is 
equal to that of the corresponding 
period in September, though there 
has been a falling off this month in 
those items that were advanced in 
price for the fourth quarter, notably 
carbon bars and light gage hot- 
rolled annealed sheets. 

* * * 


The steel price advances of 
Oct. 1 are now effective, and pros- 
pects are for further mark-ups when 
quotations are put out for the first 
quarter of 1937. The steady in- 
crease in automobile requirements, 
for the 1937 models, has aided the 
steel industry in stepping up its 
operating rate. Railroad buying, 
too, is likely to be a major factor 
during the remainder of the year. 
The sheet situation has reached a 
point where some users may not be 
able to obtain all they want during 
the fourth quarter. A few mills are 
virtually out of the market on cold- 
rolled and light hot-rolled annealed 
sheets for the remainder of the year. 


Bar deliveries are now taking four 
to six weeks. 
* * * 

An increase in tool sales has 
been manifest all year, and is ac- 
centuated this fall. Indoor weather 
is encouraging home workshop ac- 
tivities, and good tools are gaining 
in popularity for gift purposes. 
There is a real shortage of the bet- 
ter quality mechanics’ and carpen- 
ters’ tools, and, more than that, 
many communities report a shortage 
of the carpenters and mechanics 
themselves. There is in some places 
more than enough work to go around. 
and the jobs have to await their turn. 
One of the largest makers of fine 
tools says their stock has never been 
so broken up as at present. 

* * * 


The fall paint demand is un- 
usually good, at unchanged prices. 
The sales record all year has been 
good. August figures, the latest of- 
ficially reported, showed sales of 
paint, varnish, lacquer and fillers 
amounting to $33,380,000, as com- 
pared with $28,502,000 for August, 
1935. The gain this year, for eight 
months, was more than 13 per cent 
over the corresponding total last 
year. Linseed oil declined 244 cents 
per gallon on Oct. 9. . 

* * * 

A gain of 209 per cent in 
radio sales for the first nine months 
of 1936 has been reported by the 
Stewart-Warner Corp., Chicago, IIl., 
in comparison with the same period 
in 1935. The company’s radio di- 
vision is reported to be working at 
capacity production with two shifts. 
Unit refrigerator sales of the com- 
pany for the nine months ended 
Sept. 30, 1936, showed an 88 per 
cent increase over the same months 
in 1935. 

* * * 

September rains brought a 
material recovery to late crops. Of 
equal importance to farmers was the 
improvement in pastures, which, the 
department of agriculture states, 
made one of the most remarkable re- 
coveries on record for any one 
month. The corn crop, severely 
damaged by the drouth, was esti- 
mated at 1,509,362,000 bushels, as 
indicated by conditions Oct. 1, and 
all wheat production was correspond- 
ingly estimated at 627,233,000 
bushels. A corn crop of 2,291,629,- 
000 bushels was produced last year, 
with 2,553,424,000 bushels the aver- 

(Continued on page 121) 
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* FRIGIDAIRE DEALERS WIN WITH THE GREATEST 


REFRIGERATOR SELLING 


No wonder Frigidaire dealers are winners! The 
Spring “Proof” Campaign sold more Frigidaires 
than had ever been sold in any previous year! 
The Midsummer Cold-Gauge Campaign sent 
more than 2 million people to Frigidaire dealers’ 
showrooms! And the Fall and Winter Cam- 
paign, now in progress, is another winner! The 
“Meter-Miser”— Frigidaire’s exclusive cold-mak- 
ing mechanism—has been the year’s sales sensa- 


YOU WILL DO 7; be 


CAMPAIGN IN HISTORY! 


tion. Proof that Frigidaire meets. A// 5 standards 
for refrigerator buying has influenced hun- 
dreds of thousands to buy. Powerful advertis- 
ing! Superior product! More effective dealer 
helps! Greater public acceptance! These are 
the reasons why Frigidaire dealers, adding their 
efforts to ours, are making more refrigerator 
profits than ever before! 

FRIGIDAIRE CORPORATION, DAYTON, OHIO 


be” with FRIGIDAIRE ... IN ’37! 
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The Most Amazing Bicycle of All Time... 
The New SILVER KING! 


Built-in Spring and Flexible Frame Give it 


a Flodling Ride 


DeLuxe Troxel 
saddle 


Twin flexible 
top-bars 


Stainless steel 
fenders 


Tear-drop 
reflector ___- 


Over-size 


f 


Free-wheeling / 
coaster brake 


a 
Wier gays UP 
callers és 
pnt gad tof sore +\0N 
90,000 cance 
3,00" 


All equipment illus- 

trated is standard. Retail 

list of $49.95, f£. o. b. Chicago, also in- 

cludes one-year insurance policy against 

fire and theft. Insurance policy also op- 

tional on all other Silver King Models for 

boys, girls and adults, starting at $28.95 
retail list, f. o. b. Chicago. 




















The built-in spring of this new model con- 
nects rear fork and sprocket. Rear wheel 
rocks up and down on uneven surfaces— 
“cushions”‘ the highway. Twin-top- bars 
flex as bumps are taken, acting as second 
spring. Result: A ‘Floating Ride!’ 
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balloons — ‘4\ 
4 
Nw 
= i a 


Built-in 
spring 


Aluminum alloy 


frame handle bars 


* Rubber pad 
pedals 


4e"'- link 
chain 


ILVER KING creates in this new 
model the "Floating Ride’— the 
most important development in bi- 
cycle history. Bumps, jars, road- 
shock are absorbed by the built-in 
spring and flexible twin-top-bars. 
Amazing newriding comfort results! 
This spectacular new feature is 
being advertised to 8,000,000 boys, 
girls and adults this fall in the three 
largest national weeklies and the 
three leading boys’ magazines. 
With the “Floating Ride” added to 
its many other exclusive features, 
Silver King moves more years ahead 


Aluminum alloy 


Clipper 
speedometer 


Streamlined 
head 


_ Blast horn 
in extra-size 
headlight 


* “— Built-in 
wheel lock 


“3~ Aluminum alloy 


truss rods 


™. Aluminum alloy 
fork 


~~ Longer 


chain guard wheelbase 





of the field. Study these features de- 
tailed above. They quickly explain 
why, after less than 3 years, Silver 
King today leads the high grade 
bicycle field. 

It is easier to sell Silver King than 
sell against it. Monark Silver King, 
Inc. invites you to utilize Silver 
King’s greater salability and de- 
pendable dealer policy to immedi- 
ately jump your bicycle profits. 
Write or wire us at once for com- 
plete information, so you can be 
ready with the new Silver Kings 
for fall and Christmas business. 


Monark Silver King, Inc., 1242 North Homan Avenue, Chicago, Illinois 


SILVER KING 


The MluminunfStreaniined Bicycle 


Distributors throughout the United States have the new Silver King in stock for ready delivery. 


HARDWARE AGE 

















The Following Distributors 
Have SILVER KING 


Bicycles in Stock 
for Immediate Delivery: 





ALABAMA 


Birmingham . 
Mobile 


..Moore-Handley Hardware Co. 
MeGowin-Lyons i Co. 


Montgomery .... Teague Hardware 
ARIZONA 

Phoenix ....... Momsen-Dunnegan-Ryan Co. 
ARKANSAS 

Little Rock ....Fones Brothers Hardware Co. 
CALIFORNIA 


Los Angeles..... William H. Hoegee Co., Inc. 
~ m psaed Hoffman Hardware Co. 


. Merry pany, Ltd. 
Long Beach..... American Wholesale Hdwe. Co. 


Me ccece Thomson- Diggs 


San vue. .-Dunham, Carrigan & Hayden Co. 





.-Merry-Bean 

FLORIDA 
Jacksonville ....Southern Hdwe. & Bicycle Co. 
GEORGIA 
Atlanta ....... Cowan-Boze Co. 
Augusta ....... umerau & Son 
Savannah ...... Semmes Hardware Co. 
ILLINOIS 
Chieago ........ Hibbard, Spencer, Bartlett & Co. 

iy eines N. Shure pS es. 

.. _. wae Standard 

= \<eesdees Triangle Siete Co. 
IOWA 
Des Moines..... Brown Camp Hdwe. Co. 
KENTUCKY 
Louisville ...... Peaslee-Gaulbert Corp., Inc. 
KANSAS 
| eee Lee Hardware Co. 
Topeka ........ W. A. L. Thompson Hdwe. Co. 
LOUISIANA 
Monroe ........ Monroe Hardware Co. 
New Orleans ...Gulf Supply Corp., Ine. 
Sh ‘Lee Hardware Co. 
MAINE 
Bangor ........ Rice & Miller Co 
Portiand ....... The James Bailey Co 
MARYLAND 
Gamesteee soese Phillips artuare Co., Ine. 

MID ccccce L. W. Gua 

Baltimore oeeuee Coggins & i 
MASSACHUSETTS 
Boston ......... Hub Cycle & Radio Co. 

| Suemeeded Sager a, Supply Co. 
Holyoke ........ Russell & 
Springfield ..... Carlisle. tX- co. 
Woreester ...... Waite Hardware Co. 
MICHIGAN 
DeD  ccccsces Buh! Sons Co. 

~ — orédeeud Merchants Supply Co. 
PU scccvesocs G. Hubbard Hdwe. Co. 
Saginaw ....... Morley Brothers 
MINNESOTA 
Duluth ........ Marshall- Wells ft 
Minneapolis ....Janney-Semple-Hill & Co 
St, Pam .....0.. Farwell- ‘Ozmun- Kirk & Co. 
MISSISSIPPI 
Meridian ...... Melton Hardware Co. 
MISSOURI 
Kansas City ...Richards & Conover Hdwe. Co. 
Saint Louis..... Leacock Sporting Goods Co. 

° 7 saceé Shapleigh Hardware Co. 

= y caved Simmons Hardware Co. 

< @ sened Witte Hardware Co. 
NEBRASKA 
—— cocccce 

maha ......... Wrient & Wyiinelmy = 


NEW HAMPSHIRE 


Manchester ..... John B. Varick Co. 
NEW YORK 
eRe Albany Hardware & Iron Co. 
ee Joseph Strauss Co., Ine. 
a. pikabenen Vim Cyele Hardware Co. 


rr Barker, Rose & Kimball, Ine. 


New York chy. . F. A. — Co. 

. Deutsch 
Rochester aoeeen :! Sidney B. “Roby Co. 
NORTH CAROLINA 
Charlotte ...... Glasgow-Allison Co. 
Greensboro ..... Odell Hardware Co. 

. ee Monroe Hardware Co., Ine. 
OS eee Lewis Sporting Goods Co. 
Wilmington ....Queen City Cyele Ce. 
OHIO 
Cincinnati ..... Kruse Nesteee Co. 
Cleveland ...... W. Bingham Co. 

anon George Worthington Co. 
Voted .nccccoce Stoll Hardware Co. 
OKLAHOMA 


Oklahoma City . -Miller-Jackson Co., Ine. 
ee City Hardware Co. 
-Richards & Conover Hdwe. Co. 


OREGON 
Portland ....... Honeyman Hardware Co. 
~  \etKeuns Marshall-Wells Co. 
-  gasekee J. E. Bunker Co., Inc. 
a 
Johnstown ...... ank Hardware Co. 
Philadelphia ‘ a Tryon Co. 

- --Philadelphia Motor & Access. Co 
Pittsburgh ..... J. A. Williams Co. 
Neweastle ...... Kirk, Hutton “2 Co. 
Wilkes-Barre ..Lewis & Bennett Hdwe. Co. 
RHODE ISLAND 
Providence ..... Beleher & Loomis Hdwe. Co. 
SOUTH CAROLINA 
Columbia ...... Lorick & Lowrance, Ine. 
TENNESSEE 
Knoxville ...... C. M. MeClung & Co. 
Memphis ....... Orgill Brothers & Co. 
Nashville ...... McWhorter, Weaver & Co. 

2 diweoed Phillips & Buttorff Co. 
TEXAS 
Amarillo ....... arillo Hardware 


Am Co. 
Corpus Christi ‘Corpus Christi Hardware Co. 
Dallas ......+.. oe lium joren 
et seceese Huey "t Philp Hardware Co. 
Momsen-Dunnegan-Ryan Co. 


Fort Worth Nash Hardware Co. 

Houston ....... : Bering -Cortes Hardware Co. 
— weseded Bullard Bieyele Co. 

WARD . .cccccccee W. A. Holt Co. 

UTAH 

GOED cccccsscc Proudfit Sporting Goods Co. 

VIRGINIA 

Norfolk ......0. William H. Grover Co. 

Richmond ...... C. W. Pinnell, Ine. 

S .  éeeseeue Richmond Hardware Co. 
Roanoke ....... Roanoke Hardware Co. 
WASHINGTON 
Spokane ....... Marshall-Wells Co. 

—.  seseete foaees io Grete & Toy Co. 
Tacoma ........ 4. er Co., Ine. 
WEST VIRGINIA 
Bluefield ....... Bluefield Hardware Co. 

es | @eear Bluefield Supply Co. 
Charleston ..... Goshorn Hardware _ 

ok. aeege Charleston Hdwe. CBamatend 
Clarksburg ..... = H. Smith 2 2.$ Co. 
Parkersburg .... H. Smith Hardware Co. 
Wheeling ...... } & Laing Hardware Co. 
WISCONSIN 
Milwaukee eoece Frankfurth Hardware Co. 


eeeve John Pritziaff Hardware Co. 
soeed Wisconsin Tire & Supply Co. 


Mumine SILVER | KING Streamlined 
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How's Business ? 


(Continued from page 118) 


age of 1928-32. All wheat produc- 
tion, winter and spring combined, 
was 623,440,000 bushels last year, 
with 863,564,000 bushels the aver- 
age for 1923-32. 


* * * 


The department of agriculture 
has estimated the 1936 cotton crop 
at 11,609,000 bales, more favorable 
than a month ago, but, with the ex- 
ception of the last two years, the 
smallest crop since 1923. Last 
year’s crop totaled 10,638,000 bales. 
The department reported that on 
Oct. 1 the general average condition 
of cotton acreage in the country was 
61.8 per cent of normal, and that 
reports indicated 29,720,000 acres 
would be harvested. The depart- 
ment estimated the average yield 
would be 186.9 per acre; 6,030,940 
running bales of 1936 cotton had 
been ginned up to Oct. 1. 

* * * 


Railroad freight traffic moved 
up again in the Oct. 3 week, to a 
new peak since November, 1930. 
Shipments totaled 819,126 cars, an 
increase of 16 per cent over a year 
ago, and 29.5 per cent over two 
years ago. Most of the latest week’s 
gain was due to increased shipments 
of coal. 

* x - 

Orders of the General Elec- 
tric Co., during the first nine months 
of 1936 amounted to $211,891,038, 
a gain of 33 per cent over 1935. The 
National Cash Register Co., re- 
ported gross domestic orders for the 
nine months totaled $18,677,650, or 
32.4 per cent ahead of the like 
period of 1935. 


+ a 


Bank clearings in the princi- 
pal American cities during the Oct. 
7 week rose 26.2 per cent above a 
year ago, to a total of $6,343,693,000, 
the largest percentage gain for a 
long time. The figures are from 
Dun & Bradstreet, Inc. Business 
Week comments that corporations 
continue to pour out dividends freely, 
endeavoring to reduce tax penalties. 
In September, 135 extras were de- 
clared, more than twice as many as 
last year, while 124 increased divi- 
dends were announced, compared 
with only 44 a year ago. The num- 
ber of dividend increases was the 
largest for any month in ten years. 
In the first nine months of 1936 
corporations have distributed a half. 
billion dollars more in dividends 
than during the same period last 
year. 
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New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims—New Packages 
—New Colors—New Deals— 


Catalogs . 







Wh, 
tke 


for Retail 


Hordware Stores 


Osmo Watermat hardware. Cooking top has a divided- 
top burner arrangement. Electric light 
works on a swivel. Electric clock, minute 
minder, and temperature control are on 
an etched panel, set in the background, 
with a utility shelf on top. Spira top 
burners are fast and give full spread 
flame. Top burner valves are on the ends, 
out of heat zone, while valve for the 
oven and main broiler is integral with 
the temperature control. This allows a 
cutlery drawer in center of range and a 
thrift broiler in the compartment on the 
left and a thrift cooker and thrift baker 











For potted plants. Supplies moisture on the right. Broilers have cast alumi- 
to the bottom of the clay pot; fertilizes num grills and may be served at the 
roots from the bottom, and insures suf- table, plastic handles supplied. Oven is 
ficient moisture for the roots of the pot- dual-lined and one complete set of oven 
ted plant. Watermat is sold in combi- lining is removable for cleaning. Seven 
nation with a green non-rusting, models cover a retail price range of ap- 
non-breakable copper alloy saucer, proximately $59.50 to $39.50. Sherman 


wrapped in Cellophane. Also packed Stove Co., Detroit, Mich. 

in an attractive carton, printed in three 

colors; 24 Watermats to a counter dis- 

play box. Watermat is made in three “Husky” Ice Cream Freezer 
sizes, 6 in., 4% in., and 3% in. The 
Garden Co., 229-231 N. 63rd St., Phila., ==> — 
Pa. : 









Sherman Gas Ranges ) 
phd U5 S 84) 


| 
| 


Streamlined, modernistic main frame 
is of heavy cast iron with aluminum 
finish. Gears are fully encased to in- 
sure easy turning and to prevent slip- 
page during operation. The Husky 
insignia is in raised relief on top of 
main frame. Lever action for removal 
of main frame is gained through hook 
shaped latch. Double lipped latch is 
used for fastening main frame during 
freezing operation. Available in 3, 4, 





One of the seven new models, shown, and 6-quart capacities, packed one to 
is finished in white porcelain with chro- a carton. Conco Engineering Works, 
mium trim and red moulded plastic Mendota, IIl. 
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Safety-Grip Spool 





J & L barbed wire is equipped with 
a “Safety-Grip” spool, which makes it 
easy to handle and transport. When 
piled during shipment or in stock, han- 
dles lie flat and take up no extra room. 
Handles will not flap when spool is un- 
wound. The “Safety-Grip” feature 
makes it easy for one or two men to 
handle barbed wire. Jones & Laugh- 
lin Steel Corp., Pittsburgh, Pa. 





Mosquito Chaser 





This device is attached to the front 
of any sort of electric fan. Made of 
aluminum it holds a sponge or other 
absorbent, and a little water, disinfec- 
tant or perfume sprinkled upon the 
sponge, will, through the action of the 
fan, either cool the room, clear the 
room of insects, or perfume the room, 
as desired. Retail price, 50c; dealers’ 
cost, $3.50 per doz. J. E. Wall, Tampa, 
Fla. 


HARDWARE AGE 
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Saws and More Saws! 
Every Farmer Has Them 


Cross cut and rip saws, hack and buck, circular and 
band. The farmer needs them all, and uses them often. 


And that same statement stands for tools of nearly 


every kind. 


Thirty million farmers ... millions of tools wear- 
ing out... being replaced by thousands daily! 
Think of that for a hardware market! Then think 
over your own sales and advertising plans and see 
what percentage of your effort is being directed 
that way. 





Farm Journal will place your advertising message 
before 1,220,000 tool-using farm families... the best 
in America... at low cost... with least duplica- 
tion. Farm Journal is Rural America’s Modern 
magazine — gets read first because it is “first to 
bring the last word.” 


FARM JOURNAL 
Philadelphia, Pa. 


BELIEVED IN FOR 59 YEARS 
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Irwin DeLuxe Screw Driver 


— ES 
pRge 5 ee 


No. 2—has chrome nickel Molyb- 
denum alloy tool steel blade carefully 
machined and extending through 
handle; drop forged points. Ferrule is 
said to be unbreakable; turned from 
solid bar of tool steel, and has knurled 
grip. Handle is seasoned hardwood, 
sanded to smooth finish with deep ma- 
chined flutes. Blade is securely fas- 
tened to handle and has three separate 
features for holding it tight and pre- 
venting its turning in the handle. Driv- 
ing plug is of solid steel, bolster type 
and will stand up when used as chisel, 
etc. Made in blade lengths from 2% 
in., to 12 in. to retail at 30c to $1. The 
SR 8 screw driver in the 3, 4, and 6-in. 
blade lengths; of drop forged tool steel 
with full polished hardwood handles in 
dark mahogany is now priced to sell 
at 8c. The SRC 22-T chromium plated 
auger bits, in sizes from 4 in. to 1 in. 
can now be retailed at from 22c to 58c. 
The Irwin Auger Bit Co., Wilmington, 
Ohio. 











A new merchandising plan offers fac- 
tory sealed, factory fresh convenient 
consumer Hand-ee 2 and 3 Paks of the 
No. 55 Usalite Lok-Top Batteries in 
merchandisers of bright pleasing colors. 
Maker states this packaging assures no 
loss nor waste and keeps the merchan- 
dise clean and saleable. Standard 
package 48 cells—18 Hand-ee 2 Paks 
and 4 Hand-ee 3 Paks—in twin master 
package display merchandisers with 
special battery tester, which permits 
testing of each individual cell without 
opening or breaking the package. United 
States Electric Mfg. Corp., 222-228 W. 
14th St., New York City. 





Painting Hints 

The booklet entitled, “What Are You 
Planning to Paint?” contains helpful 
suggestions on the most common paint- 
ing jobs done by the non-professional. 
Also gives suggestions for the care and 
use of brushes as well as their proper 
selection for a particular job. Avail- 
able in quantities for distribution by 
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distributors and dealers, handling the 
Wooster line. The Wooster Brush Co., 
Wooster, Ohio. 





Clamp Base Vises 





May be quickly moved or readily 
carried in a tool box. They are made 
from close grained iron castings with 
jaws machined for accuracy. Two cold 
rolled steel guide rods hold jaws in 
alignment and insure smooth action. 
Have cold rolled steel screws. Pipe jaws 
for holding round work. Red enamel 
finish with jaws and steel parts polished. 
Packed one in a box. Made in 2, 2% 
and 3 in. sizes. The Columbian Vise & 
Mfg. Co., 9021 Bessemer Ave., Cleve- 
land, Ohio. 





A $1.00 “Yankee” Spiral 





A “Yankee” quality spiral ratchet 
screw driver is being offered to retail 
for $1 in a special merchandising pack- 
age counter display, which holds six 
screw drivers. These No. 33-H “Yan- 
kees” operate on spiral movement by 
pushing the handle; or by right hand 
ratchet or left hand ratchet, or as a 
rigid screw driver. Holes can be drilled 
and also countersunk for screwheads by 
the use of various “Yankee” attach- 
ments. Dealers may buy sets, consisting 
of “Yankee” chuck and three drill 
points in containers, mounted on a dis- 
play card, to retail for 39c each. North 
Bros. Mfg. Co., Philadelphia, Pa. 





Toy Catalog 


On Lionel trains, airplanes, and boats, 
steel playthings, building sets, tool 
chests, chemistry outfits, microscope out- 
fits, games, sleds, wheel goods, wagons, 
Christmas tree sets and accessories, 
power tools, ice skates and accessories, 
rifles, and table tennis. Each item is 
illustrated, described and retail prices 
given. Dealer’s price list also included. 
Masback Hardware Co., 326-330 Hudson 
St., New York City. 


Perfection Stove Display 





It is a cut-out, in life size, of a boy 
and girl, dressed in outdoor winter 
clothes. When it is placed beside the 
Superfex Heat-Director, it shows the boy 
warming his hands in the heat directed 
toward the floor by the adjustable shut- 
ters of the stove. Perfection Stove Co., 
7609 Platt Ave., Cleveland, Ohio. 


Kitchen Cabinet Hardware 





This metal display for Stanley Mod- 
ern Kitchen Cabinet Hardware is 13 
x 18 in., lithographed in dull black with 
green lettering and design. On back 
of display is complete data for each 
item and space for dealer to write in 
his cost and selling price. Display is 
free. Charge will be made for the 
hardware only. A colorful circular 
(B82) on this line is also available for 
consumer distribution. Display and 
circular available upon request. Whole- 
saler’s name and address should be in- 
cluded with request. The Stanley 
Works, New Britain, Conn. 


Enameled Ware Catalog 


No. 11—for homes, hospitals, hotels, 
restaurants, and butcher trade. In ad- 
dition to white ware, a number of dif- 
ferent colored finishes are shown. Each 
item is illustrated and accompanied by 
complete and accurate specifications. 
Price list furnished separately. United 
States Stamping Co., Moundsville, 
W. Va. 


HARDWARE AGE 
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* No. G6-51 Polished Aluminum 
Coffee Set. 

Consists of 6 cup Drip Coffee 
Maker, 2 quart Whistling Tea 
Kettle, and a Coffee Measuring 
Spoon, packed in a cutout display 
gift box. An excellent holiday gift 
suggestion that allows a good 
mark-up. 


*& No. 138 Waterless Cooker. 

A large unit sale with talking 
points that sell: 1. Healthful cook- 
ing—better nutrition. 2. Cooked- 
in flavor — making foods more 
palatable. 3. Cooks a complete 
meal at one time over one burn- 
er turned low. 





WHEN YOU SELL 


West Benb 


you build profits 
and repeat sales 


West Bend’s practical housewares are profitable 
specialties for the hardware retailer. Your customers 
appreciate quality merchandise — especially when it 
is priced within their reach, When you show the 
Coffee Set or the Waterless Cooker, you have many 
practical appeals as well as “good looks” which help 
you sell. When your customers have discovered the 
convenience and economy of the Waterless Cooker 
and Drip Coffee Set, they will come back again and 
again to purchase other housewares. 

During the fall and holiday season, you have an op- 
portunity to interest many new customers in these 
profitable items. And sooner or later, these new ac- 
quaintances mean additional sales on regular utensil 
lines and frequently many will become interested in 
matched sets which they can purchase one or two 
Pieces at a time. Write for the West Bend catalog 
showing the entire line. 


WEST BEND 
ALUMINUM CoO. ffm 7% 


Dept. 30-A West Bend, Wisconsin Clluminum 
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THE SHELBY CYCLE CO., 110 Mack Ave., Shelby, Ohio 
Western Office & Assembly Plant, 935 South Wall Street, Los Angeles, Calif. 








COMPARE ANALYZE CHOOSE 


There is a good reason for every 
number in these two lines. That is 
why every item will sell. They are 
not old patterns dressed up with a 
chromium finish, but new, up to 
the minute hardware designed espe- 
cially for present need and demand. 
Your customers will like the mod- 
erate prices. 


There is no charge for the display 
panels. 





No. 6PC Assortment 


One-half dozen of each item retailing at 
15c for a pull to 35¢ for the concealed 
latch. Total retail value $14.10. 






opt - : 
Beautiful Durable 


NLATCHE $B FiTsg 
oreo a LL DtoRs 
Better-Stronger-Lasts Longer 






No. 4PC Assortment 


One-third dozen of each item retailing 
at 8c for the latch to 50c for the brass 
hinges. Total retail value $11.12. 


Slightly higher in far west 


ASK YOUR HARDWARE JOBBER 


AMERICAN BRASS GOODS CO. 
Grand Rapids, Michigan 
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SealSac 





For storing foodstuffs. May also be 
put to a variety of uses as a container. 
Made of oiled and Bakelite impregnated 
silk, SealSacs are said to last indefi- 
nitely and will not stick, crack, or 
harden. They can be washed, scoured, 
dry cleaned and boiled. Maker states 
they are water-proof, odorless, acid- 
proof, stain-proof, mildew-proof, and 
are unaffected by heat, cold, grease, or 
oil, They have a zipper attachment. 
Made in 5% x 3% in, 9 x 8 in, 
12 x 7% in. and 12 x 12 in. size. Re- 
tail price ranges from 40 cents to $1.00. 
Set of three sells at $2.30. Enduro-Tex 
Co., Inc., 1133 Broadway, New York 
City. 


Rawlplug Assortment 
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“The Household Outfit”—contains an 
assortment of Rawlplugs, screws, hooks, 
eyes, and nails, and alsb a suitable size 
Rawldrill. Twelve of these kits are 
packed in a carton, which when open 
and placed on counter creates the dis- 
play shown above. The display is vari- 
colored; self-filling, and _pilfer-proof. 
The Rawiplug Co., Inc., 98 Lafayette 
St., New York City. 


Handy Threader 


For use on pipe, bolt rod or tubing 
from % in. to % in. The threader has 
integral handles designed to fit the 
hands and give proper leverage for easy 
threading. “Kalorized” square dies, the 
maker states, lead on the pipe over the 
meanest burr, last long, pull lightly, and 
cut perfect threads. Dies are easily in- 
serted and removed. An adjustable guide 
replaces the use of bushings and touch 
of a pawl locks the guide to any size 
pipe within its range. A metal display 
board and sales helps available free. 
Armstrong Mfg. Co., Bridgeport, Conn. 


Maptack Display 


This all-metal revolving counter dis- 
play cabinet holds a complete assortment 
of Moore Maptacks and is designed to 
allow ample room for reserve stock. The 
cabinet has been designed to take up 
only a minimum of counter space. 
Moore Push-Pin Co., 113-125 Berkely 
St., Phila., Pa. 





Etel Rope Clamp 





For use where a rope is required for 
holding, lifting or adjusting operations. 
A pull on the rope tightens the line; a 
pull on the handle loosens it. Grips 
equally well on round leather. Made of 


malleable iron, cadmium plated and 
solid brass, it will take four sizes of rope 
from % in. to % in. Etel Rope Clamp 
Co., 98 Magazine St., Newark, N. J. 


HARDWARE AGE 














FOR FOLKS WHO TAKE’ PRIDE IN THEIR LAWNS 
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The Hardware Age 
“Who Makes It Issue Arrives 


What Readers Say About It 


A Dandy! 


MitwaukeEE, Wis.—Thanks’ im- 
mensely for the dandy new Harp- 
warRE AGE Directory received Sep- 
tember 2. 


\ 





It is always kept within easy reach 
on my desk and hardly a day passes 
that it does not demonstrate its 
helpfulness. 

Thanks again most heartily. 

F. S. Rost, 
Frankfurth Hardware Co. 





Every Hardware Man 
Should Have One 


Rock VALLey, Iowa—We have 
today received your fine Merchan- 
dise Directory and wish to thank you 
for it. Those that we have had be- 
fore have been very helpful to us 
and we have found a world of good 
in them. We have just gone over 
this new one very lightly, and can 
see that it will measure up to your 
good standard as a directory. Every 
hardware man should have this fine 
and helpful book on his desk. 

Again thanking you, we are 

W. VanpeR WELL & Sons. 





Yes, Sir! It’s Improved 


Roswett, New Mexico—Permit 
us to express to you our deep appre- 
ciation for your issue of August 27 
of “Who Makes It?” 

While we do not see how this is- 
sue can be improved upon, the fact 
remains that from year to year you 
have improved and added to this 
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valuable encyclopedia of informa- 
tion for hardware merchants. 
Again thanking you, we are 
Dan H. Witmort, Mgr., 
Mabie-Lowrey Hardware Co. 





And Helpful 


Dusugue, Towa—We received 
Harpware AcE Directory and wish 
to thank you for same. We find it 
very helpful and useful. 

Witrarp G. Wimmer, 
Geo. Wimmer & Son. 


Thanks 


St. Pau, Minn.—We are in re- 
ceipt of the new Harpware ACE 
“Who Makes It?” for which we wish 
to thank you very much. 

G. H. Boyp, Department Megr., 

G. Sommers & Company. 


Surpasses All Other Efforts 


Fammont, W. Va.—Your August 
27, 1936, Volume 138, No. 5, “Who 
Makes It?” on our desk and it far 
surpasses all your past efforts. A 
book so complete and accurate 
would do credit to the largest busi- 
ness organization in the world. The 
man that would not be pleased with 
a volume like this would be like 
Mark Twain’s man that wasn’t made 
right—a screw or bolt left out, top 
off or loose joint or something 
radically wrong when he was put 
together. Well, we hope to see “Ye 
Editor” and his assistant in October 
at the Atlantic City Convention. Coal 
business in Northern West Virginia 
in a deplorable condition, but all 
other lines show a decided improve- 
ment in our territory, we are glad 
to say. 

J. M. Jacoss, President, 

Jacobs & Hutchinson Hdwe. Co. 


lts Ads Attract Attention 


Muwptetown, N. Y.—Many thanks 
for the new “Who Makes It?” 
We wore out the previous issue. 





Even the “ads” are attention com- 
pelling—which it seems they have 
to be these hectic days to catch the 
eye of the harried buyer. 

Harotp S. Crosse, Vice-Pres., 
Ayres & Galloway Hdwe. Co., 
Inc. 


Never A Week Goes By 


MeEapDE, Kans.—We are just in 
receipt of your 1936 copy of “Who 
Makes It?” for which we wish to 
thank you. There is scarcely a week 
goes by that we do not find use for 
this Directory. Only a few days ago 
we ordered repair parts for a Hot 
Water Boiler, that we would have 
had to write for information on, if 
this book had not been on our desk. 


R. F. Topp, 
R. F. Todd & Company. 





Handy and Complete 


PuitapELpHiaA, Pa—We thank 
you for our copy of “Who Makes 
It?” It is a very handy, complete 
volume and we are sure it will be 
useful many times in the coming 
year. 

Wn. J. Devewin, Vice-Pres., 
C. B. Porter Company. 
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EVEN A 
‘Bargain-hound E, 
HAS A THRIFTY STREAK 


. and that makes ft easy to 
sell him Samson Spot Sash Cord 


STEAD of emphasizing FIRST COST, 
stress its LOW COST PER YEAR OF 
SERVICE — at least twenty-five! 


Show him how this long life is assured by 
the construction — many strong 3-ply fine 
yarns twisted into strands— these stout 
strands braided into a firm, smooth-surfaced 
cord that runs freely over pulleys with 
LEAST POSSIBLE WEAR — no imperfec- 
tions — no adulteration. 

He will quickly realize that Samson Spot 
Sash Cord is worth every cent of its slightly 
higher price — while cheaper cord, made 
of soft “‘roving,” instead of yarn, is no bar- 
gain at ANY price. 




































Your Jobber Carries 
SAMSON SPOT SASH CORD 
for Hanging Windows 


PHOENIX SASH CORD 


for Windows or Clothes Lines . 
Send for Samples 





Plan today 


for the sport of tomorrow 


Wildlife belongs to everyone but that is no 
excuse for squandering it. Back intelligent effort 
to restore and conserve wildlife and its natural 
habitat so that you and future generations may 


always have the thrill ofan abundant game supply. 


OBSERVE THE RULES OF WISE CONSERVATION 


SAMSON S @UPIND \. 














CORDAGE —— 
WORKS E. I. DU PONT DE NEMOURS & CO., INC. 
BOSTON, MASS. 


Sporting Powder Division Wilmington, Delaware 
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How and Where 
Are Our Children Going to Live? 


By SAUNDERS NORVELL 


N this study of distribution, my 
last article told the true story 
of how three families lived, 

one in New York City, one in a 
small town in New York State, 
and the other on a farm in 
Connecticut. Reference was made 
to the enormous debt of the state 
of New York, the high interest 
paid on this debt and the very 
high state taxes as a result. The 
point was also made that in Con- 
necticut there was no state debt, 
no state income tax, and, inciden- 
tally, exceedingly low taxes on 
farms. 

These studies led to a study 
of the debts of various states in 
the Union. As the figures are 
interesting, I will give a list of 
the eight states which have no 
state debt, and the ten states that 
have debts of over one hundred 
million: 

State debt of over 


100 million 

No state Arkansas 160 millions 
debt California 155 millions 
Connecticut Illinois 198 millions 
Florida Louisiana 142 millions 
Idaho Minnesota 116 millions 
Kentucky Missouri 116 millions 
Nebraska New Jersey 100 millions 
Ohio New York 432 millions 
Oklahoma No. Carolina 161 millions 
Wisconsin Pennsylvania 143 millions 


As the governors’ salaries of 
the different states will give an in- 
dication of how officials’ salaries 
range I looked that up too. The 
governor of the state of Connecti- 
cut, a state without a debt, gets 
$5,000 per annum. New York 
state, with the largest debt of all, 
pays her Governor the highest 
salary of all, $25,000. New Jersey, 
with a debt of over a hundred mil- 
lion, pays the next highest salary, 
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$20,000. Pennsylvania, with a 
large state debt, pays her Gover- 
nor $18,000. However, while the 
state of Missouri has a very large 
debt, she only pays her Governor 
$5,000. Naturally one wonders 
why the state of Arkansas, which 
has recently had so much trouble 
with her sharecropper farmers, 
has the very large debt of $160,- 
000,000. One also naturally won- 
ders why two states side by side, 
with conditions in each state sup- 
posed to be similar, will turn up 
one state without any debt and 
the other state heavily in debt. 
For instance, Kentucky is sur- 
rounded by states all with very 
heavy debts, yet Kentucky has no 
debt. I would like to know the 
explanation. Of course, we are 
not surprised, with the political 
history of the state, to have Louisi- 
ana turn up with a debt of 142 
millions. 

A study of these state figures 
would indicate that while former- 
ly we had piracy on the high seas, 
now the pirates seem to have taken 
to the land. 

Now let us get back to cur 
three families. A summary would 
indicate that the family barely 
existing in a small apartment in 
New York City suffered from un- 
usually high prices for food. elec- 
tricity, gas and cramped quarters 
with bad air and poor light. On 
the other hand, as this family 
does not keep an automobile, it 
does not have that expense, and 
the subway and carfares to and 
from work for the head of the 
family, are a very small item in 
the family budget. The one ad- 
vantage this family derives from 


its city location is that the head 
of the family can get to and from 
his office quickly and at a low 
cost. Of course, in a large city 
like New York, there are parks, 
but on account of the great num- 
ber of automobiles constantly 
passing, the air even in these parks 
is very bad, and no doubt the 
prevalence of bronchial troubles 
in the large cities is the direct 
result of this air contamination. 
Social life in New York City is 
difficult because people living in 
small apartments rarely become 
acquainted. 

The family living in a small 
town near New York have better 
air, and if they desire, they can 
enjoy community interests and 
neighborhood affairs, but the cost 
of living, in the way of food, is 
very high, and an automobile, 
with its accompanying expense, is 
a necessity. And if the family own 
their own home, their taxes in 
New York state are simply exorbi- 
tant. When the householder figures 
up his taxes, the interest on his 
mortgage and the cost of upkeep 
of his property, he would be 
much better off today to rent a 
home than to own one. 

At White Plains in Westchester 
County there has just been held 
a meeting of 1500 taxpayers to 
protest against the 1937 budget. 
Notwithstanding the ruinous in- 
crease in taxes, county officials 
have advanced almost every item 
in the budget. They propose an 
increase in taxes next year of 
about 26 per cent. 

Taxpayers with mortgaged 
homes are actually paying double 
taxes. They don’t pay taxes on 
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Thistrademark stamped 
on the bottom of Buck- 
eye “‘Real Solid” uten- 
sils is a guarantee of 
satisfaction to you and 
your customers. 











DEPENDABLE 


From any angle Buckeye “Real Solid” 

\ is a dependable line to stock. Workman- 

\ ship and material are dependable — so 

| much so that we guarantee the utensils 

/ against defects in material and workman- 
ship. 

Service to customers is dependable be- 
cause the substantial 20 gauge, pure sheet 
aluminum used in Buckeye “Real Solid” 
utensils gives years and years of trouble- 
free service in the kitchen. 

And profits to you are dependable. The 
line is designed to sell at a price to attract 
housewives. Because of this, it’s a fast- 
moving line. 

Modern shapes, honest workmanship and 
material, reasonable prices—these are some 
of the reasons it will pay you to feature 
Buckeye “Real Solid” utensils. Hear what 
the Buckeye man has to say, or write the 
factory. 


The Buckeye Aluminum Co. 


WOOSTER, O. 


“Good aluminum utensils since 1895” 
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Moreover, they’ll tell you that DREADNAUGHT sand- 
ers are easier to rent because they look, and are, easier 
to operate. They’re light in weight, yet twice as efficient 
as bulkier machines. They’re entirely dustless, operate 
from any light socket, sand close to the quarter-round. 
Paper changes are made in a jiffy. Any one can do a 
good job with a DREADNAUGHT—and that means cus- 
tomer satisfaction. 





20 years of sanding specialization are packed into their 
trim, compact design and amazing efficiency, plus five 
years of rental sander experience. They’re built to stand 
the abuse of public service and backed by the proven 
DREADNAUGHT Plan that is averaging $400 annual 
extra profits for over 5000 dealers. By all means, get the 
complete facts AT ONCE. There are three excellent 
models to choose from, one of which is bound to fit your 
purse and requirements to a T. 


DREADNAUGHT SANDERS ccuarce sanping machine co.) DEPT. HA 1136, MUSKEGON, MICH. 


5000 DEALERS ENDORSE DREADNAUGHT 


AS THE MOST PRACTICAL AND DEPENDABLE OF ALL RENTAL SANDERS 
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Glass Cutters 





GLASS MUST 
BE PUT IN NOW 


It’s Glass Cutter Time 


This Display is 
a Reminder That 
Helps Sell the 
Most Popular 
Glass Cutter on 


the Market. 
J NSTEAD of being hidden in closed boxes 
LANDON P. Red Devil Glass Cutters —_" —_~ ~ 
mounted on an attractive Easel Display, 
SMITH, Inc. which itself folds to form the shipping box. 
IRVINGTON, Quantity 1 Dozen. Cutting heads and 
N. J., U.S.A. wheels are hermetically sealed in oil — 


thoroughly protected, untarnished, uni- 
formly perfect. 






















WHOLESALE 
HARDWARE 
HOUSES 


Every One Selling Through Hard- 
ware Channels Needs a Copy. 


Indispensable for 


1 Calling on Hardware Jobbers 
2 Your Credit Department 
3 Direct Mail Work 








se 

It Lists: PRICE 
SHELF HARDWARE JOBBERS 
HEAVY HARDWARE JOBBERS e 
MILL SUPPLIES DISTRIBUTORS 
PLUMBERS’ & TINNERS' SUPPLIES JOBBERS A COPY 
MANUFACTURERS’ AGENTS Remittance 
HARDWARE CHAIN STORES with Order 
HARDWARE ASSOCIATION LISTS 











HARDWARE AGE VERIFIED LIST 


239 W. 39th STREET NEW YORK, N. Y. 
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their equity in their homes, but 
the full value. Then they pay 
interest on the mortgage besides, 
thus paying double on the money 
they borrowed. 

One of the leading banks in 
Westchester County, the First 
National Bank, failed, and has 
never been re-opened. This bank 
is a handsome building on a 
prominent corner. Since the bank 
closed, the building has been va- 
cant. Now, regardless of the fact 
that the government could buy 
this building at a price lower than 
it cost, they are about to build an 
expensive post office. Of course, 
in the end all such bad business 
and extravagance must be paid 
for by the taxpayers. 

It is surprising that in recent 
months almost every house in any 
desirable location in a small town 
has been rented. Last summer, all 
along the Sound, it was next to 
impossible for a small family to 
rent a small house at a reasonable 
rental. 


Transportation Cost 


With low-priced commutation 
tickets, if the head of the family 
works in New York City, the cost 
of transportation is small. Never- 
theless, if there are several mem- 
bers of the family who visit New 
York regularly, railroad or bus 
fares amount to quite an item in 
the family budget. The most sur- 
prising thing, however, is the high 
cost of food at the local stores in 
these villages. No doubt this is 
caused by the fact that food is 
first shipped from the country to 
wholesalers and commission men 
in New York City, then reshipped 
to the retail dealers in these small 
communities. And, of course, 
every time an item of food is 
handled, the middleman’s profit 
must be added to the cost of the 
food, and naturally the more 
people who handle the food, the 
more profits are added and the 
higher the final price to the con- 
sumer. Farm items such as eggs, 
butter, vegetables, have been 
steadily advancing. Imagine such 
prices this time of the year as 
fresh eggs, 59 cents a dozen in 
a village 25 miles from New York. 

Now let us go back to our 
broker friend who has settled on 
the farm in Connecticut. He has 
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Every CROSS Sterilized TACK is American-made 
from head to point. Materialsk—Machinery—Packag- 


ing —every step from raw materials to your store 
shelves .. . CROSS TACKS are American-made. 


When you sell CROSS TACKS you give your cus- 
tomers a product that represents the best in domestic 
manufacture. 

And your customers will like them because—they’re 
uniform—100% usable—Sterilized and Clean. Needle- 
sharp with round centered heads; straight, strong shanks 
and full net weight. 


UPHOLSTERERS * CARPET * CARPET LAYING * COPPER 
WEBBING * GIMP + HIDE + LACE » WIRE CLOTH STAPLES 
BILL POSTERS * DOUBLE POINTED « CLOUT NAILS 


Sold in 
these distinctive boxes 


RED—BLACK—WHITE 


“O K. if they're 


YOUR JOBBER HAS CROSS, OR CAN GET THEM FOR YOU 


W.W.CROSS & CO. INC. EAST JAFFREY, N.H. 
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HAS INCREASED 


sates 240% 


Big sales increases, some as high as 
240% have been reported from dealers 
after displaying this colorful Plastic Wood 
carton on their counter. You too, can 
show increasing sales and profits by using 
this silent salesman in a prominent place 
in your store. Genuine Plastic Wood has 
1001 uses, every customer is a prospect, 
don’t miss sales — display it! 





INCREASED ADVERTISING 


Genuine Plastic Wood is being ad- 
vertised more in 1936 than ever before. 

Colliers, Liberty, Saturday Evening 
Post, Good Housekeeping, Popular 
Science, Popular Mechanics, Yachting, 
Hobbies, Outdoor Life, American 
Weekly, American Home and numerous 
other magazines are telling your custom- 
ers about Plastic Wood week after week. 











Genuine Plastic Wood is the only 
‘Plastic Wood” on the market—handles 
like putty—dries to hard wood that can 
be worked with any woodworking tools 
that are used on regular wood. Comes in 
nine colors—is waterproof and grease- 
proof. Will adhere to any clean, dry sur- 
face—wood, metal, stone 
or porcelain. Genuine 
Plastic Wood will con- 
vince your customers of 
its permanency—so sell 
the Genuine product. 
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~ @ LACLEDE PIPE is “good - 


pipe by any measure” 


and Laclede service 
from a central location 
insures ‘‘on time’’ 


delivery. 


LACLEDE 


STEEL 
COMPANY 


ST. LOUIS 




















almost everything in his favor— 
good air, neighbors, vegetables 
and fruits from his own farm, 
milk and butter from his own 
cows, eggs from his own chickens, 
no middlemen and their profits. 
If our young friend in New York 
City happens to lose his job, un- 
less he has a back log of cash, 
he is immediately in trouble. But 
our man on the farm, with food 
from the farm stored away for 
the winter, cannot immediately be 
ejected from his home, nor is 
there any danger of starvation. 
His social security is far greater 
than that of either the city man 
or the man in the small town. 

From the facts as gathered, one 
would conclude that the farmer 
has many advantages over the 
city man. We hear a great hue 
and cry about the sufferings of the 
farmer, but in my judgment the 
poor city man frequently suffers 
much more than the farmer. How- 
ever, he usually suffers in silence, 
his misfortunes are not exploited 
and he is not helped out by the 
beneficent government until he 
actually has to apply for relief. 
But there is one trouble that our 
farmer friend in Connecticut has. 
His farm is eighty miles from New 
York and the railroad fare is 
$1.60 one way, round trip, $3.20. 
There are no commutation tickets 
at reduced rates that far from the 
city. Our broker friend solves his 
problem by renting a room in 
New York. In the winter he 
spends five days in the city, in 
the summer, only four. Then as 
there are about ten bank holi- 
days in New York state through- 
out the year, with the usual Satur- 
day and Sunday holidays amount- 
ing to 104 days in the year, there 
are 114 days out of the 365 days 
in the year that the New York 
worker can get out in the country. 
Nevertheless, even with all this, 
our broker friend’s transportation 
charges are high. Of course, he 
keeps an automobile and frequent- 
ly drives to and from New York, 
and if several members of his 
family come to New York, they 
always drive down and back. But 
while these transportation charges 
and the cost of the room and meals 
in New York are high, neverthe- 
less our broker friend is far better 
off than the family living in West- 
chester county. 





Now after outlining all of the 
above facts in regard to these 
three families, what is the con- 
clusion? The answer is very evi- 
dent. The cost of transportation, 
of electric light, gas, and in many 
cases, water and all the commis- 
sions added to the cost of sup- 
plies by the middleman, will 
always make living in a large city 
and in the neighboring towns very 
high. This is especially true in 
those cities where the politicians 
have had fine pickings for many 
years. 

If ten of our states scattered in 
different parts of the country, both 
manufacturing and agricultural 
states, can manage to get along 
without a state debt, let us ask 
why other neighboring _ states 
should be so heavily burdened. 
As a result of these conditions, 
there is now a steady flow of 
families from the large cities, first 
out to the small towns and then 
from these small towns into the 
country itself. The basis of these 
migrations is mainly economic. 


What Is the Answer? 


What is the answer? What 
effect will these conditions have 
upon the cities and the country 
and our people in the next fifty 
years? In my judgment, the 
population of the large cities will 
decrease. The value of real estate 
will decrease. There are innumer- 
able cases now where old build- 
ing that are over-assessed in the 
larger cities are being torn down 
just to save taxes. In other words, 
the taxes paid out on these build- 
ings were more than any income 
that could be obtained from them. 
One man I know had a white ele- 
phant on his hands here in New 
York in the shape of an old build- 
ing. He could not get any reduc- 
tion in taxes and could not get 
any tenants for his old place. 
Finally he demolished the build- 
ing and used the lot to park auto- 
mobiles. The money received for 
parking privileges just about off- 
set his city taxes. 

A number of manufacturers in 
districts where the taxes are ex- 
cessive on account of the high state 
debt, are finding it economical 
to tear down many of their fac- 
tory buildings that are not in use, 
the object being to reduce taxes 
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“Master’s new 406 Display 
is certainly producing 


BRASS PADLOCK 


PROFITS 


. « « what's more, combined with 
the No. 407 Display, the sales 
effect is stronger than ever... 
I'm selling more STEEL Masters 


than ever before, too!” 
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and top the cost of insurance and 
other upkeep charges. 

I predict in the next few years 
a heavy back-to-the-land move- 
ment. I believe when new fac- 
tories are being built, manufac- 
turers will select country sites and 
will arrange low-priced housing 
and farming lands for their em- 
ployees. In other words, the 
answer to the problem, as I see it, 
for the incoming generation of 
Americans who wish to lead clean, 
healthy lives, is to combine manu- 
facturing with farm work. With 
the shorter hours, with all the 
holidays we now have, the house- 
holder will have plenty of time 
to take care of his garden. Gar- 
dens with milk as a beverage will 
be far more lucrative than golf 
games with highballs as a bever- 
age. Henry Ford is now working 
out ideas like this for his em- 
ployees in Michigan. He has 
bought large sections of land that 
will be turned over upon an equi- 
table basis to his employees so 
they can farm as well as work in 
his factories. At one place today, 
Ford is building a large electrical 
plant, the power coming from a 
dam in the river. This electrical 
plant will not only supply light 
but will supply power at an ex- 
ceedingly low cost to do the house- 
work and a lot of the farm work 
for his employees. 

Of course, in such a set-up, each 
country family will have its own 
car. They can drive to the nearby 
towns and attend the movies, go 
to church, and attend social func- 
tions. They will not be isolated, 
and the cost df transportation 
and all the commissions of the 
middleman will be largely cut 
out. 


In the Old Days 


In the old days before steam, 
every manufacturing plant was 
necessarily set up beside streams, 
where cheap water power could 
be obtained. As a result, in those 
days all over the world the manu- 
facturing towns grew up next to 
streams. Then when steam was 
discovered and utilized it was 
found that a plant could be estab- 
lished anywhere, not only in a 
city not on a stream, but even out 
in the country by itself. As this 
country will develop hydro-elec- 
tric power and as this power will 


be sold both to manufacturers 
and to householders at exceed- 
ingly low cost, factories can be 
established anywhere and power 
will be used for farm and family 
work. Therefore, it is only logical, 
since this is true, that the things 
upon which the working consumer 
lives should be grown or made 
immediately around his home, 
cutting out all this unnecessary 
expense, thus making the cost of 
things cheaper and making the 
worker’s standard of living higher 
because his dollar will go farther. 


The Future 


To sum it all up, manufacturers 
in the past have established their 
factories near coal. The factories 
ate up this coal. In the future 
development of this country it is 
my belief that the consuming mil- 
lions will live where food is pro- 
duced. Just figure out the cost of 
food in your family budget. Just 
figure out the tonnage in food that 
is eaten every year by your family. 
If you will get these facts in your 
mind, it will be clear to you how 
illogical it is to transport these 
tons of high-priced food from far 
distant points to the consumer. 
The production of food, in order 
for it to be cheaper, must be 
localized. 

After all is said and done, to 
get the best out of life we Amer- 
icans must go back to the good 
earth from whence we came. Com- 
munism breeds in cities. It does 
not flourish on the farms. Almost 
every man who owns the land on 
which he lives is a conservative. 

It is a well known fact that 
most of our criminals today are 
under 25 years of age. Many of 
them are not yet out of their 
teens. It is notorious that this 
brood of criminals comes from the 
city slums. They are products of 
life in crowded tenements, alleys 
and streets, of lives devoid of 
healthy occupations and interests. 
In the city, after school hours, 
children usually do as they please. 
They do no useful work. On the 
other hand, if these families lived 
in the country, the children could 
be trained in useful occupations 
about the home and the farm. 
They could help take care of the 
livestock and also take care of 
the garden. 
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Beautiful “Automatic 
Salesman,”’ steel 
counter cabinet in a 
blend of three striking colors 
with a balanced stock of coping 
and jig saw blades—14 best selling types 
for every power jig saw or coping saw frame—so arranged 
to enable (1) your customer to choose the right blades for 
his particular job, be it wood, plastic, bone or metal; (2) 
to give you a perpetual inventory on our stock. 


Trojan blades are of the finest special analysis carbon steel— 
hardened, tempered, filed and set. Through our patented 
process, no other saw on the market gives you the tool 
range we do (15 to 32 teeth to the inch). 


Orders for dozens of these blades are going out of your com- 
munity every day, because thousands of homes, schools and 
mechanics have found them to be just what they want. 
Dealers realizing this are cashing in—have found TROJAN 
blades a profitable (volume) item. 
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FIRE 








No. 1 Sawing Set 








CHRISTMAS 
ITEMS 
The Trojan Scroll Saw Set 10”, 12”, or 18”. Retail 


is just the article for the 
aspiring young craftsman. 
Made of spring steel, nickel 
plated, hardwood handle, 
built to industrial standards. 
Some boy in your neighbor- 
hood may be well proud of 
this set on Christmas morn- 
ing. 


Complete with 12 blades and 
modern sawing design, 8”, 


Our intention is to distribute to the 
dealer through the jobber; if your jobber 
does not handle our product, write us 


direct. 


Ackermann Steffan & Co. 
4509 Palmer St., Chicago, U.S.A. 
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complete as low as $1.00. 


No. 1. Handiest saw owned. 
Heavy duty frame and 6 as- 
sorted blades—cut wood, 
metal, bone or plastic. It is 
just the tool for that specific 
job or general home applica- 
tion. he saw of a thou- 
sand uses. Push this TRO- 
JAN set and you have a re- 
turn buyer for TROJAN 
Blades. 


WRITE TODAY 
6- 
Catal rot. 
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Master painters say that MURAL-TONE 
has everything they want in a paint 
for walls and ceilings. Goes on as easy as 
buttering hot toast . . . dries in 40 min- 
utes to a beautiful, velvet finish... 


clear pastel colors . . . no objectionable 
paint odors... and usually no primer 
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WALL PAINT 


or undercoat needed. 





The price? Also an urge to buy. 

MURAL-TONE comes in thick, paste form... is thinned 
with water. ..a gallon of paste yields a gallon and two-thirds 
of durable paint. 

You will find MURAL-TONE an excellent repeater. Not only 
because it gives such real satisfaction to buyers and users, but 
because it is advertised regularly and consistently in the right 
magazines and newspapers. 

MURAL-TONE is becoming the popular casein paint. It first 
caught the painters’ fancy because it takes more thinner and 
goes further. Its performance is making it the favorite. Send 
the coupon now — get all the FACTS! Play the winner... 
make extra profits. 


Cash in on these advantages: 

National advertising - Proper price and profit 
Covers more surface - Dries in 40 minutes 
Takes more thinner - Cuts costs as much as 25% 
Single coat covers and hides on most surfaces 


THE MURALO COMPANY, INC. - foundes 1894 


566 Richmond Terrace, Staten Island, N. Y. 
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Producing paint products of 
superior quality—products 
that the public knows and 
respects, is only part of 
Martin-Senour’s responsibility 
to the paint retailer. These 
paint products must be mer- 
chandised—so/d—before our 
dealers can make sales and 
profits. That is why Martin- 
Senour has become known 
as a source of practical mer- 
chandising ideas—ideas con- 
ceived by smart merchandis- 
ing men—ideas that really 
increase store traffic, sales 
and profits. If you haven't 
seen them, write us today 
and get Martin-Senour’s 
Money Making Plans for 
retailers, NOW. 


TheMARTIN-SENOUR CO., Chicago, lll. 
2507 Quarry Street 
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President Stratton’s Address 


(Continued from page 72) 


forcefully impressed upon the mind 
of this generation the hardships that 
were endured by these pioneers in 
the field of American business. 

Men who blaze the trail into any 
unexplored territory or into new 
fields of sound business endeavor 
have ever been benefactors to man- 
kind. The blazing of the trail of 
American business, like the blazing 
of a trail through our great forests, 
was the work of men of courage and 
as the result of their valor there has 
grown our present great system of 
distribution. 

The hardware industry, both 
wholesale and retail, is an impor- 
tant part of our present system of 
distribution and our industry repre- 
sents a very large percentage of the 
total yearly volume of business 
transacted by the wholesalers of the 
nation. 

The National Wholesale Hardware 
Association is thoroughly represen- 
tative of the wholesale hardware in- 
dustry and when we convene in our 
annual sessions we very properly 
devote much of our time to discuss- 
ing the problems of the industry. 

Competition both within § and 
without the industry has ever been 
the subject of many discussions. 
Competition of price and also com- 
petition of distributive methods have 
been in former conventions, and 
doubtless will be in this one, the 
theme of many talks. As a hardware 
wholesaler I am more concerned 
about meeting competition of meth- 
ods than I am in meeting the price 
of that element in business which 
makes price the chief cornerstone 
of its structure. 

Each year there have been those 
among us who have expressed much 
concern over our ability to meet cer- 
tain types of competition that we 
have to contend with, and some have 
even gone so far as to predict the 
elimination of the wholesaler from 
our present system. I have never 
entertained any such feelings—l 
have always believed that our indus- 
try could successfully meet all 
comers in the field of legitimate 
competition and our present strong 
position fully justifies that belief. 
No group in America occupies a 
more commanding position today in 
the field of distribution than does 
our own industry, but we are now 
called upon to meet a new form of 
competition that I regard as a 
greater menace than any we have 


had to meet before and which war- 
rants the most careful consideration 
at our hands. 

I refer to Consumer Cooperatives, 
which form of distribution has been 
much discussed in our trade papers 
in recent months and the study of 
which has been authorized by our 
national and many of our state 
governments. 

Under date of July 14 I sent to 
our membership a letter on this sub- 
ject and in this letter I called your 
attention to some of the influences 
that were behind the development of 
this system of distribution. I par- 
ticularly called your attention to a 
seventy-one page bulletin, No. 598, 
written by Isador Lubin, Commis- 
sioner, much of the information 
being supplied by the President of 
the Cooperative League of New 
York, which was issued by the 
United States Department of Labor 
on the subject of “Organization and 
Management of Consumers Coopera- 
tive Associations and Clubs,” from 
which I quote as follows: 

“The average working man who 
thinks of joining a cooperative 
thinks only of saving for himself 
the retailers’ small net profit. He 
does not take due account of the 
fact that retail cooperative societies 
unite to form wholesalers, and that 
these wholesalers go into manufac- 
turing and the production of raw 
materials, and that the great co- 
operative movement of the world is 
moving on to put into the pockets 
of the consumers that vast fund 
known as ‘THE PROFITS OF 
BUSINESS’. This is known to be 
a concrete fact in those countries 
where a large part of the people 
supply their needs through their co- 
operative societies.” 

Small business and the profit sys- 
tem are the foundation upon which 
our whole American method of dis- 
tribution is based. The very essence 
of the consumer cooperative move- 
ment is the abolishment of the profit 
system and the elimination of the 
established methods of distribution. 

I would like to ask you, and I 
regard it as a very pertinent ques- 
tion: 

“When all profit is taken out of 
business, where are the taxes com- 
ing from, not only to pay the 
enormous public debt, but to provide 
for the tremendous cost of running 
our various Governments?” 

The idea of cooperatives is not a 
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Quality—Precision 


Outstanding features of design, uniformity, long 
wearing qualities, attractive appearance, correct 
prices! This combination accounts for the wide 
preference for GRIFFIN hardware among dealers and 
jobbers. A copy of our complete catalog No. 19 
awaits your request. 
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Window Sets 
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WATCHES WOMAN SELECT BISSELL. SMILES AS CHILD 
TEARFULLY INSISTS ON OWNING HER OWN BISSELL 
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GETS IDEA, AS CUSTOMER LEAVES TELLING CHILD 
THAT BISSELLS ARE ONLY FOR BIG PEOPLE 














STANDS SOME TOY BISSELLS WITH PROMINENT 
BISSELL DISPLAY IN HOUSEWARE SECTION 











RUBS HANDS AS TOY BISSELLS SELL ALMOST 
AS FAST AS THE BIG ONES/ 
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Many merchants display Toy 
Bissells right along with the reg- 
ular line— and find extra profit 
in doing so. Mothers who come 
in to buy regular Bissells often 
bring youngsters with them. And mothers who 
come in to buy Toy Bissells are prospects for full- 
sized ones, too. Result: two sales instead of one. 
Would you like to know more about the new 
line of Bissells? The entire line has been im- 
proved—both Toy and regular models. Write us. 





BISSELL CARPET SWEEPER COMPANY 
Grand Rapids, Mich. 

















EASY TO SFLL.. 
and 


STAY SOLD! 





There are a number of things about 
Greenlee Spiral Screw Drivers that 
make them easy to sell. Appearance, 
alone, is decidedly in their favor. They 
look well balanced, are nicely finished 
and, of outstanding importance, the 
customer sees at a glance that the 
spiral is fully enclosed at all times. 


After a Greenlee Spiral Screw Driver 
is purchased, these same features, plus 
others not so readily apparent, keep 
them sold. Their chromium finish 
keeps them looking right. Dust and 
dirt can’t get in, because of the en- 
closing sleeve, which also makes for 
efficient lubrication and makes it im- 
possible to pinch the fingers between 
the bit chuck and the body of the 
driver. They stand up, too, because 
every part is built to operate with a 
minimum of wear. 


You should know more about Greenlee 
Screw Drivers, because they make 
satisfied customers. And satisfied cus- 
tomers are your greatest sales asset. 


Write Today for Complete Informa- 
tion, Giving the Name of Your Jobber. 


GREENLEE TOOL CO. 


1715 Columbia Ave Rockford, IIlinots 
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new one to American business. It 
has been tried in the past and has 
failed, and I believe if left like other 
types of American business to stand 
on its own resources, that it will fail 
again. 

Cooperative movements have been 
tried in most every branch of the 
nation’s business and only in a few 
instances have they been successful. 
Many times wholesalers have at- 
tempted to form some sort of co- 
operative arrangement between their 
retail customers and themselves and 
likewise retail merchants have at- 
tempted to form cooperative agree- 
ments with their consumer custom- 
ers; both with the idea that the 
profits arising from these operations 
would be divided with those who 
cooperate, but full cooperation from 
any large number of individuals is 
a difficult, if not an impossible, mat- 
ter to secure and good management, 
which is the most important part of 
any business enterprise, has been 
sadly lacking in these cooperative 
movements, and they have consis- 
tently failed because there has been 
poor cooperation and no profits to 
divide, but the new threat that men- 
aces us at this time is different. 

There is a growing tendency in 
many states throughout the nation 
for the federal and state govern- 
ments to finance consumers and 
other cooperative movements. 

Our national and state govern- 
ments in recent years have estab- 
lished agencies whose purpose is to 
guarantee fair play between the 
citizens of the nation who are en- 
gaged in business and rules, or 
practices, which we term fair trade 
practices, have been laid down. Is 
it not entirely in order for those of 
us in private business to demand of 
our government that it play fair with 
us and could thére be a more unfair 
practice than for our Government to 
collect money in the form of taxes 
from us and invest any part of that 
money in movements that have for 
their purpose the destruction of the 
sources of these taxes? 

If there are citizens in this nation 
who want to form cooperative sell- 
ing organizations and who will 
finance them by private capital, 
there is no reason why they should 
be interfered with and there is no 
reason why they should not be ac- 
corded every safeguard that the 
Government has thrown around 
American business. If they operate 
on their own resources and under 
the same conditions as do others 
engaged in business, our industry 
can and will successfully meet this 
competition, but if the Government 
finances such movements out of the 





tax funds and grants them other 
favors that we do not enjoy, then 
that competition becomes more seri- 
ous than any we have had to meet 
before and we must face this danger 
with the same courage that the 
founders of American business met 
and overcame the obstacles that 
confronted them. 





F. H. PAYNE 


Greenfield Tap and Die Corp. 
A.H.M.A. Advisory Board 


This is not a partisan question for 
there are men in high official posi- 
tions in America today who are blaz- 
ing a trail for us into unknown and 
untried fields of government in busi- 
ness and the trail leads to a wilder- 
ness of doubt and, I believe, ulti- 
mate despair, and that trail is not 
being blazed by marks that will 
show the way to a safe return. We 
are asked to abandon those sound 
principles of business and of govern- 
ment that have made of us the great- 
est nation on earth. Regardless of 
political beliefs or party affiliations 
we should stand as one man against 
the further entry of government into 
the fields of private enterprise; one 
of the most serious of which is the 
suggestion that the Governments, 
both state and national, finance these 
consumer cooperatives. Right-think- 
ing business men do not object to 
corrrective measures being applied 
to any abuses that might have crept 
into our business system, but we 
must stand together and fight for the 
retention of American principles and 
practices that have proven their 
worth and we should fight against 
the further interference on the part 
of these new theorists and advocates 
of isms with our unalienable rights 
as individuals to life, liberty and the 
pursuit of happiness as proclaimed 
in the Declaration of Independence 
and guaranteed by the Constitution. 
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SURETY BOND “Adia-Thermatic” 
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just the right pigmentation, it fil- 
ters out the sun’s ultra-violet and 
infra-red rays, which cause ordinary 
paint films to disintegrate. 
HIS startling new discovery in adiather- 
mancy is the most important advance in 
paint manufacture in the history of prepared 
paints. It not only insures years’ longer ser- 
vice; it gives the paint a more brilliant lustre, 
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A DEMONSTRATION 
SELLS IT! 


Every craftsman and mechanic 
wants to see the most versatile 
tool ever made. Our national ad- 
vertising directs them to you. 
Cash in on this new “‘Extra Profit” 
maker. Don’t delay! Send the 
coupon forSpecial Offeron Demon- 
stration Outfit for hardwarestores. 


Standaed MovEL 


Does away with | ~~ . 
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work, For use 
at home, in 4 
shop or take 
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grinds, Plug 
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carves, Retail Price 
cuts, sands, saws, sharp- $1075 
ens, engraves. 13,000r.p. and Up 
m. 110 volt A.C.or D.C. 3Accessories FREE 
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A sensation wherever 
used — almost human 
in its smooth, rapid 
response. 25,000 r.p.m. 
Fastest and most 
. powerful tool for 
tm its type and 
weight, 12 
ounces. 6" 
long, 156" 
diameter. A 
constant ser- 
vice tool that 
is a great 
time and 
labor saver. 









CHICAGO WHEEL & MFG. CO. 
1101 W. Monrce St. Dept. EE, Chicago, Ill. 
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Send catalog and dealer discounts with 
Special Offer on Demonstrator Outfit. 

















President Thompson's Address 


(Continued from page 73) 


ployment figures with the census of 
gainful workers. There is plain evi- 
dence that business—big, medium 
and littl——has been putting back 
men to work by the millions. Al- 
ready a shortage of skilled labor is 
manifesting itself throughout the 
country, a situation far more difficult 
of practical solution than has hither- 
to existed. Previously the shift of 
skilled labor to points of shortage 
has been more or less automatic, and 
largely upon the initiative of crafts- 
men themselves. The factors of local 
government-made jobs and plain re- 
lief greatly complicate the problem 
of economically efficient labor dis- 
tribution. 

On the basis of this survey, pre- 
sumably the most accurate avail- 
able, it would appear that industry’s 
obligation in the restoration of nor- 
mal employment conditions involves 
the creation of from 114 to 2 million 
new jobs. Providing them is no 
small task. It costs plenty of money 
to put one man back to work, to say 
nothing of one million men. 

Where is it to come from—this 
money to put 114 million to work— 
to build the homes for the 5 million 
we have added to our population 
..-to replace obsolete factories and 
equipment? 

Much romance has been built 
around the river pilot of Mark 
Twain’s day, that versatile character 
who through storm and night with 
dauntless courage braved shifting 
channels and snags submerged, to 
bring his craft to port. Some day 
a story as romantic will be written 
of the industrial pilots of today. The 


conquerors of Old Man River con- 
tended with no channels more tor- 
tuous or shifting than the business 
courses which legislation has charted, 
but not buoyed. Shoals of taxation, 
unmarked, are here, there and every- 
where; the snags of social security 
requirements are but partly visible, 
while over all hangs the fog of the 
price discrimination act. 

But despite all these discouraging 
handicaps, business pilots have 
pressed forward with patience, cour- 
age and determination. The neces- 
sities of sound and fair taxation are 
recognized; monopoly and unethical 
trade practices should be abolished; 
the desirability of workable social 
security is conceded. Protection for 
the individual against the economic 
hazards of unemployment and old 
age is a desirable objective. It is, 
however, a tremendous problem. 
Countries which have experimented 
with such schemes in the past have 
found that when badly devised, they 
may do a great deal of harm, as well 
as good. The economic and social 
stakes are too far-reaching to per- 
mit serious errors to go unchal- 
lenged. 

Business is not opposed to prog- 
ress, but progress can come only 
through sanity. With sincerity of 
motive, industry must assume and 
assert responsibility for revision of 
certain laws, so that through clear 
understanding and workable pro- 
visions these laws may actually ac- 
complish their intent—equality of 
opportunity and fairness in business 
and reasonable security for every 
citizen. 
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New R-H-C Metal Display Fix- 
tute Catalog. 


The alert merchant is remodeling NOW! .. . 
And is saving valuable time by using the new 
RHC Catalog of Metal Display Fixtures. 


A handy cover index makes things easily and 
quickly found — illustrations and descriptions 
eliminate guesswork. A_ busy efficient factory 
does the rest. 


Not a moment is wasted from the time your 
order reaches us until the time your RHC Fixtures 
reach you. 
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able delivery schedules and are rapidly becoming 
geared for real high-speed service. 
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The ILCO Universal Door Closer 
affords absolute speed control through 
double regulation. 


““P Double Check! 


—a selling point for 
ILCO UNIVERSAL 
DOOR CLOSERS 


Always a quiet, gentle yet positive close at any 
speed. The powerful helical coil type spring 
closes the door with power to spare. The two 
adjustment valves control (1) the closing speed 
to a point within six inches of the jamb; and 
(2) the speed over the remaining distance to 
the point where the door latches securely. 
And when once adjusted they stay adjusted, for 
the ILCO packing glands prevent leakage. 

Try this on the demonstrator. Have your 
prospects try it and see the difference. Point 
out the fact that an ILCO UNIVERSAL DOOR 
CLOSER is easily mounted on right or left 
hand doors opening from inside or outside, 
without changing or feversing any of its parts. 

For customers desiring a door closer spe- 
cially designed for screen doors, storm doors 
and light inside doors, we recommend the 
ILCO 650. Compact and positive, Universal 
type, small size for mount- 
ing between doors. 

Remember, your cus- 
tomer is protected and you 
are protected by the ILCO 
GUARANTEE. 
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BLANKS 


See us first. We 
maintain an ex- 
tremely large as- 
sortment at 

times, and can 
fill orders from 
stock. 
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HIGH PRESSURE 
CARTRIDGE 


CALKING GUN 





This Gun 
With Three Nozzles 
=--2mnd-- 

Four Filled Cartridges 


Shipped Express Collect for 


$7.40 


Pecora Calking Compound is first 
choice of leading architects and build- 
ers. No material is more dependable, 
more satisfactory. The new type High 
Pressure Gun (patent applied for) is 
a great time and material saver. Car- 
tridges filled with approximately one 
quart of Pecora Calking Compound 
ean be placed in position for use in a 
few seconds. No fuss, no waste. Send 
in your order today. Special Bulletin 


on request. 
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FRAME 
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Pecora Paint Company, Inc. 
Lawrence & Vénango Sts., Phila.. Pa. 
Established 1862 by Smith Bowen 
Member of Producers’ Council, Inc. 
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Pecora Perfect Patching Plaster 
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but how could there help being some 
activity in view of the billions of 
dollars—borrowed dollars—the Gov- 
ernment has spread over the coun- 
try—spread thinly so as to insure 
its quick return to the banks for 
borrowing again? But inasmuch as 
it was realized that this borrowing 
and spending could not last, indus- 
try has not been able to revive on 
any such basis of confidence as to 
justify recalling former employees 
in any substantial number—else we 
would not have our ten or eleven 
millions of unemployed — else we 
would not be spending this year for 
relief, two and a half billion dol- 
lars. No, this problem is still to 
be solved. 

The President made his first great 
mistake in abandoning promised 
economy and joining the New Deal- 
ers—and, to further their purposes, 
in seeking grants of moneys almost 
without limit, and reaching out for 
authority that, under any system of 
free government, must rest in the 
peoples’ own forum—and under our 
system, rests only in the Congress. 

But the real tragedy occurred 
when the Congress broke down, went 
back on its promises to the people. 
and surrendered to his pleading— 
gave him most liberally of its au- 
thority — gave him discretionary 
authority over the billions of dol- 
lars of public moneys it appropriated 
for relief and rehabilitation—gave 
him authority to create any number 
of “agencies” to help him spend the 
money and run the country—and 
vested him with authority to make 
laws by edict—by Executive order. 

First, it prosecuted a program of 
intimidation—interference with le- 
gitimate industry—which it has con- 
tinued with no more than an occa- 
sional “breathing spell.” Second, it 
inaugurated the wasteful Santa 
Claus system — attempting to run 
everything from Washington. Gov- 
ernment bossing. 

The former has kept industry on 
a hot griddle—not knowing what to 
expect—or when to expect it. The 
result has been damaging far beyond 
measure in that it has prevented re- 
vival of industry on such basis of 
confidence as to create the employ- 
ment necessary to solve our unem- 
ployment problem. 

The inauguration of the Santa 
Claus system of running everything 
from Washington was wasteful not 
only of money, but of good govern- 
ment and good citizenship. It gave 


excuse for the building up of the 
several enormous armies of political 
employees, not only in Washington 
but literally to blanket the country 
—the alphabetical “agencies,” with 
hundreds of thousands of unneces- 
sary employees. This was a squan- 
dering of money sorely needed for 
rehabilitation uses, as ninety per 
cent of the hundreds of millions of 
dollars expended in maintaining 
these armies of employees could have 
been avoided if the Administration 
had resisted the temptation to seek 
personal credit for relief payments 
and had continued to extend relief 
by aiding local effort and responsi- 
bility. There was not a community 
that would not gladly have provided 
a competent and capable force to 
have administered relief, many with 
such wholesome interest as to have 
served gratuitously, if the Govern- 
ment had pursued a non-partisan 
course in dispensing relief, and had 
encouraged local effort rather than 
repelled it. 

This breaking down of local in- 
terest was extravagance indeed. It 
killed local self-respect and induced 
claims for relief in excess of any 
actual need. It tempted politicians 


-to secure such grants from friendly 


dispensers more for political fence- 
building than to serve any legiti- 
mate end. Worst of all—with local 
responsibility gone and the object 
being to make friends, relief was ex- 
tended in such unstudied manner 
and without thought of the damag- 
ing consequences, as to break down 
individual self-respect and induce 
“parasitism” a cancer on the face of 
good-citizenship. 

But these things have been done— 
they are now history. The last four 
years cannot be recalled to be lived 
over again. If we are wise, however 
—if we are determined to remain 
free and self-governing—we must see 
to it that these or similar mistakes 
do not occur again. Representative 
government cannot stand the strain. 

No—we must take up our load— 
our heavy debt burden and unsolved 
problems—make the most of our 
costly experiences—and move for- 
ward from where we are. 

What are some of the problems 
confronting us, and for immediate 
attention? 

First—we must care for our un- 
employed and resulting needy until 
industry can revive and come to the 
rescue. 

Second—we must assist agricul- 
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A REAL TIP, MR. JOBBER! 


By E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 





Tue HARDWARE JOBBER has a great opportunity to obtain volume business on many of the lines he now stocks, but which he sells in retail quantities. 

Naturally, large-volume business cannot be obtained through order-takers. We must approach our prospects through men trained for the job—but. 
what of it? If you can get volume orders, they certainly will pay handsomely. They are well worth the effort. 

As a matter of fact, your greatest competitor is your own catalog. Too much time, effort and expense are devoted to 
come in by itself. It’s poor policy to sell goods that should be self-selling. 
carefully selected list of volume goods, the results would be astounding. . 

of course, we are > 9 Ragpecenge in interesting you in the volume possibilities of Coated Abrasives, 
a month are now being sold. 
directly by the manufacturer. 


You can get your share of these accounts—with our help—as we can place you in competition with everyone—can 
guarantee you quality and service unsurpassed. We are doing it for others—we can do it for you. 
By the way, we have a pamphlet on volume merchandising—a reprint from Clover Business Service—I am sure you would be 


If only part of this effort were directed to really selling large volume from a 
interested in sending for it. 
CLOVER MFG. CO., Norwalk, Conn., U. S. A. 


ABRASIVES 


Sandpapers, Metal-Working Papers and Cloths, Wood-Working Papers and Cloths—Clover Grinding and Lapping Compounds 


getting —_— business that would 
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of which over a million 
e can show you that there are many real-volume accounts in your territory which are now being sold 
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ture and help revive industry—and 
we must carry on the regular ac- 
tivities of government—support the 
Congress and the Judiciary, and 
maintain our National defense, the 
several departments, independent es- 
tablishments, and other legitimate 
activities of government. 

Third—we must pay the interest 
on our heavy public debt—and in 
addition, provide for curtailments. 

What do these demands mean? 

As to the first—relief—the present 
Administration proposes to expend 
this year $2,455,000,000 including 
$62,000,000 of collections and this 
notwithstanding it is claimed we 
have “recovered.” 

As to the second—Government 
operating costs—we have so ex- 
panded these activities that esti- 
mated expenditures for this year 
approximate five billions of dollars. 

As a matter of fact, without cur- 
tailing our debt, but rather, adding 
to it very substantially—the present 
Administration will expend this year 
more than eight billions of dollars—- 
with an admitted deficit of approxi- 
mately two billion one hundred mil- 
lion dollars. 

As to the third—our public debt, 
interest and curtailments—our pub- 
lic debt is now well over thirty-four 
billions of dollars, and at the rate 
money is being rushed out for spend- 
ing, from relief appropriations—and 
the probability that these appropri- 
ations will be so depleted or defi- 
nitely obligated, before the Novem- 
ber election, as to necessitate further 
large appropriations to care for our 
needy during the winter, it would 
seem wise for us to expect that our 
debt will go at least to thirty-five 
billions of dollars, before anything 
can be done about it. 

It seems certain there will be re- 
quired approximately a billion of 
dollars a year just for interest. Even 
at the present very low interest rate, 
due to stagnation of industry and 
absence of borrowing, our interest 
obligation is nearly nine hundred 
million dollars a year, and it seems 
probable that as industry revives and 
becomes a competitor for money the 
interest rate will so advance that, 
with additional borrowing necessary 
for this year, will force our inter- 
est costs to approximately a billion 
dollars a year until our debt is sub- 
stantially reduced. 

Think of it—paying a billion dol- 
lars a year just as interest—paying 
a billion dollars a year out of our 
taxes before there is a single dollar 
available for curtailments, or a red 
cent to take care of other Govern- 
ment costs—now amounting to near- 
ly seven billions of dollars a year. 





How long can we afford to keep 
paying a billion of dollars a year— 
or even nine hundred millions of 
dollars a year—just as interest? It 
is an expensive luxury—this public 
debt—and rather than enlarge it. 
we must plan to reduce it. 

But to rid ourselves of these high 
interest costs is not the only reasons 
why our debt must be reduced. 

If there should occur some new 
catastrophe, some horrible event re- 
quiring us to raise large amounts of 
money, and quickly, what would we 
do? While we should pray fervent- 
ly that we may be shielded from any 
such visitation, with unrest menac- 
ing the world we would be foolish 
to burrow our heads in sand—fool- 
ish not seriously to contemplate pos- 
sibilities—and foolish indeed not to 
make ready, and to the fullest extent 
possible, to successfully cope with 
such condition. With a debt bur- 
den of some thirty-five billions of 
dollars—and interest obligations of 
approximately a billion of dollars a 
year—we would be sorely handi- 
capped to say the least. 

Where in the world is the money 
for the future to come from? 

Those now in charge of our af- 
fairs, and who wish to perpetuate 
this orgy of waste—insist that 
thirty-five billions of dollars is not 
the limit of our credit—that mea- 
sured by our National wealth we can 
go further and our creditors be rea- 
sonably safe. This is thin thinking. 
In the first place, the value of our 
National assets is dependent upon 
the stability of our Government. As 
a going concern—doing a good busi- 
ness, and with business on a sound 
basis—and spending less than our 
income, our National assets could 
properly be appraised at a much 
higher figure than they safely may 
be appraised in our present state of 
unemployment, instability and un- 
certainty—with ever-increasing lia- 
bility over income. Then, too, by 
adding further to the interest load 
would be to sink us deeper into the 
mire, with incomes so required for 
taxes as to make further industrial 
development difficult if not impos- 
sible. 

While possibly the Government 
can for a time continue to “induce” 
the banks to put up the money—buy 
its bonds—thereby not only increas- 
ing our debt and interest costs but 
diverting such moneys from indus- 
trial rebuilding and employment- 
giving action, we simply cannot keep 
on borrowing. Without stability of 
Government our debt is now all that 
it may be, with safety. Look out 
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No Installation Costs. 
Patterns are fresh and colorful. Easy 
to sell . . . Sizes fron. 4.6x 9 to 9x15 
.. - All you need is a representative 
selection of patterns and a small dis- 
play space. 

Rugs come packaged 
in cardboard tubes. When 
you make a sale, you ship rug to cus- 
tomer from Distributor’s warehouse 
or your own storeroom — just as it 
comes to you from our mill. 

Two types of rugs are 
available. Linoflor Rugs—“Gen- 
uine Inlaid,” marbleized pattern rugs 
with custom-type borders; Felt-Base 
Rugs—High quality, low-priced. Send 
for color cards, prices and name of 
nearest Distributor. W. & J. Sloane, 
Selling Agents Division, 295 Fifth 
Ave., New York, N. Y. 
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This Rule and 
Increase Sales With 
“SIZE-MARKED” 


SIMPLEX 


Pump 
Leathers 








When we 
originated 
size-marked 
pump leathers, 
we knew they of- 
fered many distinct 
advantages to both the 
retailer and the user. How- 

ever, we did not realize they would meet with 
such widespread acceptance and demand. Today, 
a retailer cannot afford the time and trouble— 
as well as mistakes—required to sell ordinary 
leathers. 

You can have more sales and quicker sales without 
mistakes by selling SIMPLEX size-marked pump 
leathers. They are available in two brands—LONG 
WEAR and STANDARD. 


Your Jobber can supply you 
or write us direct 


SIMPLEX Mec. Co. 
AUBURN = NEW YORK 
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THE 
PERFECT 
STRAIGHT-LINE 
NETTING 
You can reduce in- 
ventory, speed up turn- 
over,increase profits, by 
concentrating on these 
trade-marked poultry 
nettings from one de- 
pendable source. 
U. S. STRAITLOK 
Netting—the original 
straight-line fabric— 
is first choice every- 
where for building poul- 
try runs. It stretches 
perfectly to wood or 
steel posts; requires no 
top-rail, no baseboard; 
saves time, labor and 
expense. 

Made of Copper- 
bearing Steel Wire in 
one and two-inch mesh, 
Gal-anized Before or 
Atte: Weaving. Heights 
12 to /2 inches. 


yp US 
HEXLOK 


POULTRY NETTING 




















THE 

PERFECT 

HEXAGON-MESH 
NETTING 

U.S. HEXLOK Poul- 
try Netting creates en- 
tirely new a for % 
hexagon-mesh fabric. BA Bs METTIN 
More uniform, more F yA Yr RY NET 
rigid, neater in appear- By 
ance, superior in serv- EX | 
ice, this improved net- J) 
ting is easier to handle 
and sell. 

It is available in all 
popular standard widths 
and hts, Galvan- 
ized re or 
Weaving; heights 12 to 
72 inches. The one- 
inch mesh is made in 
three weights: No. 18, 
19 and 20 gauge; the 
two-inch mesh in No. 
16, 19 and 20 gauge; 
the one and one-half 


INDIANA 
STCCL & WIRE CO. 
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for this tax-consuming debt. It packs 
a lot of dynamite. 

If we had been on the job—doing 
our full duty as citizens—we would 
not have had a Congress so com- 
posed as to have even considered 
letting us down. Lei that thought 
rest on your consciousness—that it 
was our own fault—yours and mine. 

What’s to be done about it? 

Put on the brakes—not so sharply 
as to induce a crash, but in such 
sane manner as to give immediate 
assurance that another crash can be 
avoided—and with such continuing 
pressure as actually to avoid another 
crash. Stop needless spending. Hus- 
band our resources. Make every 
dollar count. Economize. Stop waste. 
Quit tinkering—experimenting with 
our problems—get down to business. 

The continuing threat to legiti- 
mate industry must promptly be re- 
moved. We must have a permanent 
“breathing-spell” definitely assured, 
so industry may revive on such basis 
of confidence as to absorb our un- 
employed. 

Put an end to this Santa Claus 
system of Washington-run-every- 
thing, and these innumerable and 
costly alphabetical agencies—pollit- 
ically manned and ‘as needless as a 
fifth wheel on a wagon—the cause ot 
our major wastes and extravagances. 

Extend such relief as is necessary 
by helping local agencies care for 
their responsibilities—but only in 
such sane, considered, and non-parti- 
san manner as will not induce our 
unfortunate brothers to prefer relief 
to productive employment. Stop con- 
verting us into a nation of parasites. 

We must cut costs everywhere— 
and there are as many points for im- 
mediate attack as there are Gov- 
ernment activities. 

Our budget canbe, and it must 
be, brought into balance. 

No President, no matter how sin- 
cere and purposeful, could go far 
enough. The Congress possesses the 
power—and upon it rests the duty 
and the responsibility—but it will 
take a strong, wise and resolute 
Congress—a Congress determined to 
resume control of our affairs, to solve 
our problems, and to save us from 
bankruptcy—and even such a Con- 
gress will need the wholehearted co- 
operation of a Chief Executive of 
like purposes and like stability. 

Whether we shall have such Con- 
gresses—--men and women possessing 
that wisdom and courage utterly 
necessary to a proper discharge of 
the responsibilities involved—is up 
to you and the rest of the “90 per 
cent of us” throughout the breadth 
of our country. If we continue to 
leave it to the self-seekers and the 





political bosses, God help us. 

There is danger to our proper de- 
velopment, progress, healthy pros- 
perity, and even to our freedom, in 
too little government—but there is 
far greater danger in too much gov- 
ernment. 

We have been indulging ‘in too 
much government. During the last 
four years it has been practically all 
government. As a result we have 
been growing—but in the wrong di- 
rection — growing dependent — ex- 
pectant—with ever-decreasing self- 
reliance. Individuality and initiative 
have been discouraged—success rid- 
iculed. All eyes, and too many 
hands, are extended toward Wash- 
ington—but not in a spirit of free- 
dom. 

I believe, confidently believe, that 
we are capable of self-government— 
but my experiences of fifteen years 
in intimate association with our gov- 
erning body, our Congresses, con- 
vinces me, just as confidently, that 
we have not been seriously working 
at the job. We have been trusting, 
far too much, to luck. We have en 
grossed ourselves in our personal 
and private affairs, blindly trusting 
others to look after the affairs of 
government. We have been watch- 
ing everything—except the most es- 
sential of all—the foundation on 
which we have built. 

A fair share of us become aroused 
each four years by the hullabaloo of 
our Presidential elections — vote — 
and then sink back into a state of 
complacency — assuming that God 
Almighty, or someone, will do the 
rest—and do a good job of it. 

The self-seekers, the political 
fixers—all those who are looking for 
advantages, something for nothing— 
are constantly on the job—as are the 
reformers, the tinkerers, and the ex- 
perimenters. 

Our Government has grown to be 
a most complicated affair—not be- 
cause our system called for or con- 
templated such condition but due to 
the fact we have attempted so much 
—gone beyond our charted course. 
This has been due to a constant and 
ever-increasing demand for govern- 
ment to supply the deficiencies of 
the weak and weary—and the lazy— 
a disposition to look to government 
for the difference between success 
and failure— and government ac- 
ceptance of such responsibilities. We 
have gone a long way—and very 
rapidly during the last few years— 
until now our governmental prob- 
lems in administration, finance, man- 
agement—to say nothing of social 
problems—dwarf those that puzzle, 
even baffle,-our outstanding leaders 
in education, finance, industry and 
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HERE’S one of the fastest selling items in the retail 
hardware trade . . . ball bearing casters that roll in any 
direction quietly, smoothly and without effort. 
MERCHANTS MAKE MONEY WITH "ACME" CASTERS 
Every customer is a logical prospect for “ACME” Ball 
Bearing Casters. All you have to do is demonstrate. . 
roll an “ACME” along the counter or in the palm of your 
hand and the sale is made. Stock “Aacmes” and roll up 
profits. 
THE ScHatz MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 
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SELL DRILLS 
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It’s easy when you display small, 
compact sets like this—almost as 
easy as it is to sell single drills. 


And the drills are in sizes that 
move. Sets No. 10, 11 and 12 
contain 13 or 29 jobbers and 60 
wire gage drills respectively. Job- 
bers are from 1/16 to 4 by 
64ths, 1/16 to 4 by 64ths, and 


wire gage from 1 to 60. 


The containers are of cadmium- 
plated rust-proof steel, they'll 
stand rough usage. The drills fit 
into neat hinged panels and are 
held securely in separate holes 
even when shortened to half their 
original length. An index gives 
size of each drill, decimal equiva- 
lent and tap size. 


These sets are priced to show a 
profit— all are guaranteed of 
highest quality, and they'll move. 


Write us for full particulars. 


GREENFIELD TAP & 
DIE CORPORATION 


Greenfield, Mass. 


Detroit Plant: 2102 West Fort Street 

Warehouses in New York and Chicago 
In Canada: Greenfield Tap & Die Cor- 
poration of Canada, Ltd., Galt, Ont. 


GREENFIELD 
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other fields. In fact, it is these gov- 
ernmental problems, and the uncer- 
tainty of sane action thereon, that 
increase and complicate the prob- 
lems of industry. 

A strong Congress is essential not 
only to restore our Government to 
the people and to work out our cur- 
rent problems through sane methods 
and insistence upon rigid economy in 
government, but to rid the Ship of 
State of the extra-governmental 
barnacles that impede progress—and 
which, if retained and added to, will 
ultimately sink us. 

Presidents are selected nationally, 
but members of the Congress are im- 
mediately of the people—their 
agents—each representing a limited 
group, and advisedly so—so as best 
to make available all phases of our 
problems in order that an approved 
program may be most wisely applied 
thereto. 

But it is not enough to elect ca- 
pable and experienced men and 
women to the Congress. What each 
member of the Congress needs is an 
intelligent, interested and actively- 
helpful constituency. Don’t desert 
your Senators and Representatives— 
and don’t let them desert you, and 
get away with it. Stay by them. 
Help them—and watch them. Help 
them to go straight and challenge 
them when they go wrong, even when 
they begin to weaken. Remember. 
the self-seekers and the advantage 
grabbers are constantly after them. 
Help them to go straight—and to 
keep going straight. 

As for the approaching election, 
the nominations have been made— 
so there is nothing now to be done 
about this phase of the matter. 

There is time, however, ample 
time, for you to check and study the 


several nominees—the nominees on 
all tickets—to find out who they are 
and what they stand for—and what 
they propose to do, if elected. Test 
them, and urge your friends to do 
likewise. Test them with respect to 
economy in government and restora- 
tion of our Government to the peo- 
ple, their sanity and general stabil- 
ity—and their knowledge of and be- 
lief in our traditions and our system 
of free-government. Let candidates 
know that you are interested—con- 
cerned—anxious, and that you 
intend watching the official conduct 
of those elected on November 3. 


Don’t stop with the election over. 
The fight will have just begun. The 
Congress must be made to resume 
its place in government—and to do a 
good job of it. It must quit sur- 
rendering its authority to the Execu- 
tive—and it must require economy 
in government. These things are ut- 
terly essential—but the latter will 
not happen unless the people insist 
—and keep on insisting, day after 
day and week after week, until suc- 
cess is attained—until our budget is 
balanced. 

The course of least resistance in 
Washington is to spend. It has be- 
come a habit. It will take a mighty 
effort by the people back home to 
keep Congressmen from “giving in,” 
when they should say, No. 

I€ we are to continue moving for- 
ward in Nation-building as a free 
and self-governing people, we must 
stop shirking our duty as citizens— 
and we must stop putting a halo on 
the heads of our Presidents—imagin- 
ing them to be super-men, endowed 
with all wisdom—and get back to 
self-government. 
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rWith Solarite 
you can meet 
catalog house 
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Solarite — the Peer of all Cold 
Water Kalsomines—is tailor-made 
for the hardware trade in its price 
structure which takes away every 
advantage of catalog and mail 
order houses. 



















Solarite’s new condensed range of 
tints—only 12 colors and white—simpli- 
fies stocks. 








Ask your jobber for details of Reardon’s 
“New Deal for Dealers” and write us if 
he has not yet stocked Solarite. Address 
nearest factory. 


THE REARDON COMPANY 


Second & Clinton Sts., St. Louis, Mo. 
1444 W. 37th St. 526 S. Alameda St. 
Chicago, Ill. Los Angeles, Calif. 
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No. 04856 


FOR TODAY’S DEMAND 
Modern In Every Detail 
Of Design & Construction 


HANDSOME * RUGGED « SALABLE 
s 
FINE PIN TUMBLER CONSTRUCTION 
EXTRUDED METAL CASE 
* 


Here is a new Eagle Padlock which you can show 
with certainty that its handsomely modern model- 
ing, fine finish and convincing appearance of 
solidity and security will arouse impulses to buy 
that few customers can resist. 


No. 04856 is made of Extruded Metal and fitted 
with Genuine Pin Tumbler lockwork. Also has 
a hardened, cadmium plated shackle. Made in 
six sizes from one inch to two inchés inclusive. 


se 
The Eagle Quality Line 











Night Latches 
Trunk Locks 
Front Door Sets 
Store Door Sets 


Padlocks 
Cabinet Locks 
Wood Screws 
Stove Bolts 


Machine Screws 


EAGLE BSCK. co 


26 Warren Street -- New Yo 


rk 


Branch Offices: 
521 Commerce St. 179 .N. Franklin St. 114 Bedford St. 
Philadelphia, Pa. Chicago, Ill, Boston, Mass. 
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A scientifically de- 
signed and formed 
patented metal 
wedge used to 
tighten and hold 
permanently fast, 
chair rungs, croquet 
and carpenter mal- 
lets, and all forms 
of similar wood 
pieces. 





Note how the 
prongs take hold 








A simple but most 
effective scissors 
sharpener. Three or 
four passes over it 
will razor edge any 
scissors—no matter 
how dull. A qual- 
ity product that 
sells for no more 
than ordinary 
sharpeners. 
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Social Security 


(Continued from page 77) 


It is better business to retire such 
a person and replace him with a 
younger and more efficient employee. 
An adequate pension plan also has 
a stimulating effect on the whole 
organization. Employers all feel 
that, up to the age of declining 
strength, long-time service on the 
part of many employees is a busi- 
ness asset. Organizations which take 
care of their older people appeal to 
the worker. It also adds to the 
reputation of the employer in the 
community and attracts more satis- 
factory employees. It has been the 
experience of many companies that 
the cost of a pension plan is a good 
business investment. 

Unless steps are taken to put the 
present individual company plans 
on a sound basis, the employees in 
many of them cannot lock forward 
with certainty that the pensions will 
be paid. Many of these companies 
are not now in a position to finance 
the increased costs or to put up the 
amount of reserve which should have 
been accumulated over a number of 
years. Neither could it be expected 
that companies in highly competi- 
tive fields and not in strong finan- 
cial condition would be able to adopt 
pension plans. Most private pension 
plans require service qualifications 
before employees are eligible to re- 
tire. In recent years this service 
qualification has been decreased. 
and new plans require only a short 
service qualification. It would be 
many years, however, before such 
practice would become general. 

To give wide protection, it is 
clear that a governmental plan must 
be adopted. A governmental plan 
should provide only minimum bene- 
fits, and many individual companies 
will find it desirable to adopt sup- 
plementary plans providing addi- 
tional benefits to solve their own 
retirement problems satisfactorily. 


State Old Age Assistance 
Plans 


Before the inauguration of the 
Social Security Act, twenty-nine 
states had already adopted old age 
assistance plans, giving a stated 
amount to the aged who have no 
means of livelihood. The age limit 
has generally been seventy and the 
average grant has been less than $20 
per month. 


One section of the Social Security 
Act provides that the Federal Gov- 
ernment will meet half the cost of 
the old age pensions granted under 
the state plans, with a maximum 
cost to the Federal Government of 
fifteen dollars a month. It provides 
that state plans must within five 
years have an age limit of not over 
sixty-five years, and no doubt most 
states will reduce their age limit. 
Most of the states have already 
qualified for the grants under this 
section of the act. We shall thus 
soon have a _ system established 
throughout the country under which 
persons who are now sixty-five and 
in need will be able to receive from 
the state a definite pension, the 
amount depending upon their own 
needs. 

While this system is a less expen- 
sive and a more humane method of 
taking care of the aged than the 
poorhouse system and is better than 
a relief system, it would be a seri- 
ous mistake if this country depended 
solely upon it to take care of the old 
age problem. 

The cost of this plan to the gov- 
ernment will increase at a very rapid 
rate, and will not become stabilized 
until the number of pensioners who 
die will equal the number of those 
who will be added. The experience 
in foreign countries indicates that a 
very high percentage of the people 
over sixty-five will qualify for the 
pension; the proportion in some 
countries reaching as high as 75 
per cent or 80 per cent. Actuaries 
have estimated that based upon the 
assumption that 50 per cent of the 
older people will qualify for assis- 
tance, the cost of the old age pen- 
sion plan within the present limits 
of $30 per month would be $2,000,- 
000,000 a year by 1960 and in 1980 
would be $2,650,000,000 a year-— 
with half the cost to be borne by 
the states and half by the Federal 
Government. 

It would also be bad in principle 
to have a system under which we 
tell those who do not save that they 
will be provided for by the state, 
and those who have saved for thei: 
old age will receive nothing and 
will also be taxed to provide pen- 
sions for the others. 

It was to avoid these results that 
the Social Security Act provided for 
the establishment of a governmental 
plan, to which employees and em- 
ployers would both contribute, so 
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Streamlined way to increased paint profits in 
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@ The holiday season, crowded stores and 
value seekers! This sparkling new merchan- 
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Another 


WESTFIELD 
Idea! 


A real Instrument Panel, com- 
prising clock and speedometer, 
made by nationally known manu- 
facturers of high grade products. 


This can be secured only on 
factory equipped Columbia and 
Westfield-Made Bicycles. 


Write us for particulars. 


THE WESTFIELD MFG. CO. 
Westfield, Mass. 
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that an old age benefit could be pro- 
vided for the employees in their old 
age without their being dependent 
upon the government for support. 


Federal Old Age Benefit 
Plan 


The old age benefit plan set up 
under the Social Security Act be- 
comes effective January 1, 1937. It 
covers all employed persons with 
the exception of employees of rail- 
roads, of charitable organizations, 
of the government, farm laborers, 
and domestic servants. It is esti- 
mated that twenty-five million peo- 
ple will be covered. The tax rate is 
as follows: the years 1937-1939, 1 
per cent of the first $3,000 of sal- 
aries, by the employer and em- 
ployee; 1940-42, 14% per cent by 
each; 1943-45, 2 per cent by each; 
1946-48, 2% per cent by each; 1949 
and thereafter, 3 per cent by each. 
No annuities will be paid prior to 
1942. Persons reaching the age of 
sixty-five and retiring during or 
after 1942 will receive monthly bene- 
fits, the amount depending upon 
their sAlary during the period in 
which they made contributions. 

The plan provides in effect an 
annual benefit of $150 plus one per 
cent of the first $45,000 of salary 
received during a worker’s lifetime 
and one-half per cent of the salary 
over $45,000. 

The formula is weighted so that 
the employee with lower wages will 
obtain higher benefits in proportion 
to his contribution than those in the 
upper wage groups. It is also 
weighted so that those who retire 
during the first few years of the 
plan will receive higher benefits in 
proportion to their contribution than 
those who retire many years in the 
future. The benefits will vary from 
$15 per month to $85 per month, 
depending upon the salary and 
length of service. Up until 1952 the 
largest benefit will be $50 per 
month. 

The benefits received by the per- 
son who retires during the early 
years of the plan are considerably in 
excess of the amount of benefits 
which could be purchased for the 
same amount of money from an in- 
surance company. In effect, the cost 
of providing these excess benefits to 
the older workers will be met in the 
future, when the full rates become 
effective, by the younger workers 
and the employers paying more than 
they would have to pay to obtain 
equal benefits from an insurance 
company. Since, however, the em- 
ployer pays half the cost, in no case 
will the employee receive benefits 


less than his own contribution would 
buy from an insurance company. 

The federal old age benefit plan 
alone will not meet the pension 
problem of industrial companies. In 
the first place, no credit is given 
for service prior to 1937, and no 
benefits can be paid to persons who 
retire prior to 1942. Those who re- 
tire early in the plan will receive 
comparatively small annuities, quite 
a little less than they would re- 
ceive under the usual company plan. 
It will be many years before a per- 
son would receive as much annuity 
under the Federal plan as he would 
receive under the usual company 
plan. 

Most companies with pension 
plans will find it necessary to sup- 
plement the governmental annuities 
if the same pensions are to be pro- 
vided as in the past and if the plan 
is to accomplish its purpose. This 
is especially true in the case of com- 
panies which already have a num- 
ber of older persons on their pay- 
rolls or a considerable proportion 
of workers in the higher wage 
group over $3,000. On the other 
hand, if a young company has a 
large proportion of younger em- 
ployees in the lower wage groups, 
the governmental plan would go a 
long way toward meeting the prob- 
lem, except for the employees whose 
salaries are over $3,000. 

The federal act should be of as- 
sistance to companies which have 
not yet established pension plans 
because the benefits which would be 
paid to the present older workers 
are greater than could be obtained 
for the same contribution made to 
an insurance company. Thus, the 
governmental plan will assist a com- 
pany in meeting its accrued liabil- 
ity. The fact that the governmental 
plan is on a contributory basis with 
employees paying half the cost 
should make it easier for companies 
to adopt this type of plan. Com- 
panies with pension plans which are 
not on a sound actuarial basis should 
find that they are in a better posi- 
tion to put their plan on a sound 
basis. Companies with plans which 
do not provide adequate pensions 
might find it advisable to continue 
their present pensions in addition to 
the governmental plan. 

In France the governmental plan 
is more nearly comparable to the 
plan set up under the Social Se- 
curity Act, and the experience of 
the Eastman Kodak Company is of 
interest in considering the adjust- 
ments to be made in the company 
plans in this country. 

When the governmental plan be- 
came effective, the company changed 
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THE CHENEY NAILER- 


THE HAMMER THAT HOLDS 
THE NAIL—IS IN A CLASS 
BY ITSELF. 


N some hammers you may find balance, 
in other hammers strength, in another 
finish, in still another a tough, perfectly 
formed handle—but in the Cheney Nailer 
you find all of these features, plus the 
nail holding device, an exclusive Cheney 
feature. Order a carton of Cheney Nail- 
ers today and ask for the Cheney Nailer 
Sales Maker, the friendly sales-dem- 
onstrator. It does a real fine selling job. 


A.FULL LINE OF HAMMERS 


HENRY CHENEY HAMMER CORP. 


Factory 
LITTLE FALLS, N. Y. 


302 Broadway Sales Office New York, N. Y. 
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its plan so that an employee would 
receive from the insurance company 
which had underwritten it an an- 
nuity of 2 per cent of his salary, 
less a specified percentage of the 
basic salary as required by the law. 
The result was that the total pay- 
ments to the insurance company and 
the government were practically the 
same as they had been before. The 
employee’s contribution was also re- 
duced, with the result that his total 
contributions were about the same 
as they had been previously. 

The company has decided to adopt 
the same policy in this country. The 
Kodak Retirement Annuity Plan 
was underwritten by the Metropoli- 
tan Life Insurance Company with 
whom a group contract was made 
in 1929. In addition to making a 
substantial payment for the accrued 
liability at the inauguration of the 
plan, the company has been mak- 
ing payments each year for the cur- 
rent liability. The payments which 
are thus being made currently to 
the insurance company are in excess 
of the initial payments which will 
be required under the pension pro- 
visions of the Social Security Act. 
This excess is due to the fact that 
the benefits payable under the com- 
pany plan are higher than the bene- 
fits which will be paid under the 
Social Security Act for a number 
of years, and also because the So- 
cial Security plan is limited to the 
first $3,000 salary. 

The modifications to be made in 
the company plan on Jan. 1, 1937, 
due to the enactment of the Social 
Security Act, will have no effect 
upon money which has already been 
paid to the insurance company or 
upon the annuities which have al- 
ready been earned by employees for 
service prior to Jan. 1, 1937. There- 
after the annual ,payments to the 
insurance company will be reduced, 
because smaller annuities will be 
provided under the company plan 
for service after Jan. 1, 1937, due 
to the old age benefits resulting 
from the tax payments the company 
will make to the federal government. 
The objective will be to have the 
sum of the annuities provided by 
the company’s payments to the gov- 
ernment and to the insurance com- 
pany provide a combined annuity 
practically the same as under the 
present company annuity plan. The 
total cost in the long run should be 
approximately the same as it would 
have been under our present plan. 

It could be arranged that the 
combined annuities to be provided 
will be exactly the same as in the 
past and that the contributions by 
the employer and the employee will 


be decreased by the amount of the 
contributions to the governmental 
plan, for the first $3,000 of salary. 
For salaries in excess of $3,000 the 
present rates would continue. No 
change would be made in the an- 
nuities based upon service prior to 
Jan. 1, 1937. It would be found-in 
most cases that the benefits to be 
provided from the federal plan for 
a number of years would be greater 
than could be obtained for the same 
contribution to an insurance com- 
pany, and this saving to the com- 
pany could be applied to reduce 
the accrued liability. Very few com- 
panies have found it practical to 
finance the accrued liability com- 
pletely. 

Adjustments will have to be made 
for women when, as is often the 
case, the private plan provides for 
their retirement at the age of sixty 
instead of sixty-five as under the 
federal plan. Temporary annuities 
could be purchased to run from sixty 
to sixty-five. 

It is feasible to operate without 
difficulty a company annuity plan as 
a supplement to the governmental 
plan, once the adjustments have 
been made. This has been the ex- 
perience of American companies 
with branches in foreign countries 
which have governmental plans. 

From the point of view of the 
employer, the operation of a plan 
separate from the governmental 
plan would increase the administra- 
tive problems. The individual em- 
ployee would have the choice be- 
tween the two, and both would un- 
doubtedly be in operation within 
the same establishment. The ex- 
empted plan would be subject to 
close supervision by the Social Se- 
curity Board, and no changes could 
be made without their approval. The 
administrative problems of the So- 
cial Security Board would also be 
increased because the Board would 
have to supervise constantly the op- 
eration of these plans and the in- 
vestment of the reserves. 

To permit the exemption of pri- 
vate plans might result in selection 
against the federal plan. Companies 
with younger workers and with small 
pension liability might ask to be ex- 
empted, while those with a larger 
proportion of older workers and 
with heavy pension liability would 
wish to stay in the federal plan. 

Many companies with sound pen- 
sion plans that have given the mat- 
ter considerable study seem to feel 
that the simpler arrangement is to 
administer the private plan as a sup- 
plement to the federal old age bene- 
fit plan. 

The first step in the operation of 
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socket, which gives an unusually satis- 
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Blades are forged from special high 
carbon shovel steel. The ribs add strength 
and rigidity 

Handles are Northern Ash. Furnished 
with the Split-D or famous ABW Armor-D 
handle 
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AMES BALDWIN WYOMING Co. 


PARKERSBURG, W. VA. NORTH EASTON, MASS. 
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MAKE BIG MONEY 
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@ Cutting efficiency plays a large part 
in small tool satisfaction. The high 
cytting speed possible with Morse 
Tools is one of the reasons why tool 
users everywhere say, “There is a 
difference!” 


Toolmaking experience, carefully con- 
trolled hardening, accuracy in grind- 
ing, each helps to assure this differ- 
ence. it is the reason why Morse 
Tools are so satisfactory to use and to 
sell. Is your stock complete? 





THE MORSE LINE 


Includes 


High Speed and Carbon 
Drills Chucks 
Reamers Counterbores 
Cutters Mandre|s 
Taps and Dies Taper Pins 
Screw Plates Sockets 
Arbors Sleeves 


MORSE 


TWIST DRILL & MACHINE CO. 
NEW BEDFORD, MASS., U.S.A; 


NEW YORK STORE: 
7 570 WEST 


130 LAFAYETTE ST. RANDOLPH ST. 
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the federal old age benefit plan will 
be the registration of the twenty- 
six million employees who it is esti- 
mated will be covered. Registration 
is necessary so that the employee 
can be identified when he becomes 
eligible for benefits. It will be nec- 
essary to obtain a record of the em- 
ployee’s name, probably the names 
of his father and his mother, and 
the date of his birth. An announce- 
ment has just been made that this 
registration will be conducted by 
the Post Office Department in co- 
operation with the. Social Security 
Board beginning about the middle 
of November. The details of the 
plan have not yet been announced, 


but it is expected that only simple. 


forms will be used. Probably the 
employer will be given the oppor- 
tunity to distribute the forms to his 
own employees. The employers 
should cooperate as far as possible 
with this registration as such data 
is needed for the operation of the 
law and it will simplify the problem 
for the employer after the first of 
the year if the employees are reg- 
istered before that time. A number 
will be assigned to the employee for 
identification purposes and there is 
no reason why this number cannot 
be used for both the old age benefit 
plan and the state unemployment 
compensation laws. 

It will probably be necessary for 
the employer to furnish two reports 
to the Federal authorities. The in- 
dications are that the taxes will be 
collected monthly on a form which 
will show the total of the payroll on 
which the tax is based. It will also 
be necessary for the employer to 
furnish information to the Social 
Security Board of earnings of indi- 
vidual employees because the an- 
nuity benefits are based upon the 
earnings during the entire lifetime 
of the employee. No plan has been 
announced regarding this report, 
but it is to be hoped that the Board 
will not ask for this information 
monthly. A simple report of the em- 
ployee’s earnings to the Board once 
a year or upon separation or death 
would seem to be sufficient. This 
would reduce considerably the work 
on the part of the employer and the 
administration. The report would 
be similar to that now furnished to 
the income tax authorities on indi- 
vidual earnings. Since the employer 
will probably be called upon to fur- 
nish the state unemployment admin- 
istration a separations report, it 
would involve little additional work 
to furnish a similar report to the 
Social Security Board of the em- 
ployee’s earnings from the first of 





the year to the date of separation. 
The same report would be furnished 
in case of death. This procedure 
would also reduce considerably the 
bookkeeping work on the part of the 
Social Security Board. The plan 
could provide for a copy of the re- 
port being furnished the employee 
which would indicate to him the 
amount of earnings each year on 
which his benefits are to be paid. 

It might be said that this plan 
would work satisfactorily for well- 
established concerns, but that it 
would not be feasible for unstable 
employers. There is no reason why 
the system would not work for the 
latter type of employers also. The 
Treasury Department would be col- 
lecting taxes each month from these 
employers and these should serve as 
sufficient check on their records. The 
employee would also be accustomed 
to receiving a separations report or 
copies of the report at the end of 
each year—an additional check on 
the employer. 

We are fortunate in that the per- 
sonnel of the Social Security Board 
is very high grade and we have 
every reason to hope that the system 
which will be adopted will be one 
which will not impose any undue 
burden on the employers or undue 
expense on the administration. The 
Board is facing a tremendous task 
in launching this plan which will 
cover 26,000,000 workers and should 
have the cooperation of employers. 


Defects in the Federal Plan 


‘There are several defects in the 
old age benefit plan set up by the 
Social Security Act. The benefits 
received by the employees in the 
upper wage groups are much less 
in proportion to their contributions 
than those in the lower wage groups. 
It is sound practice to provide a 
minimum pension to those in the 
lower wage groups, otherwise the 
pension received would not be above 
the subsistence level. There is ques- 
tion as to whether this plan has not 
gone too far and whether there will 
not be considerable criticism by the 
wage earners in the upper wage 
groups when they realize the situa- 
tion. A better plan would have been 
one which established a minimum 
benefit, but scheduled the benefits 
above that level in direct relation to 
contributions. 

The greatest defect of the act is 
that the contribution rates and bene- 
fits are set up on a basis which 
would result in the accumulation of 
a tremendous reserve fund which, it 
is estimated, would eventually reach 
over 45 billion dollars. The plan 
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FALL AND WINTER ITEMS 
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STEEL SNOW SHOVELS, GALVANIZED SNOW SHOVELS, 
SPRING STEEL SNOW SHOVELS, TOY SNOW SHOVELS, 
SNOW PUSHERS, SIDEWALK CLEANERS, ASH SIFTERS, 


FURNACE SCOOPS. 
“Ask Your Jobber to Write Us.”’ 


The C.K. R. Co. 


SUCOESSORS TO CRONK & OARRIER MFG. CO., F. E. KOHLER COMPANY, 
J. F. RITTENHOUSE MFG. CO. 


1836 Euclid Ave., Cleveland, Ohio 














ESTABLISHED IN 1854 
82 Years Continuous Service 


WARWOOD 


DEPENDABILITY — UNIFORM QUALITY 
HAVE WITHSTOOD THE TEST OF TIME 


—==G=——"_ = Oa 
= cos 


PICKS — MATTOCKS — HOES — WEDGES 
HAMMERS— MAULS—ADZES—SLEDGES 
CROW BARS 


CONSTRUCTION TOOLS AGRICULTURAL TOOLS 
TRACK TOOLS MINING TOOLS 


WARWOOD TOOL COMPANY 


WHEELING, WEST VIRGINIA 
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The D Biggest Selling 
HORSE SHOES 





@ America’s most depend- 
able Horse and Mule Shoes for Half 
a Century 


@ Sold by Leading Jobbers 
everywhere on an established policy 
through regular trade channels 


OTHER PHOENIX PRODUCTS @ 


Toe Calks Ribbed Steel (bars) RUBBER GOODS 
Screw Calks, Chain Hooks and Horse Shoes 
Drive Calks, Cold Shuts Pads—Drive Calks 


Shoes and Tools Spuds for Tractor 


Racing and Sport and Lawn Mower 
Shoes Wheels 


Door Mats 
Force Cups 
Radiator Hose 


Herne tl MANUFACTURING CO. 


SS aUlelsltiielailla-lemel ata lelay- 
1 Mule Shoes in the Worle 


heen IIlinois 


332 South Michigan Senne 
Catasauqua, Pa 
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GOOD TOOLS 
SHORTEN LABOR 


More Business 
with Profit 


tools make satisfied 
customers and bring new 
: business as well as repeat 
business. If you are inter- 
: ested in profit instead of turn- 
over, be sure to investigate 
UTICA tools—the most com- 
plete line of pliers in the 
world. They are drop forged 
from special Alloy Steel and 
have been tested for feel and 
balance as well as manufac- 
turing perfection. UTICA 
tools insure good profits and 
satisfied customers. 


Good 











Total List Price $30.00 


UTICA DROP FORGE 
TOOL CORP 


UTICA*eN.Y . 





eRe 7 
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which was originally recommended 
by the Economic Security Commit- 
tee and the Advisory Council pro- 
vided for lower rates of contribution 
with the idea of keeping the plan 
on a current cost basis, but with the 
accumulation over a period of years 
of a contingency reserve fund to 
take care of any emergencies which 
might arise. There are very definite 
objections to building up such a 
large reserve fund as contemplated 
under the present act. There would 
be a strong tendency to spend the 
reserve for various purposes or else 
increase the benefits. If the benefits 
are increased, the burden in the 
future might become intolerable. 
The effect of building up this re- 
serve, which would be invested in 
government securities, would be tre- 
mendous upon the money markets. 
This defect in the contributory an- 
nuity plan can be corrected with 
little difficulty. The act provides 
that the combined contribution rates 
would be increased in 1940 from 2 
per cent to 3 per cent. If the orig- 
inal rate is allowed to continue for 
a number of years the large reserve 
will not be accumulated. It is esti- 
mated that a 2 per cent contribution 
would provide enough revenue to 
take care of benefits until 1951. 

The plan could thus be put on a 
pay-as-you-go basis without being 
abandoned entirely. 


Other Objections Raised 


It has been suggested that it 
would be better to abandon the plan 
and depend only on the state old 
age assistance plans, but the objec- 
tions to this course have already 
been indicated. Not only are there 
disadvantages to a system under 
which only those who meet the 
means test qualify, for benefits, but 
the contributory plan has distinct 
advantages just as under a private 
plan. The burden on general rev- 
enues would be considerably reduced 
and employee contributions will in- 
sure better administration and will 
help to prevent political interfer- 
ence. Since at any time a much 
larger proportion of employees will 
be contributing to the system than 
receiving benefits, employee contri- 
butions will also serye as a distinct 
check to prevent benefits from being 
increased unduly. 

Another objection raised to the 
present plan is that only about 53 
per cent of the gainfully employed 
will be covered by the contributory 
plan and that the rest of the popu- 
lation will have to depend upon the 
state old age assistance plans. This 
will result in some of the people 


over 65, who have not contributed 
anything, receiving benefits from the 
state which might equal or even ex- 
ceed benefits received by those who 
have contributed to the Federal plan 
for years. It would, of course, be 
desirable if all the gainfully em- 
ployed could be included under the 
contributory system and the inclu- 
sion of agricultural workers and do- 
mestic workers was carefully con- 
sidered at the time the act was 
being drafted. The chief reason for 
not including these groups is the 
administrative problem involved in 
collecting the contributions. After 
the present plan becomes well estab- 
lished and the administrative prob- 
lems solved, serious consideration 
should be given to bringing these 
other groups into the system. 

The objection has also been raised 
that the tax on the employees will 
reduce their earnings and thus re- 
sult in the lowering of the standard 
of living, and that the taxes will be 
passed on by the employer, which 
will increase the cost of living. The 
contributions of employees can be 
looked upon in a way as deferred 
wages or as compulsory savings. 
Since the initial rates are quite low 
—1l per cent—and increases should 
be made only after a number of 
years, the effect on the standard of 
living would be almost negligible. 
Undoubtedly the workers will be 
better off in their old age for having 
contributed this small part of their 
wages during their working lifetime. 
No better taxing method has been 
found for an old age pension system 
than the pay roll tax. It has been 
used in practically all the foreign 
systems. 

A number of companies have 
adopted contributory annuity plans 
under which employees have volun- 
tarily agreed to contribute as much 
as 5 per cent of their earnings. It is 
doubtful if the employees would ob- 
ject to making a contribution of 1 
per cent when they understand the 
benefits which they are to obtain. 

It is to the interest of both em- 
ployers and employees that the gov- 
ernmental plans be administered 
along simple and economical lines 
and be free from political influences. 
They should insist upon the develop- 
ment here of that high type civil 
service personnel which is the key 
to the success of the social insur- 
ance systems of countries such as 
Great Britain. Employers on their 
part should cooperate wholeheart- 
edly with the administrative author- 
ities in their efforts to reach these 
goals, 
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Fifty Years of Progress 
~(CHICAGO)— 


SPRING HINGES 


Spring Hinges of Quality 





For more than fifty years 
the Chicago Spring Hinge 
‘ Company has specialized in 
the manufacture of spring 
hinges and has endeavored 
B to also give superior service 
| to Hardware Dealers. 


| During this more than 
| half a century the spirit of 
| progress has prevailed with- 
in our organization and we 
have developed many new 
types of spring hinges and 
improved others to meet 
modern requirements. 








Type 2001 
The “Triplex” 


We will welcome an opportunity to serve you. 
Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U. S. A. 











Best Wishes! 


e ee to all our Jobber 
friends, for a fine 
Convention 


eeefrom a Chain 
Manufacturer that 
is known through- 
out the Hardware 
Trade for highest 
quality and friendly 
service. 


THE McKAY COMPANY 


McKay Building Pittsburgh, Pa. 
(Formerly U. S. Chain & Forging Co.) 


Say MKAY.... and youll be OK! 

















Wire used in weaving Superior Wire Cloth is drawn 
in the Wright plant and, because the company has 
control of the production all the way from rods to 
the finished product, the wire is produced exactly 
in accordance with the specifications necessary for 
weaving 


G.F.Wricut STEEL& W rE Co. 
WORCESTER, MASS., U. S. A. 


New York +: Atlanta Chicago +: Los Angeles 
WIRE NETTING WIRE CLOTH WIRE LATH 
CHAIN LINK FENCE WIRE CLOTHESLINES 





OCTOBER 22, 1936 











The NAME 
“CHIC. 29 


TRADE MARK REG. US.PAT OFF, 


MEANS INCREASED SALES 


On Roller Skates, it stands for the finest made and 
“CHICAGO” quality means increased Sales and 
Profits to thousands of dealers. 





We have a definite plan to help you increase sales 
and overcome competition with quality. Let us 
help you. Thousands of successful “CHICAGO” 
Roller Skate Dealers rely on “CHICAGO” Qual- 
ity Roller Skates, with 3 times longer wheel life 
—to increase sales. Let us prove it. Just drop a 
letter or card and we’ll do the rest. 


Complete Price Range ° 


CHICAGO ROLLER SKATE COMPANY 


World’s Createst Roller Skates for over 35 years 


4456 W. Lake St. Chicago, II. 
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TAPES - RULES 
PRECISION TOOLS 
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There is a 
(\OFATN RULE 
for every measuring 

requirement 
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FOLDING STEEL AND 
ALUMINUM RULES 


Be in position to give 


your trade service. 
Stock a complete line of 


[OFKIN RULES 


Send for General Catalog No. 12 


THE JUFKIN RULE (0. 


SAGINAW. MICHIGAN, U.S.A. 


NEW YORK 
> Lafayette St. 


(OF-Tal-loll-lalt-loa dela 
WINDSOR, ONTARIO 
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Handling Orders in the Office 


(Continued from page 79) 


“duplicate invoice.” We also show 
the credit terms; also show the par- 
cel post weight for the handling of 
parcel post orders. Now as the order 
comes to our Order Passing Desk, 
the individual will look up the card 
and make all of these notations on 
the order. 

In regard to our credit reference 
on this particular card, this cus- 
tomer has a credit limit of $1,000. 
We have established a waiver on 
that limit of $200. An order coming 
from this customer, if the amount 
of the order is under $200, credit 
can be passed by the individual at 
the Order Entry Desk and it is not 
referred to our credit or bookkeep- 
ing department, but can go imme- 
diately to the warehouse. But if the 
amount of the order is over $200, 
but less than $1,000, credit may be 
passed on that order by this order 
entry individual and can go directly 
to the warehouse. However, a mem- 
orandum copy is made of that order 
and sent to the bookkeeping and 
credit department. 

Now all orders that these people 
are unable to pass upon are put in 
a basket and passed to the credit 
and bookkeeping departments. These 
are all divided into sections, that 
is, the bookkeeping and credit sec- 
tions will handle the same division 
and same accounts. 


Now the orders on which these 
people here are unable to pass credit 
are assorted and passed on to 
the assistant bookkeepers. For our 
bookkeeping set-up we are using 
ledger cards. Most of the whole- 
salers in Chicago are using loose- 
leaf systems for their postings. 
However, on: account of the ac- 
tivity of this record we have 
decided on the use of a ledger card. 
As the order comes to the assistant 
bookkeeper, the ledger card will be 
pulled from the tray and handed to 
the bookkeeper. If the amount of 
the order is not over $300 and no 
past-due statements on the card, the 
bookkeeper can pass credit on that 
order. However, if the bookkeeper 
is unable to pass credit on the order, 
it must be referred to our credit 
department. If the bookkeepers can 
pass credit on the order, it is simply 
placed on the conveyor and sent 
back to our Order Entry Depart- 
ment and there is no delay in the 
handling of the order. However, if 


the order must be referred to our 
credit department, as soon as the 
credit manager passes credit on the 
order, it is placed on a conveyor 
and sent back to our Order Entry 
Department. 

After the orders are sent to our 
Order Entry Department, they are 
then sent to our ditto machines, 
where we make the necessary num- 
ber of floor copies on all orders. 
For instance, if we had five dif- 
ferent floors that the merchandise 
was found on, we would have to 
make five copies of that order. I 
have an example here of our six- 
floor tag. On this side it shows floor 
letter and a space here for the order 
filer’s numbers. However, on the re- 
verse side of this form, we have the 
classification of merchandise to be 
found on that floor. We have this 
according to bags, barrels, baskets, 
boxes, bundles, cans and crates, 
cans, reels and rolls. Now this is 
merchandise found on that floor in 
full package cases or quantities, so 
that the order filer on that floor 
simply marks in this space whether 
he has a box of batteries, one box of 
boilers, or whether he has two bun- 
dles of cord. The floor man check- 
ing the merchandise writes in the 
weight and it is returned to our 
packing department. Now we have 
a similar floor classification for the 
remaining six order filing floors, 
similar to what we have on our six- 
floor tag. 

After the floor tag has been made 
on the ditto machines the orders are 
then sent to the, what we term our 
“blocking machine.” In our organ- 
ization we release our orders into 
the warehouse in what we term 
“block.” A block of orders consists 
of 1000 items and 50 orders. That 
is the capacity of a block. They run 
through the perforation on our 
blocking machine, as you will no- 
tice by 1 — 16. Now that indication 
goes to all of the tags. That means 
it is Block No. 16, Section No. 1. 
We run up to 50 sections. The next 
block we block No. 17. During the 
course of the day we release 17 
blocks of orders into the warehouse. 
Our floors allow a definite time to 
fill a block of orders. They must 
all be working at the same time on 
these same blocks. If any floor is 
behind, it is up to the management 
to place extra help in that depart- 
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Model 860 
LIST PRICE 


$1g50 


Complete 
less motor 
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Speedy Paint Sprayers 
Professional type with famous Clean Air 
ren were on steel base, pressure feed in- 
ternal mix spray gun with quart aluminum 
Send for price list, cup. List only $18.50—others $5.00—$14.00. 
discounts and details Autopower sprayers $2.60 and up. No cylin- 


DEALERS: 


Sturdy, 


on electric and auto ders, pistons or rings to wear out. 
power paint sprayers. efficient, yet low in cost. 


W. R. BROWN CORP. 


5724 Armitage Ave., CHICAGO, ILL. 








Gand Profit with 
‘GeB 
Product 


LOOK FOR THE “GB” LABEL - - YOUR PROTECTION AGAINST SUBSTITUTION 


© Gen on i oe 
and SERVICE which have established the name of “G & B” as a guaranty of dependability — 


The Gilbert & Bennett Mfg. Co. 


Established 1818 - America’s Oldest Woven Wire Factory- Manufacturers 


WARE, LOT, NETTING sed FENCING 


San Frencisco 
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| WOTHING LIKE "ga 


1 NOTHING LIKE THE 


HOATZIN 


THIS HEAVILY EYE-LASHED 
BIRD HAS CLAWS ON ITS 
WINGS. IT SWIMS, CLIMBS 
TREES AND FLIES. 











im. 


O/L EITHER 


THIS 1S THE ONE O/L 
MADE SPECIALLY FOR 
ELECTRIC REFRIGERATOR 
AND WASHER MOTORS 
NOTHING LIKE IT ON 
MARKET. FEATURED 
(N COLLIER’S — 
PUSH IT AND PROFIT. 














GULF ELECTRIC-MOTOR OIL 


Write Gulf Petroleum Specialties, Gulf Build- 
ing, Pittsburgh, Pa., for further information. 
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“Just hand him 









V&B Axe” 


ROM the first touch of the sleek, 

polished hickory handle to the 
keen cutting edge on the blade, 
your customer will recognize the 
work of a master axe maker. 


Beauty of finish (outward assurance 
of in-built quality) and natural bal- 
ance (proper distribution of weight 
for comfortable handling) are two 
important “sense” appeals of 
“seeing and feeling” which are par- 
amount in determining a cash 


preference for V & B. 


Clinch the sale by telling your cus- 
tomer of the recently developed elec- 
tric-fusing of two separate forgings 
—different steels for eye and blade. 


VAUGHAN & BUSHNELL 


MANUFACTURING COMPANY 





Mehers of Fine Tools 
2114 CARROLL AVE., CHICAGO, ILL. 








For a Profitable Season 
Place Your Orders NOW 


«+. 0n these JUSTRITE WINNERS! 







New Justrite 
PUSH-CLIP 
Display 
No. {7 


Le 
eee 





Sells Push-Clips on sight—to keep 
lamp cords, radio & telephone wires 
neat . . off the floor! Colors to match 
lamp cords or woodwork . . . may be 
ordered in assortment of color. 





Justrite Electric Headlight, No. 109 
Light weight, inexpensive, powerful. 
Throws a beam approximately 1000 
feet. Waterproof; with flasher and 
switch. Complete, except batteries. 


Ask Your Jobber or Write to: 


JUSTRITE MANUFACTURING CO. 
2073 Southport Avenue Chicago, Ilinois 
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ment in order to keep that floor run- 
ning evenly with the other floors 
according to the block schedule. 

We also use a copy here for our 
packing floor, similar to the classi- 
fication we have on the sixth floor. 
only as to different merchandise. 
This we call our packing floor tag. 
Here again we list the merchandise 
according to boxes and according to 
bundles or crates. This is merchan- 
dise now that the packer will pack 
on the packing floor. A series of 
numbers across here indicates the 
number of tags which are coming 
from the high floors, so that we 
know that the order is assembled in 
our packing department by the 
check mark. After the orders have 
been blocked and assembled, they 
are sent down to their respective 
floors and filed and are sent directly 
back, after being packed, to our 
office department. 

With regard to this card, I neg- 
lected to tell you that we register 
every order number on our cus- 
tomer card, so that any time our 
sales manager or any one interested 
can see how many orders the cus- 
tomer has had, and whether an 
order has been filled that day, or 
just when. 

With regard to back orders, they 
are filed here in our Order Entry 
Department at the Order-passer’s 
desk and we make a check mark on 
the customer’s card as we file the 
back order, so that when the order 
comes through for this customer 
and there is a check mark that in- 
dicates the order must be sent to 
the back-order department to have 
the back-order attached. It is sim- 
ply placed on the lower belt and 
sent over. The back order is at- 
tached there and contifues on 
through the office. 

We also have a special symbol 
here for making additions to orders. 
Perhaps our salesman will send in 
an order and the customer may write 
in an addition to that order. In that 
case the notation is made on the 
card immediately when we receive 
the mail order, and if the sales order 
has not already started through, we 
can make the addition by referring 
to this symbol and attach the addi- 
tional to the salesman’s order. 

After the orders come back into 
the office, they are sent to our re- 
ceipt-writing department where we 
write the railroad receipts and from 
there they are sent to our pricing 
and billing department. 

Now this half of the chart repre- 
sents our pricing and billing depart- 





ment. Here again we make use of 
the conveyors in order to get the 
orders from one department to an- 
other. We have our pricers sitting 
along this conveyor and as they 
price the items on the orders that 
the salesmen have not priced, they 
are then accumulated at the end of 
the conveyor. After pricing they 
are sent to the examiners. Our ex- 
aminers are sitting along this con- 
veyor which runs directly to this 
other assembly point. So after the 
orders have been examined, the ex- 
aminers place them on the conveyors 
and they are again gathered and 
sent over to our billing department. 
Here we have our extenders. We 
use the comptometer machine for 
making the extensions on our or- 
ders. After extensions, the order is 
sent on to our billers, where we use 
an Underwood typewriting ma- 
chine, with a loose-leaf form. We 
make one copy of the order along 
with the invoice. This copy is used 
for our statistical and ledger posting 
purpose. 

After the orders have been billed, 
they are then placed on conveyor 
and sent back to our checkers. This 
conveyor extends on through to the 
checker’s desk. Our checkers make 
the extensions and compare with 
the extensions made by the ex- 
tenders. They also foot the order 
and after the order has been 
footed, it is then checked against 
the order billed by the typist. If the 
foot agrees, we know that there have 
not been any errors made in the 
typing of the invoice. The orders 
are then placed on conveyors and ° 
accumulated at this end of the con- 
veyor, where they are separated. The 
number invoice sent to the mail de- 
partment, salesman’s order sent di- 
rectly to the filing department and 
the yellow copy made by our billers 
used for the posting and for statisti- 
cal purposes. 

I have been asked to make a few 
remarks with regard to our filing 
department. We have a large cen- 
tralized filing department consisting 
of 361 four-door filing cases. That 
is all of our papers from the entire 
organization are sent directly to our 
general filing department. In this 
department we divide it up accord- 
ing to our general file of 157 cases; 
our city file, 54 cases; purchase file, 
61 cases; future order file, direct 
factory order file, 20 cases, and 
credit files of 44 cases. 

In our general file the system we 
use is called Automatic Index File. 
This, of course, is the largest file we 
have of 157 cases. The Automatic 
Index File is really a double check 
and filing. All orders, post-cards, 


HARDWARE AGE 




































SUPER APEX 


has a zinc coating almost twice as heavy as some other widely and 
more or less carelessly advertised lines. 


On top of this zinc coating there is baked a coat of high quality 
enamel thus reducing corrosion almost to the vanishing point. 


THE LIFE OF SUPER APEX 


in “Salt Air,” moisture or gaseous laden climates is almost double 
the life of cloth made by the old process. 


STEEL — COPPER — GOLDEN BRONZE — SPECIAL ALLOYS 
ANTIQUE BRONZE — ALUMINUM 


HANOVER WIRE CLOTH Co. 


HANOVER, PENNSYLVANIA 





















SASH CHAIN 


Will not stretch, kink, 
or jam. Links designed 
for greater strength. Uni- 
form links made to exact speci- 
fications. Steel or Solid Bronze. 
Finished according to requirements. 















The inaugura- 
tion for 1937 
of a national 
advertis- 
ing campaign 
to promote in- 
terest in the 
making of ice 
cream at home 
will increase 
your demand 
for freezsers— 
be prepared 
with CONCOs. 





In addition Corbin manufactures a full 
line of Wood and Lag Screws. Ma- 
chine Screws. Machine Screw Nu:s. 
Capand Set Screws. Stove Bolts. 
Semi-finished Nuts. Chain 


Pins. 








and__ Escutcheon 


SPECIFY CORBIN 











| The 1937 HUSKY—one of a complete line of out- 
standing freezers—has a new trim, aluminum finished 
main frame—fully encased gears—individually packed 
| in all but the two quart capacity. Sensational for its 
| value—you'll need it to meet 1937s increased de- 
| 





mand. Write us for the new four color sales sheets 
and prices on the complete CONCO line. 


THE AMERICAN HARDWARE CORPORATION, SUCCESSOR 
NEW BRITAIN, CONN. 
Warehouses: New York « Chicago « Philadelphia 


Conco Engineering Works 
Division of H. D. Conkey & Company 


MENDOTA, ILLINOIS 











THE sw: © «ss KEY MACHINES 


INCREASE SALES 
95% of all keys for which 
there is a demand can 
be quickly made by code or dupli- 
cation with these two popular and 


inexpensive key machines. 
WRITE FOR DETAIL AND PRICE 








Detroit model key machine for cutting = Flat-Bit_ model key machine 
by yo duplication ww § type of oe a- F. W. STEWART MFG. CORP. for duplicating flat steel and 
centric key for commercial or automotive 11.) WyRON ST. EST.1913 CHICAGO,USA. ™lleable iron or bit keys. 
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—that the merchandise 
in your store is always 
fresh and in good con- 
dition. How? Just... 


POINT OUT THE “DATE- 
LINE” WHEN YOU SELL 
“EVEREADY” BATTERIES 


“EVEREADY” 
BATTERIES 
ARE FRESH> 
BATTERIES 














Howtoincrease sales 
and profits. sex¢ fe: ti bt 


tells the story of FIRELINE—a remark- 
able discovery that has obsoleted the old 
type stove linings, that is taking over old 
markets and has created new and larger 
ones—a new, moist, plastic refractory ma- 
terial that is strong enough to replace 
broken firebox castings, that ends casting 
replacements. Mail in coupon for the free 
bulletin that tells what it is, what it does, 
how and where it’s used and how to sell 
it, that outlines the FIRELINE set-up, sales 
helps, etc., etc. 


' 
r 
t 


' 
. FIRELINE STOVE & FURNACE LINING CO. ' 
& 1859-3 Kingsbury St.. Chicago, U.S.A. 
© Gentlemen: Send a 
. © Bulletin described above. 1 
‘ 0 FREE Sample of FIRELINE 1 
. CO eee rer ee Pere rt Lee ee ee ; 
RAT ee eee ree er eee ee 4 
' , 
Qo Address 2... cece ee eee ee eee e eee ee en ennees y 
: SSE EE EE OE NS . 
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letters, regardless, coming into the 
file, a code number is assigned to 
that order. The code number is de- 
termined by the last three letters of 
the customer’s name, and also by 
the initials. Of course, an operator 
familiar with that work can sit down 
and code orders without referring to 
the coding chart. After the orders 
have been coded, they are then filed 
numerically in proper sequence as 
they will be lined up in our filing 
cabinets, so that when a file girl 
receives her orders to be filed, the 
orders are simply lined along in 
numerical order in the position of 
the customer’s account in her files. 
That accounts for our file girl 
being able to file from 750 to 1000 
papers in an hour. As the file girls 
file the papers, they file by the name 
and check by the number. This 
gives you a double check in the fil- 
ing of papers. 

With regard to our City File, a 
much smaller file, we use an alpha- 
betic system. However, we do not 
feel that an alphabetic system will 
accommodate and take care of as 
large a file as we have in our gen- 
eral file. 

In our general file we file on an 
average of 6500 papers daily, while 
in our city file we file about 1000. 

As for the length of time in keep- 
ing our papers, we keep our file 
papers for a period of three years. 
In our general files we have accom- 
modations for two years of paper 
and we have a transfer file where 
we keep the third year. We feel 
that the added expense in keeping 
papers longer than three years is 


RETIRING MEMBERS 





not offset by the demands made for 
those papers. Any papers on which 
there are clairas or any question, or 
doubt about, should be in the hands 
of the claim adjusters or in the 
hands of our buyers before the ex- 
piration of the three-year period. 
Right now we have destroyed all of 
our 1934 papers, and are arranging 
to transfer our 1935 papers to the 
surplus files, and will drop the two 
top drawers of our 1936 business to 
the bottom drawers and will have 
our 1937 business set up January 
Ist of the coming year. 

With regard to our credit files, 
however, our papers there are kept 
for a longer period. We have what 
is called a suspense file and keep 
our papers there for a period of five 
years. Of course, if the customer 
starts in business again, his will be 
removed from the suspense file, and 
placed in the active credit files. 
However, in our active credit files 
the papers there are never destroyed. 


After a paper is once checked 
into our filing department and it is 
called for by any individual in the 
office that paper is charged out on 
what we call or term a charge-out 
card, so that after a paper is once 
placed in our file, the file girl is 
held responsible for that paper, and 
if on their records they show it has 
been charged out to an individual 
and not returned, any one wanting 
that paper can go directly to the in- 
dividual and demand that paper. As 
the paper is returned to the file, it 
is then checked out on the charge- 
out record and filed. 


A.H.M. A. EXECUTIVE 


COMMITTEE 





PHILIP ROGERS 
Millers Falis Co. 


H. B. WILSON 
Mathias Klein & Sons 





J. T. SKELLY 
Hercules Powder Co. 
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THEY’RE DIFFERENT! 


Allen's New “MULTI-GRIP" Wrought Brass 
Clinching Hose Couplings and Menders have 
Everything! Easy to Apply! They will not 
pull off! They will not injure the hose or lawn! 


At 3 points the hose is 
compressed and securely 


held. 


See how it grips the hose 
when the coupling is at- 
tached! 











Sold only through jobbers! 
Our 50th year of progress! 
Catalog on request. 

(Patent Applied For) 


W. D. ALLEN MANUFACTURING CO. 


566 West Lake Street, Chicago, Illinois 
28 Warren Street, New York City, New York 


No sharp edges to 
cut or injure your 
hose! 








me Foe 10 6°) eee) -1-1 43: 





ALLIGATOR 


MARK REO. U.S. PAT. OFFICE 


STEEL BELT LACING 


For belts of all kinds and sizes. 
Genuine ALLIGATOR STEEL 
BELT LACING is stocked by 
leading jobbers and listed in 
their catalogs. Not sold by mail 
order companies under its own 
or any other name. Specify 
“Genuine Alligator Steel _ 
Lacing.’’ Order 
through your jobber. 


Sole Manufacturers 


FLEXIBLE 
STEEL LACING CO. 
4616 Lexington Street, Chicago 


In England at 135 Finshury Pavement, London, EC 2 
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DOUBLE LOCKING SHACKLE 
SECURED AT BOTH ENDS 
ONE PIECE CASE... 
NO BOLTS OR RIVETS 


Note sectional views at right. New 
Revolving cam and sliding bolt 
action positively locks shackle at 
both ends, automatically, when 
lock is closed. Cannot be com- 
pared to ordinary padlocks in 
which shackle “catches” at one end 
only. Hardened Steel shackle 
tested to withstand tremendous 
shearing strain. Made in Three 
Sizes. Supplied with double bitted 
11 tumbler cylinder or (in 2 largest 
sizes) with the famous ACE 7 pin 
tumbler lock with ROUND KEY- 
HOLE. Sold at Popular Prices. 
Write today for details. 


CHICAGO 


LOCK COMPANY 


2024 N. Racine Ave. Chicago 














Now is the time to sell 


ARCADE FLOUR MILLS 


The mill grinds all sorts of grain .. . wet 
or dry. Can be set to grind fine flour or 
simply crack poultry feed. Makes perfect, 





healthful flour from wheat, corn, barley, 
rye and rice. 


Display this mill and 
you'll find it a quick 
seller. More and more 
consumers are finding 
out from neighbors and 
friends who use Arcade 
Mills that they are big 
money savers. 


A profitable item for 
you to handle ... order 
from your jobber... 
this is the season to sell 
mills. 


ARCADE MFG. CO. 


1201 Shawnee St. 
FREEPORT, ILLINOIS 


— Bee 
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SHERMAN 


WROUGHT BRASS 
HOSE CLAMPS 


(Patented) 





Standard ~ Rust- 
For Over Proof 
40 ae Clear 
Years \- yy / “ay 6=Through 


THE BEST 


They grip and hold the hose se- 
curely to the coupling. Their stiff 
ears cannot pull together at the top 
when the clamp is tightened. Pro- 
tect the hose by hugging it tight at 
every contour making it leakproof. 
Can be removed and used over 
again many times. Outstanding 
sellers. 


Write for literature and samples 
Sold through Jobbers 
H. B. Sherman Mfg. Co. 


Battle Creek, Mich. 











 — 
DRILLS 













Reamers 
Taps ° Dies 
Taper Pins 

Milling Cutters 

Wheel Dressers 
Special Tools 


THE STANDARD TOOL C0. 


CLEVELAND, OHIO 


Branch Stores 
NEW YORK ®@ DETROIT ® CHICAGO 
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Walter M. Bonham 


(Continued from page 80) 


some of these features of the busi- 
ness, or perhaps to fail to handle 
them in time to prevent some parts 
of the business from getting out of 
hand. I would recommend, first, 
that every day the executive of the 
business be given a daily cash re- 
port covering the following: On the 
“Receipts” side—Customers’ Ac- 
counts (gross); Customers’ Ac- 
counts (interest) ; Customers’ Bills 
Receivable; Company Accounts; 
Cask Sales; Other Items; Total Re- 
ceipts Today; Bank Balance, close 
of business yesterday. On the “Pay- 
ments” side— Merchandise Pur- 
chases—Foreign; Merchandise Pur- 
chases—City; Company Accounts; 
Customers’ Accounts; Petty Ex- 
pense; Postage; Freight and Ex- 
press; Telegrams and Telephones; 
Other Items; Total Payments Today ; 
Bank Balance, close of business 
today. These items represent the 
daily transactions. In addition to 
this, he should have—Total Cash 
Receipts to Date; Total Disburse- 
ments for Merchandise to Date; 
Gross Sales for the Day; Gross 
Sales to Date. Second: A monthly 
Cash Report should be given the 
executive, giving the above items in 
totals for the month. Also, these 
totals each month should be given 
to the executive showing these same 
items for preceding months in the 
fiscal year, that is, to date from the 
beginning of the fiscal year. Similar 
figures for preceding years brought 
together for comparison are helpful. 

At the end of the month every 
executive should have placed on his 
desk a trial balan¢e showing in total 
—accounts receivable; notes receiv- 
able; all expense accounts. From 
all of this information he should be 
able to measure the amcunt of 
money on the books compared to 
sales; percentage of collections for 
the month compared to the amount 
of receivables at the beginning of 
the month; check his expense ac- 
counts with his budget to see if any 
of them are getting out of line with 
the budget or with the amount of 
business being done. 

He should also be able to keep 
track of whether his inventory is 
increasing or decreasing, and how 
much, each month. This, of course, 
involves a certain amount of esti- 
mating as to how much profit he is 
making on his sales, the amount of 
such estimated profit to be deducted 
from net sales in order to give the 
merchandise account proper credit 


as against merchandise purchases. 
The difference between added to or 
subtracted from inventory as of the 
first of the fiscal year determines 
whether your current inventory is 
high or low, and how much. 

An estimate of profits on sales for 
the month and for the period from 
the beginning of the fiscal year can 
be made; this can be compared with 
an estimate of expenses for the 
month (and to date), and will show 
you whether you are making a profit 
or not, and how much. Needless to 
say that some expense accounts must 
be pro-rated through the year, in 
order to get the proper proportion 
into the current month’s business. 

You can also measure the extent 
of your inventory turnover by multi- 
plying the net sales at cost for each 
month by twelve, which will give 
you the sales for the year, based on 
the current month’s business. By 
dividing this by the amount of your 
estimated inventory, you will get 
your turnover. 

There are many other things you 
can do, depending on how closely 
you wish to check things, but the 
above are some of the outstanding 
items that I think every executive 
should do whether he does anything 
else or not. 

By properly using the information 
in your office, you can get the num- 
ber of orders shipped each day, and 
during the month; the number of 
items shipped each month; the num- 
ber of items to the order; the aver- 
age size of the order in dollars; 
average weight of your orders; all 
of which helps you to check from 
year to year to see whether you are 
showing a greater tonnage move- 
ment as well as a greater dollar 
movement, or whether you are show- 
ing a less tonnage movement and a 
less dollar movement. The point 
about this is that sometimes we 
think we are handling a lot more 
goods because our dollar sales are 
larger, which isn’t always the case, 
for advancing prices may make your 
sales larger than your tonnage move- 
ment would be. The same is also 
true in reverse direction. 

We also find it quite helpful to 
break down our sales costs into de- 
partments. Thus far we are only 
breaking them down into six de- 
partments, but we are preparing to 
practically double this, or perhaps 
go even further. In breaking down 
these departments, we are getting 
what each salesman sells in these 
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SHALLOW 
WELL PUMPS 


$200 in Cash 
or 
$311 in PRODUCTS DEEP WELL 


Select 10 selling points on PUMPS 
the 4 Uniflow products list- 
ed at the right. Be brief— 
original not literary. Any 
reader is eligible. No Uni- 
flow employee may enter. CELLAR 

















DRAINERS 




























This contest is directed at readers of 


Products or against Uniflow products 
you know their good points and can 
cash in on your knowledge. 


and 1 on Uniflow Cellar Drainers— 
10 in all. Which points would you 
stress? 


Send for folder giving 
rules and list of prizes— 
but remember we pay on 
subject matter not on 
form or style. Contest 
ends Nov. 15—time 
enough to get your entry 
blank and complete data 
—do it today. Prizes of 
equal value will be 
awarded in case of a tie. 








RIGID 


RE-ENFORCED 


Rich ladders are strong and safe. 


Constructed of carefully selected, air-dried, clear 
spruce, Rich ladders are remarkably light in weight. 


Rigidly constructed; re-enforced at all points of stress; 
Rich ladders are safe under exacting use. 

Modern manufacturing facilities with conveniently 
located. warehouse outlets insure prompt shipment of 
your orders. 


There are Rich profits waiting for you. Write today 
for your Rich catalog. 


THE RICH PUMP & LADDER COMPANY 


1028 Depot Street, Cincinnati, Ohio 
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our ads. Whether you sell Uniflow | 


Choose 3 selling points on each of | 
the first three products listed above | 

















Increase Your Christmas 
Sales and Profits with 





SPORTS EQUIPMENT 


A full line of exceptionally fine values 
for your retail trade. 


Catalogs on request 


E P. GOLDSMITH SONS. INC 


& FINODLAY:® STS. CINCINNATI, OHID U.S.A 

















OUR CATALOG! 


Equip your store with 
Heller Sectional Sales Equipment 
-. . designed to.place your merchan- 
dise within sight and reach, to stimu- 
late buying. Costs no more than 
built-in jobs which are a lost invest- 
ment if you move your store. Heller 
fixtures are of Sectional Construction 
and Portable. 


Display Tables 

Complete line of Bulb 
Edge Glass, Price Card 
Holders, etc. 

Price Cards 

Wrapping Counters For over 40 years, we have special- 
Nail Bin Counters ized in the exclusive manufacture of 
Screw Bolt & Drill hardware store equipment, develop- 
Cases ing to perfection the type of cabinets 
Boxes and Drawers best suited to the job. 

Shelving & Wall Cases Write for Free Catalog No. 3510 
Paint Shelving TODAY, or tear out and mail this 
Sample Holders ad, checking items for which 
Compete ovo.e Fixture you desire special information. 

Catalog No. 3510 





W. C. HELLER & COMPANY 


70 Bryant Street 


MONTPELIER, OHIO 


20 Vesey Street, Suite 1111 


NEW YORK CITY 



































““ROTABIN” 


Counter Model 


Rotating Steel Bins— 





Display NAILS Plainly .. . 
Accessible From Either Side 


12 compartments each, total 24 compartments, 
capacity 125 Ibs. of nails each compartment. 


Beautifully finished in olive green baked enamel. 
Also upright models nail bins. Write for Folder 


THE FRICK-GALLAGHER MFG. CO. 
Wellston, Ohio 


STEARNS 


LOW COST FAUCETS 
A Profit-Making Line 
STEARNS faucets open a greatly 
widened market because they are 
lower in price than bronze faucets of 

these types. 

These are real sellers and offer you 
an attractive extra profit. Absolutely 
leak-proof and dependable. Made of 
close-grained grey iron (cadmium 
plated). Guaranteed to hold all 
petroleum products and other non- 
corrosive liquids. 


STEARNS “LOCK-LEVER” 


Faucet No. 50 


%” U. S. Std. Pipe 
Thread. %4” Flow. 
Plug ground to each 
barrel. Spring wash- 
er holds tight joint. 





















No. 50 
STEARNS “SELF-CLOSING” 
Faucet No. 60 
%” U. S. Std. Pipe 
Thread. 34” Flow. 
Special impregnated, 
permanent leather 
valve facing. No re- 
No. 60 placement necessary. 
Ask your jobber for STEARNS faucets. 
E. C. STEARNS & CO., SYRACUSE, N. Y. 
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classes of goods, and what the profits 
are. In this way we are able to spot 
salesmen who are not producing as 
much as they should in these de- 
partments, and find out the reason 
(if any) for their failure to do so. 
There are sometimes good and suffi- 
cient reasons why certain territories 
will not produce sales of certain 
lines of goods, for example: an in- 
dustrial territory will not produce 
as much in sales of agricultural 
supplies as a farming territory, and 
a farming territory will not produce 
as many sales of industrial supplies, 
etc. In many cases it will be found, 
however, that the salesman who is 
not producing in any particular de- 
partment perhaps does not know 
much about the goods in this de- 
partment and needs education, or 
perhaps he is neglecting to call on 
the dealers who handle the goods in 
this department, etc. We have been 
doing this for years, and find it very 
interesting and very helpful, as well 
as profitable. We carry this to the 
extent of keeping these records on 
individual lines as well as depart- 
ments. We do not do this every 
month of the year, but just pick it 
up from time to time as we are in- 
terested in particular lines. 

It is also interesting to keep your 
books in such a way that you can 
tell at the end of the year what your 
net profit is in various departments 
of your business. Sometimes this 
may result in throwing out the de- 
partment entirely and devoting your 
attention to the balance, or getting 
something better to replace it. When 
we know the facts about anything, 
remedies will usually suggest them- 
selves, but without the facts we do 
not know a problem exists. 

Occasionally, it is well to analyze 
some of your accounts, especially 
those that give you trouble of one 
kind or another, to see just whether 
you are making anything on them, 
and if so, how much. 





GEO. A. FERNLEY 


Secretary-treasurer Fernley of 
the National Wholesale Hard- 
ware Association outlined the 
various departmental services of 
that organization’s headquarters 
staff before the 
Tuesday morning session. Mr. 
Hord is assistant secretary-trea- 
surer of the organization 


Our only method in detecting er- 
rors in cut prices by salesmen is 
to have these carefully checked by 
our pricing department, and such 
cut prices are submitted to the sales 
manager or buyer, who uses his 
judgment in handling it with sales- 
men. As a rule these cut prices are 
called to his attention and he is cau- 
tioned not to repeat. Sometimes the 
cut prices are merely clerical errors, 
but more often they are made to 
meet real or supposed competition. 
We seldom find where the salesman 
has increased his price in order to 
meet competition where the price is 
higher on the particular item. 

In an office of our size, there is 
hardly any chance of using so-called 
“incentive” plans, measuring of 
output, etc., used in larger offices. 
We depend more upon personal con- 
tact and knowledge of what can be 
done to get the best results. This, of 
course, is a rule of thumb method, 
but we do not know of any better 
method that would not be too ex- 
pensive. 

We have found a stock control 
very helpful. We have 30,000 sepa- 
rate cards in it, and while of course 
it is a little expensive to make all 
the entries necessary for a stock 
control, we believe it is a paying 
investment. 

From talks with factories, how- 
ever, it would seem that factories 
are being unnecessarily penalized 
by some hardware jobbers who have 
stock control systems, in that order- 
ing of goods is made a routine mat- 
ter with stock record keepers, and 
they send orders for parts of a line 
without reference to the line as a 
whole, and hence, manufacturers 
have often received ten or twelve 
orders, whereas one or two would 
be sufficient. I do believe we should 
perform our function as jobbers and 
not expect manufacturers to take 
care of what would otherwise be 
called a retail order. 


wholesalers’ 





PERCY F. HORD 
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Economy Outfit — 
Compressor and Fan 
Spray Gun 





Sell the 
Complete Outfit 


Saylor-Beall Spray Guns—the only kind that combine 
both internal and external atomizing nozzles—are de- 


signed for use with Saylor-Beall Compressors. They’re 
engineered to work together, resulting in economy of 
power and material—they get the work done with least 
labor. 

Saylor-Beall Outfits are profitable items. Write for com- 
plete catalog pricing a wide range of combinations. 


Saylor-Beall Manufacturing Company 
1$11 East Philadelphia St. Detroit, Michigan 
New York Philadelphia Chicago 


Manufacturers of 


DISPLAY 


FREE 






with Each Stock 
Assortment 


'NOW—Saws Displayed 
Better Than Ever Before! 


| 


Ohlen-Bishop has created 
striking new displays .. . 
all FREE to you! A com- 
plete line — Hand Saws, 
Compass Saws, Nest Saws 
—each in four colors. 
Powerful attractors in your 
window, on your counter, 


and in your saw depart- 
ment. Start increasing your 
fall business NOW—order 
from your jobber today! 
Remember — only Ohlen- 
Bishop gives you a 60% 
Mark-Up. 








SAYLOR -BEALL 


Air Compressors and Spray Outfits | THE OHLEN-BISHOP CO., COLUMBUS, OHIO 











FREE SAMPLE 


TO PROVE THAT YOU HAVE NEVER 
SEEN AN OIL LIKE THIS BEFORE 


Sell Them 
by the set 


“Runs In . . . Will Not Run Out" 


Door-Ease Dripless Penetrating Oil is a general purpose 
oil which penetrates quicker and yet provides better 
lubrication than the finest lubricating oils because 
it congeals into a full-bodied, dripless lubricant 
that stays put. {|Another feature that will appeal 
to your customers is the unique 4 oz. refillable 
“controlled flow” oiler shown which’ delivers 
either a drop or a stream. {Builds a good 
volume. A sure repeater, being well 
advertised, properly merchandised and 
priced right. {Write on company 
letter head for free, full size offer as 
shown below listing at 25c. Only 
one to a dealer. Ask your 
Jobber about Door-Ease 
Lubrica ting Oil, or send 
for your sample today. 
| = 
a 2 ad 


RUNS IN WILL NOT 
INSTANTLY RUN OUT 


Sets of 9, 11, 17 bits are fur- 
nished In compact cases for 
the convenience of the users. 


It isn’t hard. Every mechanic needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are not dependent on a center or a 
level to guide them. They cut from the outer rim. The entire surface is 
at work all the time, no jagged ends; every part of the work is smooth and 
polished. They bore their way through hard, aaa cross grained wood, 
leaving s smooth hole and clean, polished surface. 


Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 


FOR SALE BY JOBBERS EVERYWHERE 


AMERICAN GREASE STICK 
COMPANY 


DEPT. H-2 


MUSKEGON MICHIGAN 
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Drop 
Forged Snips 
Crucible Tool Steel. 
Sen tee 4 to 14 ins. 
» par uilt to stand 
rigid strain. Fully guaran- 
teed. Cut 18 ga. metal 
easily. 


No. 1 W Tree 


Trimmer 
Long pole. Rope pull 
type. Sectional poles 4 
to 16 ft. Most powerful 
Compound Lever Pruning 
Tool ever produced. Pulley 
and compound lever give 9 
to 1 cutting power. Light 
weight—head com plete 
g Weighs only 1% Ibs. Other 


m types. 

™ ©No. 43 and 44 Pole 

Saws 

{ For pruning larger limba 

=| than the capacity of our No. 

ite) 1W Tree Trimmer. No. 44 No. 43 
i] has 16 in. peg tooth blade Pele Saw 

Aw, With 7 teeth per in. Saw is 
m adjustable. Poles 4 to 16 
| ft. No. 43 has 12 in. drag 

tooth blade. 


i) Bartlett Mf. Co. 


3034 E. Grand Bivd. 
Detroit ' 




















Two Hand Pruner 
Drop forged tool steel. 
Blade may be placed next 
y. to main limb of tree with hook 

J handle held in Left hand. Right 
ws hand is free to operate blade. 26” handles. 











The Sign of Good Seeds 


oo drug 


Mi iford 





TURFMAKER 


AND 


TRU-SHADE 


TWO OUTSTANDING 
BLENDS 


Less than 3% Inert Matter 


Less than 3/10 of 1% 
Weed 


NO NOXIOUS WEEDS 


Write for Prices 


F. H. WOODRUFF & SONS 


MILFORD CONNECTICUT 


TOLLED 























William P. Tracy 


(Continued from page 81) 


or from a perpetual inventory rec- 
ord, but this method involves too 
much time and expense, and, so far 
as we know, is not used by any 
of the members of our Association. 
The other is the Margin Percent 
Method and some form of this is 
used by half of the members to 
whom we wrote for information. 
This necessitates using an estimated 
margin percent, based on past mar- 
gin averages, or estimated present 
margins, based on present per cent 
of mark-up. This method is more 
or less a guess proposition, unless 
the merchandise has been classified 
and a definite percent of mark-up 
is used for each classification. We 
find one wholesaler, who breaks 
down his sales into 27 classifications, 
on each of which he figures a sepa- 
rate margin. 

In order to arrive at his monthly 
profit figure, one wholesaler states 
that he knows from past experience 
the percentage of margin each de- 
partment separately makes on its 
sales. He applies the percentage 
figure chosen for that department. 
based on the previous year’s per- 
formance, in costing his order. For 
example: All sporting goods are 
costed at a fixed percentage, based 
on the margin showing in the sport- 
ing goods department for the pre- 
ceding year. With this method, the 
monthly profit shown on their books 
varies from the true picture only to 
the extent that the margin percent- 
age for the current year varies from 
that earned the preceding year. 

The possible objection to this 
method is that margins by depart- 
ment will vary by order and by 
items, so that while the average has 


apparently worked out to the satis- 
faction of these wholesalers it is 
conceivable that they might have a 
large run on some seasonable item 
at a very low margin, which would 
throw their monthly figure out of 
balance, if based on the preceding 
year’s percentage. 

After the gross margin has been 
ascertained for the month, by any 
of these methods, it is added to the 
accumulative gross margin for the 
year, and it can be entered on a 
comparative statement of earnings 
and expense, on which sales, ex- 
penses, and other income and de- 
ductions are entered from the gen 
eral ledger. 

The difference between the gross 
margin plus other income, and the 
expenses plus other deductions, 
equals net profit or loss for the year 
to date. Then by deducting the ac- 
cumulated figures at the close of the 
previous month, you will have the 
Sales, Gross margin, Expenses and 
Net Profit for the month just closed. 

Now, what are the disadvantages 
of figuring costs on each order. As 
far as we have been able to find out, 
the only disadvantage is the matter 
of expense. 

In the average locality, in which 
our members are situated, the whole- 
saler with sales of $2,000,000 a year 
should be able to carry a perpetual 
inventory and cost each order at 
an expense of not over $4,000 per 
year, and should be able to just cost 
his order at an expense of not over 
$2,000 per year. It is, of course, 
up to each member to determine 
whether or not the information he 
will obtain is worth this expense. 


WHOLESALERS EXECUTIVE COMMITTEE 





H. W. CONDE 
W. W. Conde Hdw. Co. 








J. A. WARNER 
Wyeth Hdw. & 
Mfg. Co. 
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CORBIN 


Attractive and 
Sturdy 


SOLID BRONZE 
PIN TUMBLER PADLOCK 


Size—14 inches. 

Mechanism—Brass Pin Tumbler Cylinder. 

Shackle—Spring-Wrought Steel Hard- 
ened. 


Key Changes — Practically unlimited. 
Keyed alike or master-keyed. 

Keys—2 Nickel Silver Keys with each 
lock. 

Packed—Each lock in an individual box. 


One Dozen Boxes in a Carton. 



























No. 9944 


CORBIN CABINET LOCK CO. | 


The American Hardware Corp., Successors 


NEW BRITAIN, CONN., U.S.A. 
New York Chicago Philadelphia 


Rayvreslos 
Quik flame 


KINDLER WICKS 


FOR OIL STOVES, RANGE BURNERS 
AND HEATERS 


THE RAYBESTOS DIVISION 
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PROFITS 


are made 











| REDEA T SALES 
} 

Your profits are made from SATIS- 
| FIED CUSTOMERS who continue 
| to trade with you—who have com- 

plete confidence in the merchandise 
| you carry. They’ll repeat if you sell 
them trouble-free HOLTITE Prod- 
ucts, the finest brand of precision- 
made assembly units ever offered 
the trade. Stock the complete line 
— you'll enjoy steady, profitable 
turnover. 


Distributed through Hardware Jobbers 


Office & Factory 
NEW BEDFORD, MASS., U. S. A. 


Southern Branch 

1421 FORT ST., CHATTANOOGA, TENN. 
Western Branch 

6529 RUSSELL ST., DETROIT, MICHIGAN 








Add New Customers 


Increase Profits 
with 


EAGLE 
“HANDY-GRIP” 
GALVANIZED CANS 





























High quality materials, expert workmanship and 
exclusive features combine to make this a fast 
moving line. Note particularly the famous 
“Handy-Grip” Cap—the only cap which can 
always be opened easily by hand. No tools neces- 
sary. Wide mouth filler, Triple Lock Body Seam. 
Guaranteed leak-proof. Enameled blue for oil— 
red for gasoline. 1, 2, 5 gallon capacities. Full 
information from your jobber. Or write us for 
name of jobber in your territory who can supply 
them. 


EAGLE MANUFACTURING CO. 


Wellsburg W. Va. 





























“Here you are, Sir. See 
that DATE-LINE? That 
proves they’re fresh.” 





“That’s a smart out- 
fit, good people and 
good merchandise.” 





DO THIS — It takes only 
one second to point out 
that “EVEREADY” BATTERY 
Date-Line. 








Automatic Wall Box 
Kitchen Ventilator Fan 


Built-in type for permanent instal- 
lation, it is telescopic in design, ad- 
justable to wall thickness 7” to 13”. 
No wood or me frame or screws 
in the plneter, wood, or brick neces- 
sary. nside and outside polished 
cast aluminum; wall box rust re- 
sisting steel. Quickly installed in 
old or new homes. Automatic switch 
and shutters controlled by opening 
and closing of the door. 10” silent 

ie fan; available for A.C. or 
D.C.; A.C. non-radio interfering. 
Write for bulletin and prices. 


SIGNAL ELECTRIC MFG. CO. 
Menominee, Michigan, U. 8. A. 


OFFICES IN PRINCIPAL CITIES 
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San Jacinto Battlefield Gates 
Gift of Hardware Jobbers 


HE recent celebration of the 
centennial of the battle of 
San Jacinto, in which seven 
hundred and eighty-three Texans 
launched an attack upon the 
armies of Santa Anna and Cos, 
totaling fifteen hundred men, and 
in eighteen minutes administered a 
devastating defeat and rout of the 
Mexican forces, recalls the fact 
that the site of the battle is now 
marked by a set of gates, the gift 
of the Texas Hardware Jobbers 
Association. 


The illustrations here, greatly . 


reduced, show the entrance to the 
field and the marble inscriptions 
placed thereon. The gates were 
donated by the Texas Hardware 
Jobbers in 1910, and maintained 
by them since that time. The 
names of those active in providing 
the fitting memorial are familiar 
to readers of Harpwace AcE, 
many of them being also connected 
with the National Wholesale Hard- 
ware Association, which met in 
Atlantic City last week. Those in- 
scribed on the marble slabs, hav- 
ing held office at that time are: E. 
A. Peden, Houston, president; R. 
L. Penick, Stamford, vice-presi- 
dent; W. H. Torian, Waco, 2nd 
vice-president; R. F. Bell, Weath- 
erford, secretary-treasurer. The 
Executive Committee were: F. A. 
Heitmann, Houston; G. A. Trum- 





Si 


bull, Dallas; W. L. Sanford, Sher- 
man; J. M. Walsh, Amarillo. The 
Battlefield Committee: F. A. Heit- 
mann, Houston, chairman; James 
Maroney, Dallas; W. L. Sanford, 
Sherman. 

The Battlefield was purchased 
for the State of Texas in 1897 and 
maintained as a permanent me- 
morial to the superb courage, in- 
flexible purpose, heroism and 
vision of those early Texans who 
added many millions of square 
miles to the area of the United 
States. 





HARDWARE AGE 




















Get your share of 
LOMA PROFITS in 1937 


Plan in advance to profit by LOMA’S 
1937 Advertising Campaign. Find out 
about our SPECIAL DISCOUNTS for 
orders placed now for spring delivery. 
Get your order in early. Ask for your 
share of Loma’s new and distinctive 
Sales Helps: Window Trims; Counter 
Cards; Leaflets; Electros, etc. Loma is 
truly America’s finest plant food — a 
quality product in a quality package. 
Sold EXCLUSIVELY by Hardware 
and Horticultural Dealers. For full 
information and prices, write: 














TENNESSEE CORP. 


61 Broadway, New York City 






The best thing on earth 
for lawns and gardens. 





NOTE: Jobbing Discounts 
available in certain terri- 
tories for firms doing a 
wholesale business. 




























* Typical of the advanced features in 
the entire new line of Horton iron- 
ers is the combination Beqepes cores. 
2 on model 253 illustrated. Thoroughly 
practical—easy to handle— with great 
sales appeal. 

Horton features make it easier to cap- 
italize the fast-growing demand for 
ironers, as well as washers. The Horton 
line is HOT. Get the details now, from 
your distributor —or write. 


HORTON MANUFACTURING COMPANY 
3603 OSAGE STREET, FORT WAYNE, IND. 
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A Sensation Everywhere ! 


USA|ITE "Ped dtead ” 
SAFETY FLARE-LITE 


Its “RED” side flare pro- 
tects motorists, campers, 
hikers, everyone — every- 
where. 







PATENT 
PENDING 


The last word in all-purpose 
flashlights—in flashlight profits 


Practical, smartly designed — 
revolutionary in principle. Its 
powerful white beam lights up 
the dark spots. Its “RED” 
wide-spread lantern flare pro- 
tects you. Its new all-position 
bracket hanger enables light rays 
to be directed at any angle— 
leaves hands free. The eventual flashlight 
for everyone—everywhere. 

Safety Councils say—the last word in prac- 
tical safety devices. Heads of Police De- 
partments and Highway Commissioners are 
adding their word of approval. Popularly 
priced—retails $1.25 complete with Usalite 
extra duty batteries. Striking window 
streamers—colorful merchandising displays— 
FREE! 


Cash in on Newest and Best Flashlight of All! Order 
Promptly! Feature Prominently! Profit Immediately! 


UNITED STATES ELECTRIC MFG. CORP. 


222-228 West 14th Street, New York, N. Y. 
Chicago—323 W. Polk St. —- San Francisco—335 5th St. 




















Druggist, 
Gift Shop, 
Variety and 
Department 
Store has been 
waiting for this 
peucil to mark 


Cellophane packages 


Customers 7eed 
this CELLOPHANE’ 
gee Pencil 































Osrack Oren CObstwe Coreen 
Name 7 
Address 
City State 
° PENCIL —————— 
Sve LS Or oS, COMPANY, PHitavetenia 
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ARMSTHGNG BROS. 


Better PIPE TOOLS 
ETTER TOOLS and BETTER TO 


SELL for each is an improved tool, 
correctly designed, accurately machined 
and finely finished (cadmium plated). 


Widely advertised to pipe tool buyers 
and supported with metal signs and perma- 
nent displays and sales literature, here is 
a line that needs no fill-ins—the most com- 
plete line built. 









Solid Di ace Ft 

ort es = 

Solid Stocks pe aC & 
ie REO 
Triplex Th nos 
Adjustable Dies = \) GS meg 
Adjustable Stocks \e Sern 


Receding Threaders i; 
Standard 


Open Side 
hain 
Hinged 
Pipe Cutters 
Drop Forged 
Combination 
Saunders Type 


Barnes Type 
Knife Blade Cutter 
Wheel 


\ieg 
Receding Chasers q 
Pipe Vises \ 


eels 
Ratehet Pipe Reamer 
All Steel Pipe Wrench 
The tdeal Chain 


Wrench 
Chain Wrenches (5 
types) 


Write for 
Catalog P-35 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 


314 N. Francisco Ave., Chicago, U. S. A. 
New York San Francisco London 





SINCE 1854 


LARK 


BOLTS 
NUTS 
SCREWS 


For Every Requirement 


ly 
. 


C(Urite for Catal 0g 


CLARK Bros Bout 


| SEMIS STREET 
MILLDALE, CONN. 
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STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCULATION, ETC., 
REQUIRED BY THE ACT OF CONGRESS OF AUGUST 24, 1912, 
AND MARCH 3, 1933 


Of HARDWARE AGE, published every 
other week at Philadelphia, Pa., 
for October 1, 1936. 


State of Pennsylvania, County of Phila- 
delphia, ss. 


Before me, a Notary Public in and 
for the State and county aforesaid, 
personally appeared C. J. Heale, who 
having been duly sworn according to 
law, deposes and says that he is the 
Kditor of HARDWARE AGE, and that 
the following is, to the best of his 
knowledge and belief, a true statement 
of the ownership, management (and if 
a daily paper, the circulation), etc., of 
the atoresaid publication for the date 
shown in the above caption, required 
by the Act of August 24, 1912, as 
amended by the Act of March 3, 1933, 
embodied in section 537, Postal Laws 
and Regulations, printed on the re- 
verse of this form, to wit: 

1. That the names and addresses of 
the publisher, editor, managing editor, 
and business managers are: Publisher, 
Chilton Company (Inc.), Chestnut & 
56th Sts., Philadelphia, Pa.; Editor, 
Charles J. Heale, 9010 150th St., 
Jamaica, L. I.; Managing Editor, J. 
A. Warren, 2922 Grand Concourse, 
New York; Business Manager, G. 
Griffiths, 165 Montclair Ave., Mont- 
clair, M.. 2. 

That the owner is: (If owned by 
a Seaieation: its name and address 
must be stated and also immediately 
thereunder the names and addresses of 
stockholders owning or holding 1 per 
cent or more of total amount of stock. 
If not owned by a corporation, the 
names and addresses of the individual 
owners must be given. If owned by a 
firm, company, or other unincorporated 
concern, its name and address, as well 
as those of each individual member 
must be given.) Chilton Company, 
Inc., Chestnut & 56th Sts., Phila., Pa. ; 

Holders of more than 1 per cent of 
the capital stock outstanding of Chil- 
ton Company: A. Musselman, 260 
Sycamore Avenue, Merion Station, Pa. 
F. J. Frank, Laontaka Way, ahem. 
N. J.; F. C. Stevens, 325 West End 
Avenue, New York, N. Y.; J. S. Hil- 
dreth, 429 Owen Road, Ardmore, Pa. ; 
G. H. Griffiths, 165 Montclair Avenue, 
Montclair, N. J.; E. B. Terhune, Hotel 
Lincoln, New York, N. Y.; John Blair 
Moffett, 1608 Walnut Street, Philadel- 
phia, Pa.; Wm. A. Barber, 185 Summit 
Lane, Bala-Cynwyd, Pa.; C. S. Baur, 
76-66 Austin Street, Forest Hills, N. 
Y.; J. H. Van Deventer, 12 Phillipse 
Place, Yonkers, N. Y.; Dorothy S. 
Johnson, 3109 Woodley Road, Wash- 
ington, D. C.; Lillie Lindsay, 142 East 
7ist Street, New York, N. Y.; Anne E. 
Tomlinson, Bankers Trust Company, 


Everhot Rangette 


Less than 2% sq. ft. in size. Pro- 
vides a complete cooking service from 
a will outlet. All cooking operat‘ons 
available at the same time. Round 
burner is only for surface cooking. 





Square burner is a larger unit, provid- 
ing faster surface cooking, baking in 
the oven and broiling in the grill 
drawer beneath the burner. Each 
burner may be turned to either low, 
medium, or high. Oven is doubly insu- 


Fifth Avenue & 44th Street, New York, 
N. Y.; Ethel G. Breen, Trustee u/w of 
Charles W. Anderson, 71 West 35th 
Street, New York, N. Y.—Beneficiaries: 
Robert C. Anderson, Percival E. 
Anderson, Charles W. Anderson, Jr., 
Annie L. Clark; John Blair Moffett, 
1608 Walnut Street, Philadelphia, Pa. 
—Agent for J. Howard Pew, J. N. 
Pew, Jr., Mabel P. Myrin, Mary Ethel 
Pew; Elizabeth J. Artman & Elwood 
B. Chapman, Executors of Estate of 
James Artman, Deceased, 930 Real 
Estate Trust Building, Philadelphia, 
Pa.—Beneficiaries: Franklin Artman, 
Vera Watters, Alvin Artman, Elizabeth 
J. Artman, Marion A. Pratt, George 
W. Pratt, by assignment, Edwin Moll, 
by assignment; G. Eugene Sly, De- 
ceased, c/o Bankers Trust Company, 
16 Wall Street, New York, N. Y.— 
Beneficiaries: Mrs. Beulah Belle Sly, 
Frederick S. Sly. 

3. That the known _ bondholders, 
mortgagees and other security holders 
owning or holding 1 per cent or more 
of total amount of bonds, mortgages, 
or other securities are (If there are 
none, so state). None. 

4. That the two paragraphs next 
above, giving the names of the owners, 
stockholders, and security holders, if 
any, contain not only the list of stock- 
holders and security holders as they 
appear upon the books of the company 
but also, in cases where the _ stock- 
holders or security holders appears 
upon the books of the company as 
trustee or in any other fiduciary rela- 
tion, the name of the person or corpora- 
tion for whom such trustee is acting, 
is given; also that the said two para- 
graphs contain statements embracing 
affiant’s full knowledge and belief as 
to the circumstances and conditions 
under which stockholders and security 
holders who do not appear upon the 
books of the company as trustees, 
hold stock and securities in a capacity 
other than that of a bona fide owner; 
and this affiant has no reason to be- 
lieve that any other person, association, 
or corporation has any interest direct 
or indirect in the said stock, bonds, or 
=— securities than as so stated by 

im. 

5. That the average number of copies 
of each issue of this publication sold or 
distributed through the mails or 
otherwise, to paid subscribers during 
the month preceding the date shown 


SINS Tiss 2ks cues (This information is 
required from daily publications only.) 
Cc. & SALE, 
Editor. 


Sworn to and subscribed before me 
this Ist day of October, 1936. 
Joseph W. Fritz. 
Commission expires Feb. 19, 1939. 


lated and equipped with a_ built-in 
thermometer. Oven will accommodate 
a 7 lb. fowl. Equipment: roasting or 
baking pan; broiling rack, and two 
shelves for the removable oven. Porce- 
lain and chrome fin‘sh. List price, 
$26.50. Swartzbaugh Mfg. Co., 1501 W. 
Bancroft St., Toledo, Ohio. 


Abrasive Products 

Catalog No. 102 illustrates and de- 
scribes a complete line of Carborundum 
and Aloxite Brand sharpening stones, 
grinding wheels, and coated abrasive 
products. Contains both commodity and 
numerical index. The Carborundum 


Co., Niagara Falls, N. Y. 





“Commander” Bicycle 

The Colson Commander bicycle is 
being presented in an attractive silver 
and black folder in which sectional 
views of the features of this newest 
model are illustrated and described. 
Complete specifications are also given. 
The Colson Corp., Elyria, Ohio. 
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Established 1869 


ARMSTRONG 
PIPE TOOLS 


for MODERN PIPE 


America’s pioneer manufacturer of 
pipe tools, vises, introduces a 
series of improved products made 
for 1936 methods. Iron, steel, cop- 
per, brass, monel, rubber, conduit, 
etc., can be cut or threaded better, 
easier and surer with an ARM- 
STRONG. 


ARMSTRONG Stock and Dies, 
Tubing Cutter, Handy Threader, 
and Vise illustrated to the right are 
but a few of the many fast-selling 
ARMSTRONG products offered by 
leading jobbers. Backed by ad- 
vertising, displays, sales help. 


Better send for loose leaf catalog 
of the entire line. 


ARMSTRONG wc. co. 
BRIDGEPORT Conn. 


PYRAMID | 
ANTENNA \/\ 


EVERYTHING THAT YOU NEED ¢ | 
PACKED IN INDIVIDUAL CARTON_J ~~ 








ALL-WAVEF 


DOUBLE DOUBLET/|iu 





DON’T PASS 
UP THIS BIC 
SALE PROFIT 
ITEM 


Dealers have given their approval to the new Pre- 
max All-Wave Pyramid Antenna as the solution to 
the aggravating “maze-of-wires” installation prob- 
lem. Everywhere reports of consumer acceptance 
are heard for the one kit that contains everything 


necessary for all-wave reception. Write us today. 


PREMAX SALES DIVISION 
Chisholm-Ryder Company, Ine. 
3801 Highland Ave. Niagara Falls, N. Y. 



































Modern “Sott-riow’ GARDEN TOOLS. FAST 
SELLERS — GOOD PROFITS — REPEATS. 
Many New Items—7 in 1 Cultivator—Midget 
Hand Tools — Rapid Hoe — NATIONALLY 
ADVERTISED. 


GARDEX Inc., 


MICHIGAN CITY 
INDIANA 


Desk 
101 
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Already elected by trappers for a more profitable 
season — Stop-Loss Traps. Designed to prevent 
animals escaping, injuring their pelts or them- 
selves, Victor No. 1 VG, No. 33, Jump No. 1JG 
mean better furs — extra cash. 


Follow the trappers’ choice! Stock Stop-Loss Traps 
for quicker turnover and increased profits. 


Your wholesaler can supply you 


ANIMAL TRAP COMPANY 
of AMERICA. 


87 Years of Improvement in Trap Making 
LITITZ, PA. NIAGARA FALLS, ONT. 











Protects GUNS against rust! 


SEAL-8-TEEL 


... the marvelous new discovery that's not an oil, 
grease or lacquer. 


1 doz. cans packed in attractive counter 
display carton. 


Protects all sports equipment 
against rust, tarnish. Equally 
effective for tools, professional 
instruments, bicycles, etc. 


and, to protect your own stocks 
of rustables. 


ASK YOUR JOBBER 
or write direct to 


X-RING PRODUCTS 
1705 MAIN ST., PEORIA, ILL. 











BOOST SALES ALL AROUND 


Read this letter from a dealer: 
“Since displaying COLORTOPS 
the counter, I have not only doubled 
my plug fuse sales, but other electri- 
cal needs are moving much faster.” 

That's only natural. The array of col- 
ors—the neat, 5-unit color-banded car- 
ton—shock and vent-proof top and 
cadmium plated metal parts catch the 
eye and draw attention to other mer- 
chandise on the counter also. 


Ask your Jobber Salesman for 
TRICO COLORTOPS 


TRICO FUSE MFG. CO. 
Dept. H. MILWAUKEE, WIS., U.S.A. 


on 


SHOCKPROOF 
FUSES 
<FUSES 
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KEY BLANKS 


OF EVERY DESCRIPTION 


3 


Catalogue on Request 


GRAHAM MFG. CO. 


Dept. W. 
Baths, Conn, U.S. A. 











Horse & Mule 
Shoes 





Hand puddied 
bar iron and: 
iron rivets 


THE BURDEN IRON COMPANY 


Established 1812 
TROY, N.Y. 











Just one item in a com- 
plete line of WIRE 
GOODS for the HARD- 
WARE TRADE. 


SPECIFY 
HINDLEY WIRE GOODS 
WIRE SPECIALTIES 
BRIGHT WIRE GOODS 
COTTER PINS 
EYE BOLT 
Sold Only Through Regular Hardware Trade Channels. 


HINDLEY VALLEY FaLLs, R. |. 








Gibson Gripper Clips 


A patented clip of 
oil-tempered, nickel 
plated spring steel 
that will hold objects 
securely. Hundreds 
of uses in homes, fac- 
tories, offices, stores, 
and for displays. Re- 
tail for 10¢. Packed 
with attractive dis- 
play card. Samples 
on request. 


Gibson Good Tools, Inc. 


Orange Mass. 














STREL MORTAR HODS 

No dripping onto 
the user’s back. 
Made entirely of 
steel with wooden 
shoulder saddle 
and handle. 
Edges are heavily 
reinforced. The 
No. 158 ” fork is pressed 
Mortar deep 





from heavy gauge 
steel. 


Write for prices. 
The Cleveland Wire Spring Co. 
and Hamilten Ave. 
* rr) a, Ohio & & 








HINE’ 
an He ADS 


ON, 


MADE IN U.S.A.’ 


ASK YOUR JOBBER 


HOYT & WORTHEN 
TANNING CORP 
HAVERHILL MASS 
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Salesmen—Do Your Christmas 
Earning Early! 


E present herewith an excel- 

lent bit of advice from a sales 
letter by Carl Wollner, President, 
Panther Oil and Grease Mfg. Co., 
Fort Worth, Tex., and published in 
the Panthergram recently. It is ap- 
plicable to salesmen everywhere and 
its inspirational appeal makes it 
worthy of the attention of all whose 
earning capacity is immediately in 
their own hands to increase by in- 
tensive work. Here it is: 

“You may think this is a bit early 
to bring up Santa Claus. 

“On the contrary. This is exactly 
the right time to remind you of 
Santa Claus. There never was a bet- 
ter time to tell you about the needs 
of your Santa Claus. 

“He'll be coming ‘round that 
mountain before you know it. Will 
you have properly prepared him for 
yourself? Too late on December 
24th to think of the money you 
might have made in September or 
in October or in November. Too 
late then. How true the poet was 
when he said, 


Of all sad words in tongue and 
pen, 

The saddest are these, ‘It might 
have been.’ 


“So ... now, Mr. Panther Sales- 
man, is the ONE and ONLY time to 
make hay while the sun shines. In 
our case it’s not the kind of hay that 
comes in bales, but the kind you 
need to support good old Santa 
Claus to enable him to do for you 
the things you love for him to do. 


“There'll be a hundred things, 
more or less, you'll want to buy. 
There'll be gifts for your loved ones, 
costing more or less money, usually 
more. Perhaps you'll want to use 
that occasion to make the down pay- 
ment on a nice little home, the finest 
Christmas gift of them all for any 
family not owning a home. 


“NOW is the time to earn the 
money with which to do all these 
things. Success begets Success, and 
Money seems to attract More Money. 
Don’t ask us why it’s that way. It 
just is, where a man or a woman 
has learned that great lesson of life 
to HANG ON TO MONEY. Earn- 
ing money is one thing, but hanging 
on to it is quite another. Many of 
you Panthers on the Firing Line 
know what I’m talking about. What 
we're saying about Christmas Gifts 
is intended to mean the gifts you 
can buy out of surplus money over 





and above what you ought to be put- 
ting away. 

“The last week of September is 
your opportunity to INCREASE 
YOUR EARNINGS for September, 
the last month of the third quarter 
of this year. Then comes October, 
the first month of the last quarter 
of the year. 

“When Santa Claus comes around 
once again Christmas, how will 
YOU be rated with him? You can 
change that rating NOW, Mr. Pan- 
ther Salesman, according to the 
amount of guts you have to pay the 


1”? 


price of a good Christmas! 





Knife Sharpeners 


“Eversharp”—has 10 tool steel cut- 
ters, hardened and tempered, in a 
sturdily constructed steel frame, highly 





nickel plated case. Assorted colored 
handles. Counter display holds 12 of 
these individually boxed sharpeners. 
E. W. Carpenter Mfg. Co., Bridgeport, 
Conn. 


Handi-Pac Waxed Paper 


Two hundred sheets of ready-cut 
waxed paper to a package. Each sheet, 
10% x 12 in, is packed in colorful 











dispensing packet. Sheets are inter- 
folded so that one sheet is always avail- 
able for use. Suggested retail selling 
price, 50c. Kalamazoo Vegetable Parch- 
ment Co., Parchment, Mich. 
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Asuperior chrome- 
plated gasoline 
blow-torch 


This model, one of the world’s 
largest selling torches, is ideal 
for use around the home or 
farm. The chrome-plated tank is 
fitted with a windshield and 
lock-down T-handle pump. Typi- 
eal of all C & L torches, it is 
constructed for long, hard use. 
Yet its price is low. C & L 800 
and C & L 600A are other 
popular-priced torches. 











Write for descriptive folder 
to the 


‘CLAYTON & LAMBERT MFG. CO., micuican 


Makers of world's largest selling firepots 


C&L 158A 





Hunters All Want ‘‘Rainy Day’’ 
for Rainy Days! 





National advertising in the Saturday 
Evening Post, Field & Stream, and 
Outdoor Life has created a big demand 
among hunters, fishermen, woodsmen, 
ete., for RAINY DAY, the greaseless 
waterproofing for high-top boots, cleth- 
ing, hats, and shoes. Penetrates cloth 
or leather and preserves their life, yet 
does not fill the pores or keep out the 
air. Order from your jobber today! 
List Prices: Pints, 75¢—Quarts, $1.25 
—Shoe Size, 25¢. 


Write for Literature 


Protection Products Mfg. Co. 
7436 Second Blvd. Detroit, Mich. 
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by the ready accept- 
™Y ance these two products 
*/ have won for themselves. The 
| Klectro-Way Vent Fan (re- 
tails at $6.95) fits over chim- 
ney hole, creating a strong 
vacuum which carries away all 
smoke and steam emanating from 
stove top. The Hydro-Flue Humid- 
ifier (retails at $1.25) fits on back 
of range where the chimney used 
to appear, capturing and steril- 
izing all oven fumes. Together, 
they do a 100% job of keep- 
ing the kitchen clean an 
comfortable. 


Write for literature 
ler’s 


and deal 
ri 


107 E. MILWAUKEE 
DETROIT, MICH. 





A Perfect Sales Boosting 


r) * s 
ne Combination 
Feature all the nationally known Rubyfiuid 
FREE SAMPLE soldering products—Flua, Paste, Rosin and 
= Acid Core The perfect results of one boosts 


the sales of the other. Favorites for over 
30 years with millions of satisfied users. 


Furnished in attractive containers and 
self-selling cartons. 


FOR GREATER SALES—LARGER PROFITS 


RUBY CHEMICAL CO. 
58 McDowell St. Columbus, Ohio 

























JUMBO FIRE SHOVELS 


For Greatest Durability at Lowest Cost 
The JUMBO is unquestionably the 
strongest, most serviceable fire shovel 
made. New handle construction 
will support a load equal to ten 
times the shovel capacity. 
Low priced. Splendid mar- 

gin of profit. 
Write for further 


information re- 
garding complete 














PATENT 
NOVELTY CO. 
305 Eighth Ave. 


li f Fi 
Shovels. Fulton, Illinois 
Also manufacturers of 
Pollyanna ~~ ss 
JUMBO and. many other household 
articles. 
No. 2 


“A Pattern and Price for 
Every Whim and Purse.” 











pent 


PERFECTION oi: stOVE DEALERS 


haveevery advantage 
J Known Quality 
Proved Performance 
OW Modern Des 
ect’ renee 
Consumer Acceptance 


Complete Lines 
Ample Profit Margin 








PERFECTION STOVE COMPANY, 7736-D Platt Avenue, 
Cleveland, Ohio 





IMPERIAL WEANERS 


Four effective, basic 
styles of weaners are il- = 
lustrated. These and other 
variations are stocked in 
cow, yearling and calf 
sizes to meet individual 
and regional preferences. 
They are priced to sell at 


local levels—at a profit. THISTLE 


qOR 


WoT) 
LQ @ 


Correct design, persistent 
quality and consistent ¢ 
consumer advertising ¢ 
have made IMPERIAL & 
weaners the time tested 
market leaders. Specify 
them to your jobber. 


IMPERIAL BIT & 
SNAP CO. 


HALTER 


WISCONSIN 


HUMANE 


RACINE 
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@ Lovell Power Electric Hand Made Rolls win new 

customers and hold old ones. There’s a neat profit in 

them for you, too. Have 5 outstanding features. 

(1) Foundation rubber. (2) Hard rubber end seal. (3) 

Double cushion. (4) Tough tread. (5) The (guaranteed) 

unbreakable Lovell steel shaft. Ask your jobber. 
Write for copy of new bulletin 25 A. 


LOVELL MANUFACTURING COMPANY « Erie, Pa. 
Power Electric 





Wringer Rolls 











& 
ki JUMP OR LONGSPRING™ 


RUBBER INCREASES TRAPPERS’ CATCHES 


And Your Profits! 


| Rubber is riveted to i igo of this NEW PATENTED 
} “CUSH IN GRIP” for muskrat, mink, skunk. 
Increases catches more i 4 25%. 
You can sell at profit of $1.00 dozen. 
; Does not break bone! Prevents wring-offs! Does not kill: 
| Tested since 1934. Advertised in national outdoor pub- 
: cations. 





Ask your jobber, or write us for prices and sample, giv- 
ing jobber’s name. 


Manufactured by 


CHAS. D. BRIDDELL, Inc. 
il H.A. Street, Crisfield, Maryland 





~ += 


(Adek PROFITS 


are made possible with the handy household 
package of Gardiner Repair-All Solder. it re- 


taiis for 18 cents—a price that meets chain store 
competition and yet allows you a full margin of 


profit. 
h | } At the same time Gardiner Solder is better solder 
—does neater and cleaner work. 
Packed in attractive tins—i0 tins in a counter 
display box. Your jobber can supply you. 











me 


ROCHESTER ADJUSTABLE 
SASH BALANCES 
A product of Guar- 
anteed quality. Real 
f profit in handling 
8 them. 
Write for prices. 


Bechester Sash Balance Co., Ine. 
Rechester, N. Y. 
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bf you’ re 
Looking for 
THE CLASSIFIED 


OPPORTUNITIES 
SECTION 


TURN 
to 
PAGES 184-185 


OVER 
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Coming Events 


Illinois Retail Hardware Associa- 
tion, 40th annual convention and ex- 
hibit, Peoria, Ill., Feb. 2 to 4, inclu- 
sive, 1937. Sessions and exhibit 
Peoria State Armory. C. G. Gilbert, 
managing director, 1155 Merchan- 
dise Mart, Chicago, Ill. 

Iowa Retail Hardware Associa- 
tion, 39th annual convention and 
house furnishings show, Feb. 9-12, 
inclusive, 1937, Des Moines, Iowa. 
Headquarters: Savery Hotel. Exhi- 
bition: Coliseum Bldg. Philip R. 
Jacobson, secretary-treasurer, Mason 
City, Iowa. 

Michigan Retail Hardware Asso- 
ciation, annual convention and ex- 
hibition, Grand Rapids, Mich., Feb. 
9 to 12 inclusive, 1937. Exhibition: 
Civic Auditorium. Harold W. Ber- 
vig, secretary, 1112 Olds Tower 
Bldg., Lansing, Mich. 

Nebraska Retail Hardware Asso- 
ciation, 36th annual convention and 
exposition, Omaha, Neb., Feb. 3 to 
4, inclusive, 1937. Exposition: City 
Auditorium. Headquarters: Paxton 
Hotel. Edward C. Hermanson, sec- 
retary, 414-419 Little Bldg., Lincoln 
City Auditorium. 

New York China, Glass & House- 
wares Show, sponsored by New York 
Housewares Manufacturers Associa- 
tion, Hotel Pennsylvania, New York 
City, January 24-30, inclusive, 1937. 
Mrs. Flo English, secretary, Room 
1108, Hotel Pennsylvania, New York. 

The Pennsylvania & Atlantic Sea- 
board Hardware Association, Inc., 
Annual Convention and Exhibition, 
Pittsburgh, Pa., Feb. 22 to 26, inclu- 
sive, 1937. Headquarters, business 


’ Hotel. 


sessions and exhibition William 
Penn Hotel. W. Glenn Pearce, 
managing director, 400 N. Broad 
St., Philadelphia, Pa. 

Southeastern Retail Hardware and 
Implement Association, 23d annual 
convention and exposition, Atlanta 
Ga., February, 1937. H. M. Sim- 
mons, secretary, Room 922-23, At- 
lanta National Bank Bldg., Atlanta. 

New York Retail Hardware Asso- 
ciation, annual convention and expo- 
sition, Rochester, N. Y., Feb. 9 to 11, 
inclusive, 1937, Exposition: Na- 
tional Guard Armory, E. Main St. 
Headquarters: Hotel Seneca. John 
B. Foley, secretary, Hills Bldg., Syr- 
acuse, N. Y. 

Pacific Northwest Hardware & Im- 
plement Association 32nd Annual 
Convention and Exhibition, Spokane, 
Wash., Feb. 8 or 9 to 11, inclusive, 
1937. Headquarters: Davenport 
Exhibition and business ses- 
sions: Armory. Dale Strong, secre- 
tary, 523 Realty Bldg., Spokane, 
Wash. 

South Dakota Retail Hardware 
Association, annual convention, 
Sioux Falls, S. D., Jan. 19-21, 1937. 
Headquarters: Sioux Falls Coli- 
seum. C. J. Christopher, manager- 
treasurer, Nicollet and 24th St., 
Minneapolis, Minn. 

The Western Retail Implement & 
Hardware Association, 48th Annual 
Convention and Exhibition, Kansas 
City, Mo., Jan. 19-21, inclusive 
1937. Sessions and exposition: New 
Municipal Auditorium. Herbert J. 
Hodge, secretary-treasurer, Abilene, 
Kan. 





‘ 
Iron Horse Generator 
For lighting and radio service on 


farms, cottages, camps, trailers, cruis- 
ers, and outlying places where low cost 





electricity is needed. It is from 50 to 
100 per cent larger in capacity than 
the small “charger” sets heretofore of- 
fered, thus permitting the use of as 


many as 12, 25-watt lamps at one time. 
The generator may be operated for 
shorter periods to keep the batteries 
fully charged under normal use, hence 
longer life and fewer service periods. 
The 12 volts mean less current for a 
given load and therefore smaller, less 
costly wiring. The use of 12 volts also 
provides for positive push-button start- 
ing. Only two normal sizes, low cost, 
six volt batteries connected in series are 
required for continuous service. John- 
son Motor Co., Waukegan, Il. 





Cabinet Hardware 


Catalog No. 201—For modern cab- 
inets, built-in units, etc. Describes and 
illustrates cabinet hinges, knobs, pulls, 
catches, “roll point” catches, and other 
miscellaneous items. Also shown are 
several attractive sample displays. 
American Cabinet Hardware Corp., 
Rockford, IIl. 


HARDWARE AGE 











Perrect!-Dry LUBRICATION with 
DIXON’S GRAPH-AIR GUN 


Sells wherever shown 


COBURN 


GARAGE DOOR HARDWARE 


With the Coburn complete line of 
garage door hardware pee can 
handle any requirements including 
straight sliding doors, sliding-fold- 
ing doors, around-the- corner doors, 
and the converting of swing doors 
into one-piece overhead doors. 
Quality of product and prompt effi- 
cient service guaranteed. 


Since 1888 Coburn Products Have Been Dependable 
COBURN TROLLEY TRACK CO. 
50 CANAL ST. HOLYOKE, MASS. 

















For lubricating thousands of 
piaces around a car, home, 
shop or office with ‘Dixon’s 


Microfyne Powdered Graph- 
ite. It is the one lubricant that 
cannot burn, gum or drip and 
is proof against acids, alkalies 
and brine. 


Write for dealer deal 


JOS. DIXON CRUCIBLE CO. 
Dept. 40-CG, Jersey City, N.J. 























ETEL ROPE CLAMP OOOO 
Easily Tightened .... Easily Loosened 


— EFPIA, STAR 











Hear the tune Star Heel Plates play 
Upon cash registers every day— 
They ring up profits from morn ’til 


TO POLE 





night 
APULL LOOSENS = like them—they sell on 
\ sight! 
Zone ots Mn, 4 el aR eee Pies | 3 sass AE. sew shone 
pers = 0 Ay 4 gross pairs in box. Sold by Lead- 
vy Seen te Cadman Pinted oc Melid Brass. ‘Weles PLATES ing Jobbers. Send for Samples and 
for sample and low price. Prices. 
ETEL ROPE CLAMP CO. 0000000 STAR HEEL PLATE co. 
98 MAGAZINE ST. NEWARK, N. J. NEWARK 





























Bac? : enced RUDD'S 
very Gar Driver— NEW DOOR BRACES 


has use for a B. & C. Adjustable “S” Nut Wrench. 





It handles all nuts big or little within jaw capacity. A new line of Garage, Barn and 
Permits work in corners and hard-to-reach places Screen Door Braces. Suitable for 
where ordinary wrenches cannot be used. Quickly all sizes and kinds of doors. 


adjusted by thumb of hand which holds it. Grips 


: : <<ibiggr Write for descriptive catalogue 
securely—sells readily. Sizes: 6 to 14 ins. inc. 








* 
b 
Ask Your Jobber CAR PRODUCTS COMPANY 
BEMIS & CALL CO., sPRINGFIELD, MASS. 1213 West 3rd Street - - Cleveland, Ohio 

















e "Tar the want of 2 shoe the horse was lt = ae E D L U i) D 
: i ine want 3 a ag rif ey wa re he ‘4 > 
_ For the want of a rider the e was lost, i 
SR, For the ant of & ate the ngiom wa og Dependability 
Ane all for the want of a horseshoe nail.” . 


‘ 5 means consumer preference and greater 
«ae chapamel Sos Reta a af dealer profits. 


Year after year the Edlund reputation for qual- 
ity in modern kitchen tools has built increasing 
good will. A large majority of leading distribu- 
tors sell the Edlund line and regard it as the 
standard of value in egg beaters, can openers, 
jar openers, bottle openers and knife sharpeners. 


Approved by Good Housekeeping 
Institute 
Write for Catalog 


EDLUND CO., BURLINGTON, VT. 
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Here are 28 More Answers to the Question: 


“WHO MAKES 


Information regarding sources of supply as pro- 
vided readers of Hardware Age by the “Who Makes 
Itt?” editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
issue published on August 27, 1936. When writing to 
the firms mentioned, state that you saw the product 
listed in Hardware Age “Who Makes It?” section or 


PHOENIXVILLE, Pa.: Who makes 
Black Arrow ant powder?—Acker & 
Fry. 
ANSWER. McCormick & Co., 
Inc., McCormick Bldg., Baltimore, 
Md. 


* + 


DyerssurG, TENN.: Please advise 
from what manufacturer, distribu- 
tor or importer we can obtain infor- 
mation regarding three-speed bi- 
cycles.—Vandevelde Hardware Co. 


ANSWER: F. A. Baker Co., 16 
Warren St., New York City. 


* & 


ABILENE, KAN.: Who makes the 
Northland circulating he ater?— 
Western Retail Implement and 
Hardware Assn. 


ANSWER: J. V. Patten Co., Syca- 
more, Il. 
oe * * 


Mipptesury, Vt.: Furnish name 
and address of the maker of the 
Samson line of household hand 


axes.—M. D. Marshall Hardware. 


ANSWER: This is a special brand 
of Chas. Weiland, Inc., wholesale 
hardware, 149 Chambers St., New 
York City. 
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FLeIscHMANNS, N. Y.: Who makes 
metal clips for fastening sash cord 
to the sash weights and sash?— 
Halpern Mercantile Co. 


ANSWER: H. B. Ives Co., New 


Haven, Conn. 
* * * 


AUBURNDALE, FLA.: Provide names 
and addresses of several manufac- 
turers of hair picker, machines, as 
used in this State for combing and 
removing the dried husk from cured 
moss. — Auburndale Hardware & 
Paint Co. 


ANSWER: Webster Mfg. Co., 
4401 Cortland St., Chicago, IIl.; 
Curtis & Marble Machine & Co., 
Worcester, Mass., and J. B. Ersham 
& Sons Mfg. Co., Enterprise, Kan. 


* * * 


Morris, Itt.: Where can we ob- 
tain repairs for a Favorite stove?— 
Albert R. Newport, Hardware. 

ANSWER: Favorite Mfg. Co., 
Piqua, Ohio. 


* + 


RutTLanp, Vt.: Provide name and 
address of the eastern distributor of 


Whitco casement hardware —W. C. 
Landon & Co., Inc. 


ANSWER: Vincent Whitney Co., 
416 Broadway, New York City. 


+ + 
Orance, N. J.: Who makes Ther- 
mo-Vent air valves? — Apartment 


House Supply Co. 


ANSWER: Thermo Valve Co., 
Linden, N. J. 


* + 


Catro, Ga.: Furnish us with the 
name and address of the manufac- 
turer of Essex double barrel shot 
gun.—Rodenbery Hardware Co. 


ANSWER: This is a special 
brand of the Belknap Hardware & 
Mfg. Co., Louisville, Ky. 


Se ¢ © 


Please furnish the address of the 
inventor of Polaroid glass as illus- 
trated and described on the “Hard- 
ware Facts” page of the Sept. 10th 
issue of HarpwarE Ace—Modern 
Supply Co., New York City; C. 
Starkweather & Son, Beaver Dam. 
Wis., and John F. Quigley, Jersey 
City, N. J. 


ANSWER: Edwin H. Land, 2 
Glen Road (Westen), Boston, Mass. 


+ 2 


New Orteans, La.: Who makes 
artificial duck eyes?—-Lanasa Hard- 
ware Co. 


ANSWER: M. J. Hoffman, 987 
Gates Ave., Brooklyn, N. Y. 


2.2 & 


Sprinc Vatuey, N. Y.: Provide 
name and address of the manufac- 
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turer of the New Process gas stove. 

—Kaplowitz & Alpert, Inc. 
ANSWER: American Stove Co., 

825 Chouteau Ave., St. Louis, Mo. 


+ + 


DeFIANce, Ou10: Where can we 
secure the Bates broom mop, which 
is made of sponge rubber?—Hoyt 
Hardware Co. 

ANSWER: Merchants & Manu- 
facturers Co., Springfield, Mass. 


* %*& 


Datias. Texas: Where can we 
buy (1) burners for Welsbach gas 
burners, and (2) fluting and pleat- 
ing irons?—Weston Hardware Co. 

ANSWER: (1) Welsbach Co., 
Gloucester, N. J., and (2) North 
Bros. Mfg. Co., American & Lehigh 
Ave., Philadelphia, Pa. 


s+ &£,. 


AmeniA, N. Y.: Who makes a 
ball-bearing weather vane having an 
inside indicator?—-E. O. Kingman, 
Hardware. 

ANSWER: Draper Mfg. Co., 45 
Warren St., New York City. 


ee & @ 


Port ANGELES, WasH.: Who 
makes the Showcarder outfit for 
making show cards?—James Hard- 
ware Co. 

ANSWER: Showcarder, Inc., 2324 
University Ave., St. Paul, Minn. 


~- >} .% 


Fiemincton, N. J.: Who makes 
small portable washing machines? — 
Economy Hardware Co. 

ANSWER: Landers, Frary & 
Clark, New Britain, Conn., and 
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Naxon Utilities Corp., 1113 N. 


Franklin St., Chicago, IIl. 
* * * 


Newport, R. I.: Who makes Sag 
Harbor eel spears?—J. T. O’Con- 
nell. 


ANSWER: J. W. Fordham, 30 
Hope St., New London, Conn. 


* + # 


Durant, Iowa: Where can we ob- 
tain poison seed for mice?—Durant 
Hardware Co. 


ANSWER: W. G. Reardon Lab- 
oratories, Inc., 1 Mill St., Port Ches- 
ter, N. Y. 


+ & 


CarLisLE, Pa.: Who makes the 
Atlantic electric residence elevator? 
—Cochran & Allen. 


ANSWER: Atlantic Elevator Co., 
501 E. Erie Ave., Philadelphia, Pa. 


* + 


BurraLo, N. Y.: Where can we 
obtain information on the Gibson 
line of English teapots?—L. M. 
Dibble, Hardware. 

ANSWER: This line is imported 
by Edw. Boote, 35 W. 23rd St., New 
York City. 


oa *.¢@ 


Morristown, N. J.: Who manu- 
factures a product called Adco, 
which when mixed with grass clip- 
pings, etc., produces humus?—J. 


Glick & Sons. 
ANSWER: <Adco, Carlisle, Pa. 


# @ ® 


Rocky Mount, N. C.: Furnish 
address of C. H. Pardew & Co., man- 





ufacturers of crow callers—W. D. 
Joyner & Sons. 
ANSWER: Henry, II. 


* + 


Rareicu, N. C.: Where can we 
procure a motor driven Skilsaw for 
carpenters’ use? — Carolina Hard- 
ware Co. 

ANSWER: Skilsaw, 
Elston Ave., Chicago, III. 


Inc., 3316 


* + 


CAMPBELLTOWN, Pa.: Who makes 
wooden tool chests, not fitted with 
tools?—A. M. Brandt. 

ANSWER: Bogert & Hopper, Inc., 
223 Varick St., New York City; E. 
B. Estes & Sons, Inc., 418 Lexing- 
ton Ave., New York City, and New 
England Box Co., 101 E. 41st St., 
New York City. 


* “> * 


DittssurGc, Pa.: Who makes the 
Eclipse cook stove?—M. C. Altland, 
Hardware. 

ANSWER: This. range was for- 
merly made under the trade name 
mentioned, but is now being manu- 
factured under the trade name 
Roper by the Geo. D. Roper Corp., 
Rockford, IIl. 


ee «& @ 


Hempsteap, L. I., N. Y.: Provide 
names and addresses of several man- 
ufacturers of covers for electric fans. 
—H. Blumberg & Sons, Inc. 

ANSWER: Hickok Co., New 
Haven, Conn.; Detroit Cover Co., 
3410 W. Fort St., Detroit, Mich.; 
The Upson-Walton Co., 1286 W. 
llth St., Cleveland, Ohio, and C. 
R. Daniels, Inc., 99 Crosby St., New 
York City. 
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CLASSIFIED OPPORTUNITIES SECTION 





Positions Wanted Advertisements 


at special rate of one cent a word, mini- 
mum 50 cents per insertion. 
All Other Classifications 
Set Solid, Maximum of 50 words... .$3.00 
Each additional word............ 06 
All, Capitals, Maximum of 50 words.. 4.00 
Each additional word............ 06 
Allow Seven Words for Keyed Address 


Boxed Display Rates 





Use this section to reach Hardware Manufacturers, Manufacturers’ Agents, 
Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


® CLASSIFIED ADVERTISING RATES e 


Discounts for Consecutive Insertions 
4 insertions, 10% off; 8 insertions 15% off. 
Due to the special rate, these discounts do 
net apply on Positions Wanted Advertise- 
ments 


a = — 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency. 
— * — 
HARDWARE AGE is published every other 
Thursday. Classified forms close 13 days 








previous to date of publication. 


NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 


Address your correspondence and replies to 
HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St., New York City 








BUSINESS OPPORTUNITIES 


SALES REPRESENTATIVES WANTED 


SALES ACCOUNTS WANTED 








ir 

P R i N T TWN G 

Letterheads Envelopes Statements Invoices 
All are the Same Price 


500—$/.50 1,000—$2.55 2,000—$4.75 

5,000—$10.50 

Pestage Pald. Send Money With Order or Will 
Send C.0.D 


Satisfaction Guaranteed or Money Refunded 
MAYFIELD PRINTING Co. Mayfield, Ky. 











FOR SALE—CLEAN UP-TO-DATE hardware 
stock in the heart of the Mississippi Delta. Stock 
will inventory about $10,000. Two story brick 
building and warehouse for rent. Addres3s— 
Levingston Bros. Hdwe., Ruleville, Miss. 


FOR SALE: HARDWARE STOCK IN S. W. 
Idaho, County seat town. Population 2,800. Stock 
and Fixtures about $10,000. Can reduce. Owner 
too old. Stock turn over 3 times. Any informa- 
tion cheerfully furnished on request. Address Box 
236, Payette, Idaho. 


FOR SALE—MODERN WELL-STOCKED 
hardware store, brand new Heller fixtures. Large 
store and basement. Located in Central Penn. 
County seat in buying center of city with popula- 
tion of 55,009 and potential buying population of 
100,000. Good reason for selling. Address Box 
C-286, care of HarpwAre Ace, 239 W. 39th St., 
N. Y. City. 














SALES REPRESENTATIVES WANTED 








SALESMAN WITH KNOWLEDGE OF 
BUILDERS’ hardware and tools to cover New 
York City for manufacturer’s representative. Com- 
mission. Christian. Address Box C-287, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


MANUFACTURER OF HIGH-GRADE fabric 
reinforced line garden hose has some good mid- 
western and eastern territory open to high-class 
representative intensively working retail hardware 
trade. Commission basis. Address—Box No. 
7603-A, care of Harpware AGe, 802 Otis Bldg., 
Chicago, Il. 


SALESMEN D ES IRING PERMANENT 
CONNECTION WITKH< reliable corporation man- 
ufacturing finest fastest sellers, call on furniture, 
hardware, department stores, also jobbers, either 
whole or part time. Address—Dustmaster Corp., 
Dept. H-3, 600 First Avenue North, Minneapolis, 
Minnesota. 


SALES REPRESENTATIVES WANTED IN 
ALL territories calling on the hardware jobbing 
trade to represent a manufacturer of rubberized 
canvas gloves as a side line on commission basis. 
Must have following in this trade. Address Box 
C-292, care of HArpware Ace, 239 W. 39th St., 
) a: Ape 3 


SALES REPRESENTATIVES WANTED 
FOR MY new low cost portable sanitary shower 
bath fixture for hot and cold water. No competi- 
tion. Nothing like it. Thoroughly tested. Highly 
endorsed. Carries wide appeal. Will sell in 
large volume. Ideal for use when there is no 
running water. A real money maker. Write for 
particulars. Address S. S. Campbell, P. O. Box 
366, Lenoir City, Tenn. 
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SALESMEN NOW REGULARLY COVER- 
ING TERRITORY to handle our line of general 
purpose grinding wheels and sharpening stones as 
side line on commission basis. Highest quality 
merchandise priced right. Must have following 
with wholesale trade only. State territory and 
lines now handl Address Goodrich Grinding 
Wheel Co., 1500 W. Madison St., Chicago, IIl. 


SALESMEN WANTED—SOUTHERN TER- 
RITORY, who are now carrying reputable line sell- 
ing to hardware and housefurnishing jobbers and 
department stores, who can handle an additional 
item. A modern popular-priced household scale 
with many new features. Practically no sales 
resistance. Write giving full particulars. - 
dress Box C-296, care of HArpware Ace, 239 W. 
39th St., N. Y. City. 


SALESMEN WANTED (by highly rated man- 
ufacturers—in business over 30 years) to sell a 
line of good dependable, moderately-priced alu- 
minum ware direct to the retail trade. Have 
territory open in Illinois, Indiana, Eastern Penna., 
Missouri, Kansas and Oklahoma. Will consider 
only experienced salesmen who know the retail 
hardware trade in their territory. Full com- 
missions paid weekly. Exclusive territory. Have 
unusual proposition for the right men. Sales 
increasing rapidly. Salesmen can conveniently 
handle one other line in connection with ours. 
Address Box C-274, care of Harpware AcE, 239 
W. 39th St., N. Y. City. 


THERE IS AN OPENING IN Chicago for a 
man familiar with electrical, hardware and mill 
supply jobbers, to handle an electrical item for 
a nationally-known manufacturer. Compensation 
is commission with a small salary, and earnings 
would be governed only by salesman’s own ability. 
We are interested in getting a man who is thor- 
oughly grounded in the haridling of jobbers, in 
soliciting jobber business and who is also capable 
of helping jobbers to build volume on his line, 
by working himself and with jobbers’ men. If 
you feel you can qualify, write giving all details 
about yourself and your experience, with refer- 
ences. If you are afraid to work or don’t meet the 
above requirements, don’t bother to write. Address 
Box C-295, care of HarpwAre Ace, 239 W. 
39th St., N. Y. City. 

















SALES ACCOUNTS WANTED 


CUBA. MANUFACTURERS’ REPRESEN- 
TATIVE COVERING CUBA PERIODICALLY 
WANTS LINES OF REAL MERIT. SALES TO 
BEST ACCOUNTS ONLY. ACCOUNTS TO 
BE CARRIED BY PRINCIPALS. STRAIGHT 
COMMISSION BASIS. REFERENCES AND 
FURTHER DETAILS SUBMITTED UPON 
REQUEST. ADDRESS BOX C-283, CARE OF 
car AGE, 239 WEST 39TH STREET, 
N. ¥. CITY. 


MANUFACTURERS’ LINES WANTED FOR 
THE WHOLESALE AND LARGE RETAIL 
HARDWARE AND ELECTRICAL SUPPLY 
TRADE IN STATES OF ARKANSAS, MIS. 
SISSIPPI AND ALABAMA ON STRAIGHT 
COMMISSION BASIS. INTERESTED ONLY 








OF weet ,. 
SPONDENCE INVITED. ADDRESS 

C-261, CARE OF HARDWARE AGE, 239 WEST 
39TH ST., NEW YORK CITY. 





MANUFACTURERS’ AGENT WITH HEAD- 
QUARTERS IN St. Louis, Mo., calling on_job- 
bers and manufacturers desires additional lines. 
Can assure effective distribution for responsible 
manufacturers. Address Box C-282, care of 
HarpwareE AGE, 239 W. 39th St., N. Y. City. 


MANUFACTURERS’ REPRESENTATIVE 
COVERING CALIFORNIA, OREGON and 
Washington wants established or new lines for 
Wholesale Hardware trade. Have been covering 
this territory for ten years and can furnish 
best of references. Correspondence invited. Ad- 
dress Box C-250, care of Harpware Acs, 239 
West 39th St., New York City. 











POSITIONS. WANTED 





HARDWARE MAN 38 YEARS OF AGE 
seeks opportunity in sales department of hardware 
manufacturer or jobber. Has 19 years’ experience; 
reliable references. Address Box C-290, care of 
Harpware AcE, 239 W. 39th St., N. Y. City. 


BUILDERS’ HARDWARE SALESMAN 
WOULD LIKE to connect with manufacturer of 
chromium kitchen hardware and kindred lines for 
New Jersey. Have large following with retail 
and wholesale dealers, also lumber trade. Best 
of reference. Address Box C-268, care of Harp- 
ware AGE, 239 W. 39th St., N. Y. City. 


SOUTHERN CALIFORNIA YOUNG 
SALESMAN CONSISTENT leader of national 
sales organization offers full time aggressive rep- 
resentation in this territory to manufacturer of 
outstanding line sold through hardware dealers 
and jobbers. Address A. C. Dilcher, 3050 Vir- 
ginia Road, Los Angeles, California. 


POSITION WANTED AS SALESMAN, 20 
years’ experience, retail and wholesale. Thoroughly 
experienced in hardware, mill supplies, particularly 
mechanics’ tools. Desirous of making connections 
with a reliable firm, with opportunity for advance- 
ment. Address Box C-297, care of HarpwArE AGE, 
239 W. 39th St., N. Y. City. 


SALESMAN 39 YEARS OF AGE, now travel- 
ing for large eastern hardware jobber, desires 
sales position with manufacturer. Am in position 
to travel extensively or to take over territory 
anywhere in the U. S. Have been with my pres- 
ent firm 11 years. If you cannot offer a salary 
of $2,500 per year plus expenses, please do not 
answer this ad. Address Box C-291, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


SALESMAN DESIRES POSITION WITH A 
known manufacturer. Have traveled the south- 
eastern states calling on jobbers. Have a fine 
acquaintance with the trade throughout the United 
States. Capable of buying and doing missionary 
work. Married man, 45 years of age. Would like 
a permanent connection. Highest references avail- 
able upon request. Address Box C-285, care of 
Harpware AGE, 239 W. 39th St., N. Y. City. 


HARDWARE MAN, FORTY-THREE YEARS 
of age, thoroughly experienced in retail and 
wholesale hardware, paints, sporting goods and 
kindred lines, both inside and outside, desires a 
position with responsible retail firm. Capable of 
buying, bookkeeping and store management. Sal- 
ary secordary. Free to go anywhere. Middle 
West or South preferred. Address Box C-242, 
= of Harpware Ace, 239 W. 39th St., N. Y. 

ity. 
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Hardware Personnel 


- files contain applications of several hundred ex- 
rienced Cl well-trained employees in the hard- 
ware Qraustrt 
0 CHARGE To senvice FOR THIS 


MASSOGIATED PLACEMERT ‘BUREAU 
152 West 42nd Street New York City 
Wis. 7-1802, 1803 











SALESMAN — HAVE TRAVELLED ALL 
South Atlantic States will travel or take inside 
place with jobbing concern in above territory. 
Have had experience in all branches of jobbing 
hardware concern. Address — % & 289, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


HARDWARE MAN, EXPERIENCED IN 
THE FOLLOWING LINES: Mill, factory, con- 
tractors, cabinet makers’ supplies, builders’ hard- 
ware, transmission, mechanics’ tools, etc. Address 
Box C-264, care of Harpware Ace, 239 W. 39th 
oe, i. F. Goby. 








SALESMAN WITH 15 YEAR RECORD of 
steadily increasing sales calling on industrial ac- 
counts and jobbers in central states, eight years 
of which was managing branch office, desires con- 
nection with manufacturer. Address Box No. 
7602-A, care of Harpware AGE, 802 Otis Bldg., 
Chicago, Ill. 





EXPERIENCED BUILDERS’ HARDWARE 
MAN WANTS position in locality where building 
is active. Has had broad experience in figuring 
contracts large and small. Can figure any size 
job without aid of factory representative. Prefer 
handling Sargent or Yale. Age 37. Addres; Box 
C-294, care of HArpware AGE, 239 W. 39th St., 
N. Y. City. 





MANAGER — HARDWARE, STOVES, 
ELECTRICAL GOODS, allied lines, buyer, sel- 
ler, advertising office, all phases; grew up in busi- 
ness; thorough experience. Thirty-three years old, 
married. Penna. or Southwestern United States. 
Employed. Good reason for desiring change. Ref- 
erences. Address Box C-284, care of HARDWARE 
Ace, 239 W. 39th St., N. Y. City. 





HARDWARE MAN 31 YEARS OF AGE, 
thoroughly experienced in retail hardware, paints, 
stoves, and electrical line also buying and store 
management, general advertising, window and 
store displays, desires to make change for a con- 
nection with a good responsible firm. Employed 
past 8 years with same firm carrying $25,000 
stock. Best references; good education. Address 
Box C-293, care of HarpwAre Ace, 239 W. 39th 
st., N. ¥.. City. 





SALES EXECUTIVE: YOUNG MAN WITH 
12 years’ experience and acquaintance selling the 
leading hardware and housefurnishing jobbers, 
chains, department stores, etc., in Metropolitan 
New York, both as manufacturer’s agent and sales- 
man, seeks a connection in the same capacity or as 
assistant to a busy sales executive. Having ap- 
pearance, personality and pep together with a wide 
knowledge of merchandising specialty lines, he 
hould prove a valuable asset to anyone seeking 
such services. Age 35, married, in excellent health 
and ready to furnish A-1 references as to char- 
acter and ability. Address Box C-288, care of 
Harpware AGE, 239 W. 39th St., N. Y. City. 








It's the Best “Reply Catcher” on the Market 





THE old adage that the public will beat a path to your door if you make 
the best mouse trap holds good in publishing as well as in manufacturing. 





The Classified Section of HARDWARE AGE 
is the best “Reply Catcher” in the trade. The 
keyed classified advertisements alone in the 20 
issues of HARDWARE AGE this year pulled 
2908 replies from interested hardware men. 


Five manufacturers who advertised for sales 
representatives received 130, 121, 120, 105 and 
98 replies respectively from alert manufac- 
turers’ representatives. Four men advertising 
for positions received 15, 9, 8 and 6 offers of 
jobs. Four sales representatives who advertised 
for additional lines found that 66, 51, 32 and 


23 manufacturers were interested in their 


qualifications. Three merchants, who decided 
to sell, advertised their stores and received 14, 
8 and 6 offers respectively from prospective 
buyers. These are but some of the many in- 
stances where hardware men have found the 
Classified Section a profitable help in making 
their business wants known. 


Year after year HARDWARE AGE has 
maintained the largest Classified Opportunities 
Section of any publication serving the hard- 
ware trade. It has also published more display 
advertising. There must be a reason for this 
leadership. There is—and it all narrows 
down to “making the best mouse trap.” 





You'll find the Classified Section a ready help in making your business 


wants known to the hardware trade. 


Use it. 


HARDWARE AGE 


Classified Opportunities Section 


239 West 39th St., New York, N. Y. 
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The five Milcor factories give merchants the kind 
of service that builds business — and the com- 
plete Milcor line gives them everything they 
need to do business. .When you order from 
Milcor, you know Milcor makes it — Milcor has 
improved it—and Milcor will take care of you. 
Even in the recent rush of Fall shipments — the 
heaviest in years—the Milcor organization has 
maintained a remarkable record for promptness. 


Eaves Trough, Conductor Pipe, Elbows and Trimmings 
® Steel Roofing, Ceiling and Siding °* Furnace Pipe 
and Fittings °* Stove Pipe and Elbows ® Airtite 
Heaters and Accessories * Metal Lath and Corner Bead 





MILCOR STEEL COMPANY 


MILWAUKEE, WIS. nt ILO) nO) a |e) 
Chicago, Illinois Kansas City, Mo. La Crosse, Wis. 
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HARDWARE 


ECOGNIZED everywhere as a 
product of quality. A complete 

line to meet every building require- 
ment. Send for illustrated catalog and 
join the ranks of National dealers. 


National Manufacturing Co. 











STERLING *. ILLINOIS 

















TOOLS furYour 






PROFITS forYou! 










Here is a complete range of top notch 
counter hand tools, made to satisfy 
the quality buyer or the bargain 
buyer—all supreme values. Made in 
the most modern design and dura- 
ble construction—and to sell at a profit! 









BOMMER 


Standard Type 


Lavatory Partition Fittings and 
Stall Door Hardware 





™ Send for CatalogNo.55 —™ 


BOMMER SPRING HINGE CO., Brooklyn, N. Y. 





Repairs Unsightly Chipped Porcelain 


When home owners hit and chip 
porcelain or enamel fixtures— 
Tilette Liquid Porcelain Glaze 
will quickly repair them like 
new. Ideal for Porcelain and 
Enamel Sinks, Bath Tubs, 
Lavatories, Refrigerators, etc. 
Ready for use, waterproof, 
dries quickly with a perma- 
nent porcelain gloss. In 1 oz. 
jars, packed 12 to attractive 
counter display. Quick 25 
cent seller. Liberal profit. 
Ask your jobber to supply 
you. If heecannot, write 


to us. 
TILETTE 
CEMENT CO., INC. 


401 Lafayette St., 
N. Y. C. 

















Liquid Porcelain Giaze 
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1115 Temple St., 
Los Angeles, Calif. 














Increase dime Aales WITH THIS NEW ALL-METAL 
REVOLVING DISPLAY CABINET... . . 3 FREE! 







With an order for only 72 window 
front packets of Moore Push-Pins, 
glass and aluminum heads, and push- 
less hangers, you can receive absolutely 
free, this new, attractive revolving dis- 
play cabinet . . . Dealers everywhere have 
told us that sales literally jumped the 
day they placed it on their counter. 
Start this very day to increase your 
dime sales...order from your jobber. 


MOORE PUSH-PIN CO. 
113-125 Berkley St., Phila. 
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FLORENCE Petal STOVE eo. 


GARDNER, MASS. KANKAKEE, ILL. 














WEW YORK, CHICAGO, BOSTON, ATLANTA, DALLAS, DETROIT, SAN FRANCISCO 











Genuine er “Domes of Silence” 





The Slides That Show the Dealer and Jobber a Real Profit 
DOMES of SILENCE, Inc. 225) "82 2°nee Raid ree 35 Pearl St., New York 


5% ” 10¢ 14" pd 3%" 10¢ 
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LOOK OUT BELOW 









Whether injury is to passers by or workmen, accidents are 
always costly—both to customers and distributors. 


Foresight minimizes ‘“‘unavoidable” accidents; use Fitler 
First Quality Manila Rope for that extra margin of safety. 


Careful operators rely on the time-tried Fitler Pure Manila 
Rope for safety, longer service, and greater economy. Dis- 
tributors confidently recommend Fitler—the standard of 
Quality Rope for more than 132 years. 





Look for the Blue and Yellow Colored Yarn 
Reg. Trademark No. 245091 U. S. Pat. Office 


ROPE: 


THE EDWIN H. FITLER CO. 


Established 1804 
PHILADELPHIA CORDAGE WORKS 
NEW YORK NEW ORLEANS CHICAGO HOUSTON 


OCTOBER 22, 1936 
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—AMAZING ACCURACY— 


SIDES their renowned scientific 

correctness in ballistics and pre- 
cision-loaded uniformity, Winchester 
center-fire cartridges have another 
advantage, highly important to every 
shooter. Their modern Staynless non- 
mercuric priming, pioneered by Win- 
chester, preserves barrel accuracy— 
the most rigid tests reveal no corro- 
sive residue in the bore after firing. 
This invaluable service to shooters 
is of big selling importance to you. 
Always mention it in making sales. 
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